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During the last six months quite a number of 


manufacturers have = ap 
tested in their own plants the new Greenfield Twist Drills. Orders — yA 


have invariably followed these tests—until our Drill Department has GREENFIELD’ Ss 


been obliged to go on overtime. 


Results of these tests have been sufficiently conclusive to bring con- 
iderable new iness istrib "SW - > Green fie drills , . 
siderable new business to distributors who handle Greenfield Drills. Sua Lael Lines 


This company is interested in wider distribution of its drills to pro- 1 TAPS 


ln, tleiliate cenit nds Mice: eet uiMiebiin, site eaten he ; 2 DIES 
vide quick Service for manufacturers w hose drill business is on a 3 SCREW PLATES 
volume basis. Our policy of cooperation with distributors will gladly 4 TWIST DRILLS | 
be outlined to those who wish to increase their drill volume. 5 PIPE TOOLS 
Address our Sales Promotion Department at Greenfield. : a 


Simplify Your Selling | 





| 
\ 

GREENFIEUD, MASS., U.S.A, 

i 

New York: 15 Warren St. D ‘ Canadian Plant: | 
Chicago: asec aaa 7 Ww Greenfield Tap & Die Corp. | 

611 W. Washington Blvd. _— eee es — of Canada, Ltd., Galt, Ont. } 
, ) 
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Mill Supplies 


Believes— 


1. More selective 
selling is necessary. 


2. Industrial distrib- 
utors should sell in- 
dustry on their eco- 
nomic necessity. 


3. Local group meet- 
ings should be held 
frequently for they 
are helpful in com- 
bating price-cutting, 
territory - jumping 
and other evils. 


4. Suggested resale 
prices should be set 
up and lived up to 
wherever possible. 


5. Manufacturers 
should establish defi- 
nite, national sales 
policies. 


ewe 
E. N. GRANTVEDT 
Sales Manager 
E. J. McOSKER 
Sales Promotion Manager 
H. W. BARCLAY 
Merchandising Counsellor 
JOHN. ORA 
Field Representative 
Chicago 


Cena 


NEW YORK OFFICE: 

280 Madison Ave. 
H. E. THAYER, Manager 
J. J. McCNEVIN 


ewso 
CLEVELAND OFFICE: 
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J. S. CRANE 


\ 
p 


Contents for September, 1930 


oer oO 
a“ 
by NA 
Building Business in the Paper Mills. .By R. E. McCorxinpaL@ql5 
The Work of the Merchandising Committee Is Progressing. . . * 
How I Sell More Safety Equipment....... By James Hunter 20 


An Experimental Laboratory Doubled our Business.......... 
wile asad artes kha lac’ ieee ae By Louts H. Brenpet 22 


Demonstration Increased My Tool Sales 50% ..By J. T. Coorey 24 
Why Industrial Users Should Buy from the Distributor.... 


a aide wink Yah dale Rae dekae wre ae By W. A. Horsrook 25 
We Wl a6 eit onda ba rene eencesameoneean E. P. WeEtites 26 
See DE: HN BI a5 sss cone a keas saeeomaeces 28 
Getting Sales Results Direct By Mail....... By ALAN M. PyLE 35 
Editorial Comment ...... nna a phie wok eae anne Seas Ramee 36 
WE Rica nacknkacoureseusaeweeteeees By Bruce Barton 38 
DD TT ee Te ee 40 
What's Satie te. Bip “TPG. & «5.0. 6 cesiniecnnetanwaewesnas 88 
Ross-Willoughby Company to Hold Formal Opening of Its 

PE HNO, 6 85.0650 50 00es eo nkehinnwabenoreneies 90 
NS FID ave e.cc cine iniaks evsaivednnsaneses 96 
New and Improved Industrial Products.................05- 124 
I FI akin ionshtcaddacies ican oeengiben 138 


VOLUME TWENTY NUMBER NINE 


Entered as Second Class Matter August 3, 1917, at the Postoffice at Chicago, Illinois 
under the Act of March 3, 1879 











COPYRIGHT 1930—ELECTRICAL TRADE PUBLISHING COMPANY 





PUBLISHED MONTHLY BY THE ELECTRICAL TRADE PUBLISHING CO. 
520 North Michigan Avenue Chicago, Illinois 


HOWARD EHRLICH, President EDGAR KOBAK, Secretary-Treasurer 


CHAS. W. FORBRICH, Vice-President 
Mt, 


SUBSCRIPTION: U. S. $1. ALL OTHER COUNTRIES $1.50 PER YEAR 


Member Associated Business Papers—Audit Bureau of Circulations. 


Also Publishers of MILL SUPPLIES CATALOG & DIRECTORY, 
THE JOBBER’S SALESMAN and ELECTRICAL CONTRACTING 








woe 


7 a0 ow 


MILL SUPPLIES 














Mill Supply © 
Men. 


Keep these points 
before your pros- 
pects: 

Dependability 
Maintenance Saving 
Lubricant Saving 
Power Saving 
Cleanliness 

When you sell 
SACS Hangers, re- 
member you are 
selling an invest- 
ment — not merely 
merchandise. 


~‘ 





f 








® ome people ’round here,” 


said the motor to the lathe. 









Get all 


“— about your prima donnas,” 
said the motor with a slant upward 
toward the plain bearing that was being 
nursed back to life and usefulness once 
more by a pair of high-priced mechanics, 
“these plain bearing hangers are about 
as temperamental as anything that ever 
came into THIS kind of a plant. First, 
they’re squeaking and squawking for oil. 
Then they run hot under the collar, 
and now a whole flock of high-priced 
machines run by high-priced alien 
stand ’round idle while the repair mén 
get on the job. Why, if it wasn’t for the 


the attention” 


pair of SiLSF Bearings that support 
MY armature, this old-fashioned trans- 
mission equipment of ours would have 
ME all out of line in no time, too.” 


All the plant with the bearing hanger 
equipment need do is check over its cost 
sheets to determine the high cost of 
friction. We're not guessing on this 
particular point. We KNOW... because 
in the average plant where 2G Self- 
Aligning Ball Bearing Hangers have 
displaced the old-fashioned type of 
equipment, the saving in labor, lubricant 
and power costs has been sufficient to 
pay for the entire SCF installation 
in less than two years’ time. 


It won’t cost you a penny to let an 
SCS engineer tell you about the spe- 
cific savings that can be made in YOUR 
plant. 


SKE INDUSTRIES, Ine. 
40 East 34th Street 
New York, N. Y. 


2567 


akKF HANGERS 
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PB dace NUMBER NINE BY A PROMINENT DISTRIBUTOR 
+ Hee 
5 
“Here’s Another Way 
We Help You to Save 
Above—Mr. E. C. Poehler, Vice President of Crerar, Adams 
& Company of Chicago, fllinois. This company’s services ~ 
are of a definite economic value to the prosperity of its 


business territory. 
. 


Or salesmen hecome better acquainted with local con- 
ditions than any manufacturer’s salesman—they under- 
stand what is needed and wanted—they appreciate and sympa- 
thize with individuals and companies—they understand our 
locality because they and their families are local—they are as 
smart and efficient in your behalf as any set of men—aind— 
they recommend Republic’s Belting—Hose—Packing— 


7” 
Molded and Lathe Cut Goods. 
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The above statement is characteristic of those made by prominent dis- 
tributors all over the country. It explains in part how the Industrial Supply 
Distributor, helping to solve the important problem of broad markets 
and economical distribution, upholds high quality, maintains fair prices 
and saves needless efforts on the part of both consumerand manufacturer. 


Tonka Water Hose made in 
sizes % in. 2 ply tol inch 
3 ply inclusive. Tonka has 
a strong body and a cover 
stock that resists abrasion 
to the maximum, = with 


strong live adhesion to keep 


THE i, ae a dee 
REPUBLIC RUBBER CoO. 


weather and abuse and in- 
sures long life. 

Youngstown 

Ohio 













the Best Mechanical 


. Rubber Goods & 
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3 A NEW aneeen 
DENTIFICATION MARK 


For the UNITED STATES STEEL CORPORATION 
and its Subsidiary Manufacturing Companies 


ar 

















HE Subsidiary Manufacturing Companies of the 
United States Steel Corporation hold in common 

this simple ideal of service—constantly to seek improve- 
ments for their products, and to make these products 
available on a basis that assures a full measure of value. 
The new mark here introduced to you stands for this 
ideal of service and is a sign of quality. In future adver- 
tising and promotion work, it will be used in connec- 
tion with the well known symbols of this Company. 


NATIONAL TUBE COMPANY 


General Offices: Frick Building, Pittsburgh, Pa. 











SUBSIDIARY OF UNITED STATES STEEL CORPORATION 


PRINCIPAL SUBSIDIARY MANUFACTURING COMPANIES 
AMERICAN BRIDGE COMPANY CARNEGIE STEEL COMPANY FEDERAL SHIPB’LDG. 4 Dry Dock Co. THE LORAIN STEEL COMPANY 
AMERICAN SHEET AND TIN PLATE COMPANY CoLuMBIA STEEL COMPANY ILLINOIS STEEL COMPANY TENNESSEE COAL, IRON & RAILROAD Co. 








AMERICAN STEEL AND WIRE COMPANY CycLong Fence COMPANY NATIONAL TUBE COMPANY UNIVERSAL ATLAS CEMENT COMPANY 
Pacific Coast Distributors — Columbia Steel Company, Russ Bldg., San Francisco, Calif. Export Distributors—United States Steel Products Company, 30 Church St., New York, N.Y. 
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Pemberwick, 
Connecticut 
1845 
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face. Misunderstandings were cleared up on the spot. 


Modern industry is too complicated for that now. Yet the 
old spirit of frankness and fairness between bolt maker 
and bolt user is still the guiding force in the three great 
plants of Russell, Burdsall & Ward. 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


PORT CHESTER, N. Y. 


ROCK |FALLS, ILL. CORAOPOLIS, PA. 
PHILADELPHIA - CHICAGO - DETROIT - SAN FRANCISCO - LOS ANGELES - SEATTLE - PORTLAND 
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A scene in the engineering 
laboratory of the world’s 
most modern shovel factory 
... showing Wood's special 
handle testing machine. 


cd A Le a | 


Careful Testing 


Assures Wood’s Quality 


ir chances of a Wood’s “Moly-D” handle breaking 
in service are less than one-half of one per cent. Out 
of the thousands of dozens of these handles in use, only 
a negligible percentage has been replaced. 


Only select, straight-grained, second-growth northern 
white ash, air-seasoned for six to nine months is good 
enough for “Moly-D” handles. Note how they are made 
... how all strain comes across the grain...how a cold- 
pressed steel band holds the spindle tight as long as 
the shovel lasts. 


““Moly-D” handles are recognized by users as the strongest, 
most comfortable shovel handles on the market, today. .. 
made extra wide and roomy, there are no rough corners 
to hurt knuckles. Nocold metal to touch hands. Every detail 
of the “Moly-D” is designed with the one idea of FASTER, 
EASIER SHOVELING. Priced no higher than the rest. 


THE WOOD SHOVEL AND TOOL COMPANY 
_ PIQUA, OHIO 


Wood's Shovels 


“Moly”—“Big Fist” —“Piqua” 









8 Checking Points 
for the 
Shovel Buyer 


Don’t take our word for it. Conduct 
your Own comparative tests—bear- 
ing in mind these eight vital points. 














Grip 








4. ; Step 
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Service 
Record 
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U. S. Variable Speed 
A. C. Grinder 


Increased production! Better finished results! 
Lower costs! These and other advantages are 
being obtained with this new-day grinder. New 
only in application—years old in principle. The 
Gibbs V-Disc Transmission of GRAPHITIZED 
(Pat. No. 1,477,052. Other Pats. Pending) MICARTA has shown highest efficiency in 
power transmission in other types of service for 
years. Impartial tests prove it equally successful 
in grinding. It is positive in action—free from 
slip or back lash. It's durable. It's low in replace- 
ment cost. It's easy to operate. It's easily 


les setting new records, this grinder accessible. It's quiet 


Six Ball Bearings! 


The whole grinder embodies most up-to-date 
features for safe, economical, dependable opera- 
f d tion and long life. It's one of the very few built 

su ch con sta nt WwW h ee surface s pee in accordance with the Safety Code of American 
Engineering Standards Committee, Bulletin 436 

: the U.S. Bureau of Labor Statistics! It includes 

Pt IX heavy duty SKF Ball Bearings in dust-proof 

clear down to the flanges s Even in compartments—heavy one-piece chrome man- 
ganese steel shaft—adjustable wheel guards— 
push-button control with no-voltage release and 


high speed snagging at 9,000 sur= overload protection, etc., etc. 


—the only one made that maintains 


Alternating Current! 


This exceptional grinder operates on ALTER- 
NATING CURRENT—220, 440, 550 volts, 
25, 30, 40, 50 and 60 cycle, 2 or 3 phase. Built 

regularly to carry 18 x 2, 20 x 2, 24 x 3 and 
T H E 30 x 3-inch wheels. It will pay you to lear 
about the U. S. Variable Speed A. C. Grinder 


« —and the U. S. plan of selling only through 
n i tT & @ | oe « distributors. Write for details today. 
THE GOOD MECHANIC’S CHOICE 


Electrical Tool SINCE 1897 


COMPANY 
2498 W. Sixth Street, Cincinnati, Ohio 


Atlanta, Boston, Chicago, Cleveland, Dallas, Denver, Detroit, 
London, Minneapolis, New York, Philadelphia, Pittsburgh, 
St. Louis, San Francisco, Seattle, Syracuse 


face feet per minute! 


Export Sales Representatives— WESTINGHOUSE ELECTRIC INTERNATIONAL CO.—150 Broadway, New York City 
The B. E. N. PATENTS, Ltd., 92 Tottenham Court Road, London, WI England 
Canadian Division—MAPLE LEAF ELECTRIC TOOLS, Ltd., Toronto 
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ANEW IMPROVED 
BELT LACING 





a 


*U. S. Patent 1,653,791 Other Patents Pending. . . . Canadian 
Patent 284,207 Other Patents Pending. 





Barring Belt 
Hook Injuries with Safety Binder Bars 





Up go costs ... when accidents occur designed to prevent their fraying over the 
in your plant. Idle machines ...crippled belt edges. Steel Binder Bars, an exclu- 
production .. . schedules that failed... sive feature, firmly hold each hook in 
broken promise dates and black figures place. Specially fabricated wire of un- 
turn to red on the profit sheet. usual strength is another insurance 

All those profit threatening conditions against this industrial hazard. 
result when a worker thoughtlessly shifts Stop injuries from frayed belt hooks. 
a belt with his hand (in spite of the pres- At the same time eliminate one of the 

Perfect alignment of hooks certain. ” , ; ® A 
Prevents end hooks breaking loose, | ence of a belt shifter) and a frayed belt heretofore unavoidable production losses. 
damaging machines and injuring i : P = 
hands. Flush fitting of bar with hook gashes deeply. You can do this by specifying Safety 


belt reinforces connection. 


Frayed belt hooks are daily taking their Belt Hooks. 
toll in increased production cost through 
injured workers and damaged machines. 
Costs go up and profits down. But,— 
there is a way to stop these losses. 

The new Safety Belt Hooks are 


3-4 





PRICES 
No. 3-4 for belts not over %” thick....$1.85 per box 
No. 5 for belts not over 5/16” thick... 1.65 per box 





No. 6 for belts not over 3%” thick..... 1.95 per box 
10% discount on orders for 25 boxes in one delivery. MAIL 6 
P In ordering direct kindly mention jobber’s name. INA 
With each box of Safety Belt Hooks 
you get a specially made pair o TRIAL ORDER 


. . f 
pinpers for canting, steel, binder, = SAFETY BELT-LACER CO. = TP4¥ 


tects hands, Factories Bldg. - Toledo, Ohio 






LVES POWER PROBLEMS | 
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Consider the trees of the forest / 


HE tender sapling sways and 
bends before the hurricane because of its 
resilient fibres while the huge oak resists 
the storm by the very strength of its giant 
growth. 

{| Cyclops, the master belt of industry,com- 
bines both these great principles of nature. 
It has both strength and flexibility. It car- 
ries tremendous loadsevenly andsmoothly, 


yet it resists the sudden shock of overloads 





and the strain of high speeds, because the 
closely-woven spring-like construction of 
its fabric enables Cyclops to give and take 
as the transmitted power dictates. 

q{ Young trees are flexible — old trees are 
strong. Cyclops belting is both flexible and 
strong throughout its entire life from the 
time it is first put on the job until it is 
worn out after long and commendable 


service. 


CYCLOPS 
BELTING 





» A product of THE BOSTON WOVEN HOSE AND RUBB 


CAMBRIDGE, MASSACHUSETTS U.S.A. 
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A Distinct Advantage 


Distributors handling“National’ 
Twist Drills and Tools have a 
distinct advantage in that they can 
obtain a complete line of small 
tools from one source of supply. 





MANUFACTURERS 


of pARABOLIc 


MILLING CUTTERS |, rie 


DRILLS 


TWIST DRILLS - REAMERS - HOBS - MILLING CUTTERS - SPECIAL TOOLS 
NATIONAL TWIST DRILL & TOOL COMPANY 
DETROIT. U. S. A. 


New York, N. Y. Philadelphia, Pa. Chicago, Ill. Indianapolis, Ind. 
Cleveland, Ohio Syracuse, N. Y. 


TAP & DIE DIVISION, WINTER BROTHERS CO., WRENTHAM, MASS. 
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PRODUCTS: 


Oil Refinery Equipment, 
Drop Forged Steel Valves 
and Fittings, Water Tube 
and Horizontal Return 
Tubular Boilers, Ice Mak- 
ing and Refrigerating Ma- 
chinery, Heat Exchangers. 


Branch Offices: 
NEW YORK 
CHICAGO 
CLEVELAND 
DALLAS 
PHILADELPHIA 


Fifty years ago the Henry 
Vogt Machine Company 
began its business in this 
modest two story structure. 


eo hundred thirty 

marks the fiftieth year 
since the founding of the Henry 
Vogt Machine Company. Dur- 
ing this period Vogt products 
have come into prominence and 
are today used the world over. 
To our friends and customers 
who have made possible our 
success we express our hearty 
appreciation, and pledge our- 
selves to continue to build only 
the best in anticipation of their 
continued patronage. i: 3: 


1880-1930 





Today the plant of the Henry Vogt Machine ann | Louisville, Ky., covers an area of nineteen 
ernly 


acres and is one of the most m 


equipped in the country. 
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ITH “D-V” Drives, silence is a virtue. It is a 

valuable factor in itself—and is evidence of 
accurate manufacture, durability and dependability. 
In fact, the “D-V” Drive embodies every essential 
feature necessary to insure reliable, economical 
power transmission. It is a Dodge product backed 
by fifty years of industrial power engineering. It is 
produced in a plant geared to modern demands and 
by machinery designed especially for the purpose. 
Dodge sheave design and precision manufacture 
insure maximum belt life and low maintenance. 


Stock sizes of ““D-V” Drives can be obtained on 
the immediate delivery basis. Modern production. 
methods and unusual production facilities insure 
an adequate supply of stock drives at all times and 
non-stock drives can be furnished with minimum 
delay. ““There is Added Value in the Name Dodge” 
both in quality and availability of product. 


DODGE-TIMKEN BEARINGS 


The only complete line of enclosed anti-friction industrial 
bearing units offering a type to meet practically every re- 
quirement of power transmission or machine application. 
In combination with “D-V” Drives they effect big econ- 
omies in maintenance and insure continuous service. 


DODGE MANUFACTURING CORPORATION 
MISHAWAKA, INDIANA 





THE FOUR DIVISIONS OF DODGE 


POWER TRANSMISSION 
Complete equipment for the 
transmission of power. every 
of pulley, hanger, pillow 
block, et etc. 
MATERIAL HANDLING 
Every type of 1.3 to 


peas e any apes 


DODGE-TIMKEN BEARINGS 
For power transmission and 
machine application. A type for 
every service. 


SPECIAL MACHINERY 
A manufacturing department for 
those who prefer to devote their 
attention to selling rather than 
making. 


DODGE MANUFACTURING CORPORATION 


Please send me the A-160 D-V Drive Data Book. 


Name 


Position 





Mishawaka, Indiana 








Firm 





Adds 
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MARKED WITH THE “DIAMOND 








Viewed from every angle 
it pays to sell Jenkins 


Supply men who sell Jenkins Valves 

and they are everywhere. . 
know that from every angle, Jenkins 
Valves are good business. 


Jenkins are a “known quantity.” Their 
reputation for long, trouble-free per- 
formance dates back 66 years. Jenkins 
advertising keeps the story of Jenkins 
performance constantly before the 
supply man’s customers. Architects, 


engineers, contractors, superintend- 
ents, purchasing agents, managers and 
owners ... all know Jenkins Valves 

and the significance of the Jen- 
kins “Diamond” trade mark. 


As a result, dealers who sell Jenkins 
build valve business on the firm basis of 
recognized merit. They find valve buy- 
ers more receptive . .. valve turnover 
more rapid .. . valve business larger. 


JENKINS BROS. 


80 White Street 133 No.SeventhSt. 524 Atlantic Ave. 646 Washington Blvd. 1121 No. San Jacinto 
NewYork, N.Y. Philadelphia, Pa. Boston, Mass. Chicago, Ill. Houston, Texas 


JENKINS BROS., Limited, Montreal, Canada; London, England 
Factories: Bridgeport, Conn., Elizabeth, N.J.; Montreal, Canaca 


Jenkins 


VALVES 
Since 1864 





MILL 
SUPPLIES 


With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
FOUNDED IN 1910 BY ELMER CRAWFORD 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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building Business 


+ 
OCATED as we are, in the heart nN the 








of a group of over 75 indi- 
vidual plants engaged in the 
manufacture of paper, it is natural 


® 
that a large portion of our business 
should come from those plants. To 
meet the needs of paper mills, we 
regularly stock many specialties used 


by them. 
Wet chemicals are an important 


part of our business. During normal By R. E. MCCORKINDALE 
months we sell a carload of mixed 

acid per month. Acetic and sulphuric Vice-president, The Chase and Cooledge Company 
acids are the most important; acetic Holyoke, Massachusetts 


being used in processing colored 
paper and sulphuric for cleaning cop- 
per wires and screens on the division 
of the paper machines upon which 
the paper is formed. In selling wet 
chemicals, the distributor has a large 
investment in carboys which fre- 
quently amounts to more than the 
value of the product contained. For 
instance, the value of the acid sold on 
a recent order amounted to less than 
$500 but the value of the carboys 
exceeded $1,000. A charge of $5 is 
therefore made for each carboy. This 
amount is credited to the customer 
when the carboy is returned in first 
class condition. Any plant using car- 
boys should also be a prospect for 
sales of carboy tilters, which will 
enable workmen to pour acids quickly ; 
and without any danger or waste of acid by spilling. chlorine, alum, and sodium silicate. This business is 
Dry chemicals which we regularly sell to paper mills transacted in both carload lot sales negotiated on con- 
include sodium bicarbonate, trisodium phosphate, caustic tracts, and less than carload shipments, furnished from 
soda, rosin, soap powders, hypo-sulphite of soda or anti- our stock. Sodium bicarbonate is used in the fire 
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“*The paper industry 
offers a worth while 
market to distribu- 
tors,” says R. E. 
McCorkindale, who 
tells here what and 
how he sells the paper 


mills 

















Sorting rags and cutting 
up large pieces of cloth 
on the vertical knives 
fastened to the work 
tables. Rag scythes, steel 
factory chairs, truck 
casters, and rag baskets 
are among the items 
used in the rag sorting 
room of a paper mill. 


extinguishers with which 
most mills are well sup- 
plied; tri-sodium phos- 
phate for cleaning pur- 
poses ; caustic soda in the 
revolving bleach boilers 
in which the rags used 
for making paper are 
boiled under steam pres- 
sure to loosen grease and 
dirt; alum for sizing, 
and sodium silicate for 
sizing and pasting. Soap 
powder is purchased in 
large quantities because 
all of the wet felts used 
to carry the paper from 
the forming process through the drying rolls have to be 
washed every time there is a change of color in process 
work. Hypo-sulphite of soda neutralizes the chlorine 
used in the bleaching process. 

One of the most important factors involved in serving 
paper mills, arises from the fact that continuous produc- 
tion methods are in use in the mills. It requires so many 
adjustments to get the proper weight paper that when 
production has been started on a paper machine, it is 
not stopped until the run has been completed. When it 
is stopped, the entire machine has to be completely 
washed. This requires 24-hour operation of the mill and 
24-hour service from the distributor who expects to 
furnish supplies to the mill. We have night telephone 
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An adequate stock of pulleys is needed to serve paper mills 
properly. This is the minimum quantity of essential sizes 
which we must carry to meet the demands of our customers. 


numbers listed so that paper mill buyers 
can reach at least one of our men at 
any hour of the night or on Sundays 
and holidays. Not long ago, a plant in 
Holyoke called us at 10 p. m. for a 
length of 16-inch belting. One of our 
men went down to the warehouse and 
had the belt cut. The roll was so large 
that he was unable to get it into his car, 
and he had to get another man to drive 
while he rushed over to the factory, 
holding the belt on the running board of 
his automobile. 

Most of the emergency requirements 
of paper mills are on belting, pulleys, 
rope, or machine fabrics. One morning, 
early, a 24-inch by 14-inch cast-iron 
pulley broke in one of our customer’s 
plants, and I had to get out of bed, go 
down to the warehouse and get a steel 
pulley and order of belting. The belting 
was necessary to replace the old belting 
which had been ripped 
to pieces by the broken 
cast-iron pulley. 

In another case, I 
was called before 
breakfast on a Sunday 
morning to furnish a 
12-inch belt to a plant 
40 miles away. This 
belt was on a main 
line drive, and the 
plant was working at 
full capacity. We de- 
livered the belting at 
10 o’clock that morn- 
ing and the plant was 
able to go ahead on 
schedule without fur- 
ther interruption. 

While paper mills 
expect this kind of 
service, they also ap- 
preciate the inconven- 
ience which it causes 
us, and try to show 
their appreciation 
when it comes to 
ordering supplies on 
which the time factor 
is not so important. 

The peculiar operating conditions encountered in a 
paper mill, make it necessary for mill supply men to 
have at least a general knowledge of production methods. 
Whenever we have an opportunity to go through plants 
on trips which may give us only a background of general 
information that will serve us as a basis for future 
solicitation of business, we are glad to take the time 
away from actual selling, to get a better understanding 
of the buyer’s maintenance problems. 


OR instance, a man selling rubber hose to paper mills 
will find that hose gets a lot of rough usage in such 
plants. It is pulled around the sharp corners of the metal 
pedestals on paper machines, and must stand considerable 
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abuse. It must be a good 
grade of hose so that it 
will not disintegrate and 
get into the paper stock. 

One use in which rub- 
ber hose is especially 
important in paper mills 
is for conducting alum 
solutions. This solution 
corrodes metallic con- 
ductors so fast as to 
render them entirely un- 
suitable for that service. 
On this service, in one 
plant, five-ply wrapped 
rubber hose lasted eight 
years and gave good 
service. 

Paper mills also use a 
great deal of rubber hose 
for washing out vats and 
tanks and for making 
important water connec- 
tions on machine parts 
which are under constant 
vibration. Steam hose is 
used for similar service. 

We sell many indus- 





Materials-handling equipment — conveyor 
belting, monorail equipment, chain hoists, 
and factory trucks—are widely used in paper 
mills, The rag pulp stock used in making 
fine paper requires frequent handling before 
it goes into the actual paper making machines. 
Our salesmen make it their business to help 
solve materials handling problems. 


substantial stock which will turn 
over rapidly enough so that deteri- 
oration is not a problem. It is used 
in the paper mills to join paper 
from the paper machine to paper 
on the winding rolls, in order to 
make continuous rolls. It is used in 
¥4-, 3%-, and 1-inch widths. The 
tissue is laid across the paper ends 
to be attached together, and a hot 
iron is passed over the joint, mak- 
ing an effective seal. 

Paper mills also buy metal stock 
tongs, which are used for lifting 
puip stocks out of cars and into the 
beaters and washers. Paper stock 
cannot be dumped directly into 
beaters out of the cars because the 
dirt on the car floors would damage 
the product if dumped into the 
beaters with the pulp stock. 

We have found a fine market for 
chain hoists in the paper mills. In 
selling these, we use a_ sectioned 
sample provided us by the manufac- 
turer, with which we demonstrate 
the advantages of the high-speed 
ball-bearing chain hoist which we 


trial fabrics used in paper 
mills. Drier felts, for conveying paper through the 
drying rolls, require replacement approximately three 
times a year. The period of service obtained from each 
felt varies with the speed at which the machines are 
operated. Layboy straps are sold for use on the paper 
making machines at the point where the finished cut 
sheets of paper are taken off and piled. Paper makers’ 
twine, in 3-, 4-, 5-, and 6-ply, is needed to tie bundles of 
paper after cutting and folding. Calen- 
der webbing is used on calender stacks 
on which the rough dry paper is passed 
between steel and cotton rolls which 
iron it out and give it the desired finish. 
This webbing is furnished in %4 and % 
gross rolls in widths from %4-inch up to 
3 inches. The heavier widths such as 
3-inch are called press tape. This web- 
bing furnishes a constant volume of 
business because it must be replaced 
approximately three times a year, on 
each calender press. 

For use as screen gaskets on the paper 
making machines, large quantities of 
cloth insertion rubber diaphragm stock 
is sold. Some cut gaskets are carried in 
stock, but not in large quantities. Car- 
rier canvas is used on the conveyor 
equipment in the rag rooms where rags 
are conveyed from raw stock to storage. 


Another item, which is a specialty 
sold mostly to paper mills, is rubber 
mending tissue. This cannot be stocked 
in very large quantities by the user 
because it deteriorates if not properly 
stored. Distributors who can supply 
this line to several mills, can carry a 
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sell. The buyer usually is very much 
interested to see the special construction which we believe 
makes our hoist a superior product for their use. 

Chain hoists are used in almost every paper mill 
machine or repair shop, for handling the heavy forming 
rolls on the paper machines which eome into the shop 
for repair. Modern paper mills also have a crane or a 
trolley running down over the paper making machine 
on which electric hoists or (Continued on page 60) 





Rubber hose is one of the most important items used on paper making 
machines. The steam and water hose is not only subject to unusually 
rough usage but also to corrosion by the action of chemicals and 
deterioration caused by continual vibration when connected to moving 
parts of the machinery. For many uses, high grade rubber hose is 
absolutely indispensable. 
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The WORK of 


Merchandising Committee 
ls Progressing 


HILE the sum- 

mer months have 
slowed up somewhat 
the progress of the 
proposed nation-wide 
campaign of selling in- 
dustry on the economic 
importance of the dis- 
tributor, headway 
is being made. 
New subscribers 
are pledging their 
support daily and 
it is very likely 
that definite steps 
will be taken at an 
early meeting of 
the Joint Merchan- 
dising Committee 
to get the cam- 
paign definitely 
under way. 

Since the July 
31 meeting of the 
committee in Cin- 
cinnati, a letter has 
been sent out over 
the signatures of 
the presidents of 
the Southern, Na- 
tional, and Ameri- 
can Associations 
urging the mem- 
bers of these or- 
ganizations to get 
behind the  sug- 
gested plan. 

Individual mem- 
bers of the com- 
mittee have also 











Plans for getting the campaign 

under way will probably be de- 

cided upon at an early meeting 
of the committee 








AN EXCERPT FROM A 
LETTER TO ASSOCIA- 
TION MEMBERS 


“We believe that every 
member of the three mill 
supply associations should contribute to 
this plan and special effort will be made 
through group meetings to encourage non- 
members of the associations, to affiliate with 
the program by subscribing. 

“This is the first concrete program on 
which the three associations ever have united 
unanimously. Let us continue to make our- 
selves felt in our industry by doing this job 
right.” 


D. C. JONES, President, American Supply 


and Machinery Manufacturer’s Association 


H. P. KUHN, President, The National Supply 
and Machinery Distributor’s Association 


C.W. BECKNER, President, Southern Supply 
and Machinery Distributor’s Association 





been putting forth 








of the National Associa- 
tion urging their support 
of the industry’s cam- 
paign. For example, 
R. H. Welton, secretary, 
Chase, Parker and Com- 
pany, Boston, writes: 

“We are pleased to 
enclose our sub- 
scription agree- 
ment. You cer- 
tainly should have 
the unqualified 
support of every 
distributor and 
every keen right- 
thinking manu fac- 
turer.” 

H. M. Johnson, 
advertising mana- 
ger, Swords Broth- 
ers Company, 
Rockford, Illinois, 
says: 

“We are enclos- 
ing our subscription 
agreement in sup- 
port of the mer- 
chandising plan. 
We feel this plan 
will be of valuable 
assistance to mill 
supply distributors 
and that every dis- 
tributor should co- 
operate.” 

From H. M. Ells- 
worth, president, H. 
M. Ellsworth Com- 
pany, Bridgeport, 











a great deal of 


effort to win for the campaign the deserved 
support of industrial distributors and manu- 


facturers. 


Several encouraging letters have been re- 
ceived by Carl Channon in reply to one 
which he sent out recently to the members 
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Connecticut, comes 
this statement : 


“We subscribed to the merchandising cam- 
paign a few days after receiving the report, 
“Your Committee Recommends.’ I thoroughly 
believe in this industry movement, and will 
certainly do all that I can to get the other 
distributors in the city to cooperate.” 
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The Roll Call of Subscribers 


Alabama Machinery & Supply Co. 
Alamo Iron Works 


Appomattox Iron Works & Supply Co. 


Banks-Miller Supply Co. 
Barrett-Christie Co. 

Barrett Hdwe. Co. 

Besley & Co., Chas. H. 
Blanchard, Inc., Fred K. 
Bluefield Hdwe. Co. 
Bromwich Supply Co., E. W. 


Brown-Roberts Hdwe. & Supply Co. 


Canton Supply Co., The 

Capen Belting & Rubber Co. 

Carey Machinery & Supply Co. 
Carolina Mill Supply Co. 

Casanave Supply Co., Inc. 
Cavanaugh Co., The 

Central Rubber & Supply Co. 
Charlotte Supply Co., The 

Chase, Parker & Co., Inc. 
Cleveland Tool & Supply Co., The 


Colcord-Wright Mach. & Supply Co. 


Couch & Heyle, Inc. 

Curtis Supply Co., Inc., The 
Danser Mfg. & Supply Co., The 
Duncan Co., R. C. 

Ellsworth Co., H. M. 

Ernst, J. & C. 

Evansville Supply Co. 


Fort Worth Well Mach. & Supply Co. 


Fuller Supply Co. 

Fulton Supply Co. 

General Supply & Mach. Co. 
Georgia Supply Co., The 


DISTRIBUTORS 


Great Lakes Supply Co. 

Gross, Ph., Hdwe. & Supply Co. 
Hand Hdwe. Co. 

Hanssen’s Sons, Louis 
Hardware & Supply Co., The 
Harris & Co., Samuel 

Hartz Co., H. V. 

Hayes Mach. Co., E. B. 
Hibbard-Spencer-Bartlett & Co. 
Hite & Co., Inc., W. W. 
Holliday & Co., W. J. 


Indianapolis Belting & Supply Co. 


Kester Machinery Co. 

E. A. Kinsey Co., The 
Klinger-Dills Co., The 

Lake Shore Mach. Co. 
Leighton Supply Co. 

Lewis Supply Co. 

Maddock & Co. 

C. S. Mersick & Co., The ¢ 
Mars Co., W. P. & R. S. 
McClung Co., C. M. 
McMullen Mach. Co. 

Mills & Lupton Supply Co. 
Mohr-Jones Hdwe. Co. 
Moore-Handley Hdwe. Co. 
Nashville Mach. & Supply Co. 
National Supply Co., The 
Neill, LaVielle Supply Co. 
Noland Co., Inc. 

Nott-Atwater Co. 

Page, Steele & Flagg Co., The 
W. M. Pattison Supply Co., The 
Peerless Mill Supply Co. 


Perry Supply Co. 

Petter Supply Co., Henry A. 
Pickett Hdwe. Co. 

Queen City Supply Co. 
Ross-Willoughby Co., The 

San Antonio Mach. & Supply Co. 
Chas. B. Scott Co., The 

Shannon Hdwe. Co., J. B. 

Sligo Iron Store Co. 
Smith-Courtney Co. 

Somers, Fitler & Todd Co. 
Strong, Carlisle & Hammond Co., The 
Suelflohn & Seefeld Co. 

Superior Supply Co. 

Swords Bros. Co. 

Terre Haute Heavy Hdwe. Co., Inc. 
Textile Mill Supply Co. 

Toole Co., William K. 

Tracy Co., Lewis E. 

Trimble & Lutz Supply Co. 

Tull Rubber & Supply Co., J. M. 
Ulmer, Inc., Theo. C. u 
Universal Valve & Fittings Co., The - 
Wiggins & Co., A. V. 

Vonnegut Hdwe. Co. 

Wallace & Sons, Wm. 

Weaks Supply Co. 

Wessendorff, Nelms & Co. 

W. Va.-Ky. Hdwe. & Supply Co. 
White Tool & Supply Co., The 
Williamson Supply Co. 
Wirthlin-Mann Co., The 

Woodwell Co., Jos. 

Worthington Co., Geo. 


C. E. Hanssen, pres- 
ident and general man- 
ager, Louis Hanssen’s 
Sons, Davenport, 
Iowa, makes thisjstate- 
ment: 

“We are 100% in 
harmony with the plan 
as worked out by the 
committee, and are en- 
closing our signed 
subscription agree- 
ment and check to 
cover the first quar- 
terly payment.” 

These are but a few 
of the many letters of 
commendation which 
have come to the at- 
tention of the commit- 
tee. More than 150 
members of industrial 
distribution—about 2 


MANUFACTURERS 


Advance Car Mover Co., Inc. 
Alert Tool Co. 

Alexander Bros., Inc. 

American Swiss File & Tool Co. 
American Pulley Co. 
Armstrong-Blum Mfg. Co. 
Armstrong Bros. Tool Co. 
Atkins & Co., E. C. 

Baeder Adamson Co. 

Belmont Packing & Rubber Co. 
Black & Decker Mfg. Co., The - 
Chattanooga Wheelbarrow Co. 
Chicago Pulley & Shafting Co. 
Clipper Belt Lacer Co. 
Columbian Vise & Mfg. Co., The 
Dayton Safety Ladder Co., The 
Everlasting Valve Co. 

Fabreeka Belting Co. 
Greenfield Tap & Die Corp. 
Holo-Krome Screw Corp., The 
Home Rubber Co. 

Hyro Mfg. Co., Inc. 

Kinney Mfg. Co. 

Lamson & Sessions Co., The 
Linear Packing & Rubber Co. 
Lunkenheimer Co., The 


Monarch Metal Co. 
Nott Co., W. S. 


Ohio Valley Pulley Works, Inc. 


Osborn Mfg. Co., The 
Oster Mfg. Co., The 
Parker-Kalon Corp. 
Philadelphia Belting Co. 
H. K. Porter, Inc. 

Reed Mfg. Co. 

Republic Rubber Co., The 


Richmond Belt Dressing Mfg. Co. 


Robinson Fire Apparatus Co. 
S K F Industries, Inc. 
Skinner Chuck Co., The 
Skinner Co., M. B. 

Stanley Electric Tool Co., The 
Stockham Pipe & Fittings Co. 
U. S. Chain & Forging Co. 
U. S. Elec. Tool Co. 


Universal Bearing Metals Corp. 


Van Dorn Electric Tool Co. 
Victor Saw Works 

Vincent Steel Process Co. 
Vortex Mfg. Co., The 
Warren Belting Co. 
Williams & Co., J. H. 








distributors to each manufacturer—have made it known 
that they are in hearty accord with the merchandising 
campaign by sending in their subscriptions. 

There isn’t any question but what the facts concern- 
ing the place of the distributor in the industrial picture 
need to be driven home. Many manufacturers and users 
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are not convinced of 
the distributor’s im- 
portance. Hence, in 
their buying and sell- 
ing activities, the dis- 
tributor is given little 
or no consideration. 
Evidence as to how 
some users feel to- 
ward the distributor 
is brought out in a 
statement sent to /n- 
dustrial Engineering 
by F. J. Wolf, me- 
chanical engineer, 
Homestead, Pennsyl- 
vania, in answer to a 
recent article pub- 
lished in that maga- 
zine under the head- 
ing: “Do Distributors 
Serve Industry Eco- 
nomically ?”” Mr. Wolf 


says in part: “Years ago, when industry was not chang- 
ing rapidly and scientific management methods were not 
applied by so many users, distributors may have served 


industry economically. 


During that time the general 


problem of distribution remained very much the same 


and distributors had to stay. 


(Continued on page 54) 
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James Hunter 


HERE is a big field for mill supply 
distributors in the safety equipment 
business for the reason that employers 
are taking a keener interest than ever before 
in the safety of their help. Dollars are 
being spent now to dimes that were spent 
a few years ago to safeguard workers and the idea of 
safety is really just starting to take root in the mind 
of the public. 

It has been my experience that the first step in selling 
safety equipment is to sell the idea of safety. When 
this is done you should have very little trouble in selling 
the actual equipment, assuming of course that you are 
putting your efforts behind worthwhile lines. 

Usually when a man is once sold on the safety idea 
he never goes back to the hazardous old time methods. 
Occasionally, he will complain a bit about the cost of 
protecting his workers, but usually he looks at it as does 
one of my customers who has recently increased his 
purchases of safety equipment. 

“Whew!” he exclaimed, as he looked over a bill of 
$600 for goggles. “That’s a lot of money to pay for 
protection.” He seemed lost in thought for a moment 
and then he said: “But I remember one month when we 
paid $3,600 in settlement to two men who each lost an 
eye because they had no goggles. Six hundred dollars 
seems like a lot for goggles but I would much rather 
spend $6,000 of the company’s money than have two men 
lose the sight of an eye this month.” 

That is the attitude of most customers after they have 
been thoroughly sold on the safety idea. 

In working up business on this line I find that an 
acquaintance with industrial insurance men is a great 
help. These men always have their eyes open for hazard- 
ous operations in a plant and can very often furnish 
leads that result in new customers for safety equipment. 

Not long ago one of them met me and said, “Jim, they 
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Demonstrating an asbestos legging for foundry men 
er fire fighters. One jerk with the fingers and it 
comes off. 


need some hoods on their grinders at the Blank factory. 
I told the buyer he would have to buy them or pay a 
higher rate for industrial insurance. You had better see 
him and get the order.” 

I hurried over to the plant and met the buyer. “So,” 
he said, “the insurance man said I would have to get 
new hoods for the grinders and half an hour later you 
come in here. Is ita frame up?” Then he grinned and 
told me to go out in the plant and take the measurements. 
There is usually some good natured kidding when I get 
a lead from an insurance man, but the point is that these 
leads do produce business. 

The insurance men are willing to cooperate with us 
in safety work for the reason that they can offer their 
customers lower rates when the plant is made safer. This 
fact, too, is an important selling point when we are deal- 
ing with hard-headed buyers. , 


BELONG to the Safety Engineers Club of Balti- 

more and two other safety organizations and this 
helps in a business way. One gets acquainted with in- 
surance men and others interested in the same kind of 
work and helpful talks are made at the meetings. 

There are lectures, usually by plant superintendents, 
on how safety work is conducted in their particular 
industry and various problems are discussed. This infor- 
mation is invaluable when I am called on to solicit the 
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More 


Safety 








“*Get across the idea of ‘safety 

first’ to your prospects if you 

want to sell safety equipment 
successfully’’ 








EQuiIpMENt jou cows 





A type of asbestos head gear 
sold to oil refineries that main- 
tain their own fire departments. 


business of some similar plant. 

In addition to a general knowl- 
edge of the business of the cus- 
tomer, I try to secure informa- 
tion about each plant before I 
make a solicitation. Often by 
striking up an acquaintance with 
the right employee, I can learn 
the number of accidents over a 
given period of time, the causes, 
the cost to the company, and to 
what extent safety equipment is 
used at the present time. 

Where a plant has a safety 
man, we work with him as much 
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Salesman, Carey Machinery and Supply 
Company, Baltimore 


as possible, giving him safety placards for the walls 
and helping him in any way we can. In most plants, 
however, this safety work is done by the foremen or 
superintendents. 

Another feature of this work of selling safety equip- 
ment is the cooperation we get from manufacturers. 
A goggle manufacturer will often send a representative. 
to talk to groups of employees and demonstrate to them 
the proper way to fit goggles to the face to give the 
most comfort and protection. In these talks he does 
not mention any specific make of goggle but confines 
himself to the safety angle. 

Having quality merchandise is just as important in 
selling safety equipment as in any other branch of the 
industrial supply business. There was one instance 
where I was calling on a large plant but could get no 
business. These big buyers, it appeared, were perfectly 
satisfied with the equipment they were then using. 

I was convinced, however, that we had a goggle that 
was far superior to the make they were using. In 
order to prove my point, I obtained permission from 
the management to make the transit test. 

This test is made by 
holding the goggle in 
front of a surveyor’s 
transit and looking 
through the transit at a 
paper with crossed lines. 
The buyer made the test 
with our goggles and the 
lines were sharp and 
straight. When the other 
goggles were tested the 
lines on the paper ap- 
peared wavy and blurred. 
(Continued on page 60) 


In selling safety ladders, 
we use small models that 
are set on the buyer’s 
desk as we explain the 
advantages to him. 
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An Experimental Laboratory 





Obtaining data for a flow characteristic 
curve of a one-inch globe pattern valve 
body under special pressure conditions. 


LTHOUGH our laboratory was built 
A chiefly for the testing and development 

of our line of regulating and control 
equipment, it has since proven highly valuable 
to our distributing business. The systematic 
use of this laboratory las enabled us to build 
up this end of our business to a sales volume 
of gratifying proportions while using only a 
fraction of the personnel required in the manu- 
facturing branch. Proper application of the 
“lab” has been the means of elevating our dis- 


Besides increasing our 
distributing business, the 
laboratory has made semt- 
engineers of all our salesmen 


By LOUIS H. BRENDEL 


Advertising Manager, Neilan Company, 
Limited, Los Angeles, California 


tributing salesmen above the classification of ordinary 
“order takers.” 

In the past two years we have not only more than 
doubled our distributing business, but we have made 
semi-engineers of all our salesmen. They can now 
make claims for their goods based on actual laboratory 
tests and experience. In accordance with the present- 
day theory that knowledge of the product sells more 








PERCENTAGE OF LIFT 
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PERCENTAGE OF FLOW 








“Our staff of laboratory engineers developed 

a special type of valve disc which will repro- 

duce the upper or parabolic flow curve. The 

lower curve is the — of an ordinary globe 
valve.” 





“Our engineers experimented with two-inch 
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valves containing reduced valve ports. This 
diagram shows the flow curve of the standard 
z two-inch valve and the modified valve.” 
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goods than persuasive hooey or “salesmanship,” all new 
salesmen are required to spend a period of time actually 
working in the “lab” and answering service calls with 
a service man. 


A large portion of the engineering equipment which 
we sell is composed of three well known makes of 
valves. In addition to these, we market a line of high 
grade oil storage tank equipment which, in order to be 
satisfactorily sold, must be technically applied to each 
individual condition. Time after time the laboratory 
has been utilized for conducting various tight shut-off 
valve tests at actual working pressures for customers. 
In many instances actual flow tests reproducing field 
or plant conditions have provided purchasing agents 
with authentic information and protection. It is only 
to be expected that these purchasing agents prefer to 
buy from the distributor with the greatest scientific 
working knowledge of his products. Psychologically 
this tendency is strengthened by the fact that the 
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A portion of the Neilan laboratory in 

which equipment is tested. Flow pres- 

sures of 1200 pounds and practically 

perfect vacuums are used to reproduce 
field conditions. 


Engineers at work conducting flow and 
pressure tests in the Neilan laboratory. 


majority of purchasing agents are not 
engineers other than in a rather per- 
functory, indirect way. They would 
rather trust us with their problems for 
the same reason that the average man 
feels more confidence in his own family 
doctor than he does in a bottle of patent 
medicine. Even though the remedies 
may be the same, the physician inspires 
confidence because he renders an addi- 
tional service—that of diagnosing each 
patient’s case separately and furnishing 
a “tailor-made” rather than a “ready-made” prescrip- 
tion. Through the use of our laboratory, we have 
established our reputation as the “M.D.” in our field. 


Here is a case of how the laboratory has been of value 
in selling the valves of one manufacturer we represent. 
Proper throttling valves for supplying exactly the cor- 
rect amount of steam to pumps and other equipment 
has always been a difficult problem. A globe valve is 
ordinarily used, the flow characteristics of which are 
such that the volume passed increases too rapidly in 
proportion to the amount-of opening of the valve disc. 
In order to throttle the equipment down to slow speeds, 
the valve must be cracked just the slightest amount. 
Under such conditions it is extremely hard to adjust 
the valve and furthermore, with the valve disc so close 
to its seat, wire drawing takes place which soon cuts 
away the valve so as to prevent a tight shut-off. Our 
staff of laboratory engineers developed a special type of 
valve disc which will reproduce (Continued on page 64) 
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ONS TRATTO 





Increased My Tool 
Sales 50% 


If you want to get your full share 
of the hand tool business, you must 
sell by demonstration 


By J. T. COOLEY 


Salesman, The Walredh Supply Company 
Des Moines .lowa 


years ago I found that my business was not nearly sales volume on hand tools, I came to the conclusion 


LT ANALYZING my sales of hand tools about two After scratching aplenty for a solution to my low- 


as large as it should have been. My showing was_ that I had been doing too much selling from a catalog 
poor in spite of the fact that 1 had been soliciting the and not enough actual demonstrating. Therefore, I 
trade frequently and had really been treating hand tools determined to try putting the tools in the workers’ hands 


as a specialty line. 

Something, obviously, was wrong 
and I made up my mind to find out 
what it was. I couldn’t lay the blame 
on my house because it was carrying 
adequate stocks of quality lines and 
rendering good service. 

“There must be something the 
matter with my method of selling 
hand tools,” I figured. “Perhaps I 
am not going about it right in point- 
ing out the important features of 
our lines to prospective buyers.” 








at every opportunity 
and let them sell 
themselves. 


Taking tools to the 
shop for demonstra- 
tion and actually 
putting them into the 
hands of the buyer 
for test and inspec- 
tion has boosted my 
sales 50%. 

A machinist’s liv- 
ing is secured by the 
skilled use of effi- 
cient tools. His pride 
in his tools is next 
only to his pride in 
his home. Without 
proper tools, a ma- 
chinist is deprived of 
his means of sup- 
port. That is why 
they are so impor- 
tant to him. This 
very fact eliminates 
price controversies 
frequently. A work- 


When you can get 
your prospect to put 
a tool to actual test 
your chance of mak- 
ing a sale is greatly 
enhanced. 


“IT have had the best 
success by making 


an appointment with 
the shop foreman or 
general manager for 
a demonstration dur- 
ing the noon hour.” 


man will pick the 
tools that he needs 
off the demonstra- 
(Turn to page 72) 
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hy Industrial Users 
should buy from the 


IST RIBU'TOR 


By W. A. HOLBROOK 


Salesman, Simmons Hardware Company, Atlanta, Georgia 


A KID, 


when the manu- 





my idea of 





A 
a watch was 


not something by 
which to tell time, 
but a complicated 
mechanism made 
for small boys to 
take apart and dis- 
cover what made 
the wheels go 
around. I have 
never quite out- 
grown this desire 
to take things apart. 
The only difference 
is that now it has 
become a construc- 
tive occupation in- 


“The Distributor,’’ 
W. A. Holbrook: 


ing practical. 


purposes. 


rapid service at a fair price. 


says 


“1. Makes hand-to-mouth buy- 


‘2. Enables users to keep stock 
at a minimum, thus releasing 
capital for more productive 


“3, Renders users intelligent, 


‘4. Simplifies the bookkeeping 
and clerical problems of users.” 


facturer is located 
at a distant point. 
Thus, the distribu- 
tor makes it possi- 
ble for users to 
keep stocks at a 
minimum and by so 
doing release capi- 
tal for more pro- 
ductive purposes. 
In a year’s time, 
the average indus- 
trial user buys 
thousands of items, 
a large portion of 
which could profit- 
ably be placed with 
the distributor not 








stead of a destruc- 
tive pastime. I sel- 
dom lose a sale, but 
what I break it down very carefully and analyze just 
where I failed and where the other fellow won out. 
Similarly, I never close a difficult sale without trying 
to discover just why I “clicked.” Hence, when the 
representative of Mitt Suppties asked me to list what, 
in my opinion, were the economic reasons why industrial 
plants should buy from the distributor, he asked a ques- 
tion which I had been putting to myself for several years. 

There are many reasons why the distributor is the 
logical source of supply for the industrial plant. Espe- 
cially is this true at the present time. If there was 
ever a time for the industrial distributor and the indus- 
trial plant to get together, it is now. General retrenched 
buying on the part of the public caused by a floundering 
stock market has forced hand-to-mouth buying, which 
is a sound policy if, when a buyer does want an item, 
he can get it quickly. 

Without the distributor, however, rapid service would 
very often be impossible. Especially would this be true 
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only from a service 
standpoint, but also 
as an economy 
measure in the bookkeeping department. Instead of 
sending five orders to five different manufacturers, one 
letter to the local industrial distributor will do the job. 
Similarly in sending checks, there will be but one to 
make out in place of five, and any correspondence such 
as instructions or complaints can all be included in one 
letter. Obviously, this means time and money saved. 

Furthermore, when a user buys from the distributor 
he is doubly certain that the merchandise will be up to 
standard for he has not only the manufacturer’s guar- 
antee but also the distributor’s. 

The local distributor is generally familiar with the 
credit rating of every industrial plant in his territory. 
Therefore, it is seldom that an order is held up because 
of insufficient credit data. No manufacturer, however, 
could be expected to have all this information on tap. 
Therefore, when he receives an order, it often takes him 
several days to hunt up the company’s credit rating, and 
many times it is.a week before (Continued on page 76) 
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WHO's WHO 


EDWARD P. WELLES 


President, Charles H. Besly and Company, Chicago 








dustry, one of the greatest obsta- 

cles in the path of progress is the 
tendency to oppose changes and new 
ideas; to continue a policy or a set 
of methods indefinitely, merely because 
the thing has been done that way for 
a century or so. 
- Fortunately, there are many men in 
each industry who not only can see 
into the future, but have the pioneer- 
ing instinct and the courage to adopt 
and defend new practices which ward 
off stagnation. These men are not 
the sort who snatch at every Will O’ 
The Wisp as a trout leaps at a fly. 
Rather they accord each proposed 
radical change as much scrutiny and 
consideration as anyone. The differ- 
ence is that they are quick to see the 


I: THE EVOLUTION of any in- 


6¢ 
Rexarions between the dis- 


tributor and manufacturer,’ says Mr. Welles, 
“are growing more harmonious as each becomes 
better acquainted with the real functions of the 
other fellow, both realizing the tremendous dif- 
ference between the early days of simple barter 
and exchange with little organization, and the 
present set-up which involves intensive merchan- 
dising on the part of all.”’ 








right plan, and, once behind it, they 
never waver or turn aside. 

In Edward P. Welles we have a man who has spent 
over 40 years in the mill supply business ; who therefore 
might reasonably be expected to cling to the old and 
fight off the new. On the contrary, he began to study 
the needs of the future as soon as he entered the indus- 
try, and has been a progressive ever since. All his 
activities have been directed toward improvement in 
methods and policies, with the idea of the greatest good 
to the greatest number—happiness and prosperity for 
all instead of a chosen few. 

Mr. Welles was born July 1, 1869, at Fort Dodge, 
Iowa. When he was 6 years old the family moved to 
Boone, Iowa, near the capital. Another move was made 
in 1878, this time to Pecatonica, Illinois. After finishing 
the grammar grades and graduating from high school, 
he had a definite ambition to attend college and had 
prepared for it accordingly. 

After receiving his high school diploma, it so hap- 
pened that one of his talks about the proposed college 
education was with Charles H. Besly, who, in 1875, had 
founded in Chicago the mill supply house which bore 
his name. Mr. Besly, while approving the college idea, 
had another all his own, to the effect that a couple of 
years’ seasoning in a business job would make the boy’s 
course in college all the more valuable. Therefore, Mr. 
Besly offered young Welles a job with his company 
at $5 per week. The decision was somewhat difficult 
because Mr. Welles was working for his father, who, 
by the way, conducted an unusually progressive and 
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efficient general dry goods store in the little town of 
Pecatonica. 

However, the big city finally won out. Welles had 
graduated from high school in June, 1887, and August 
of the same year found him in Chicago to seek his 
fortune. He went to work for Charles H. Besly and 
Company, as errand boy, with duties which embraced 
much wider territory. The next move was to hunt a 
room. He found one, a hall bedroom, at 46 Rush 
Street, costing $10 monthly, getting day board in the 
neighborhood for $4 per week, and balanced his ex- 
pense out of boyhood savings. 

The hours were from seven a.m. to six p.m. but our 
subject was wont to arrive at 6:30 a.m., helping the 
porter sweep out and wash windows. His outstanding~ 
memory of this period is that he did not draw his pay 
for 5 weeks after enlisting. Receiving it in the form of 
five $5 gold pieces, he immediately had it changed into 
one dollar bills, so he could caress a nice, fat bankroll. 


A‘ this time the company was located at 175-177 
East Lake Street, and Chicago boasted only 700,- 
000 population. There were only two or three mill sup- 
ply houses, but many wholesale hardware firms and 
stores selling iron and steel to manufacturers of agri- 
cultural implements and wagon and carriage makers. 
The Besly firm had one wall telephone and one horse- 


drawn truck. In those days they did not need the de- 
livery facilities which came (Continued on page 76) 
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WHEN SELLING 


A Regular 
Monthly 
Feature 








A good electric drill is essential in every shop. 

This one is made for production work requir- 

ing high speed. The motor is more powerful 
than that furnished with most drills. 









A stand like this gives you a bench and 
post drill all in one unit. This is a great 
help in doing fast accurate work. 


] 


It is always well to have plenty of spare 

drills on hand of the different sizes you 

may need. The lack of a proper drill 
may cause an expensive delay. 
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| PORTABLE 
ELECTRIC DRILLS- 


Sell Him — 
Something More 


] 


ORTABLE ELECTRIC TOOLS 
are becoming more widely used than ever 
throughout industry. They are so efficient 
and practical that no industrial user can 
atford to be without them. Not only is 
there a ready market for electric drills. 
but also for hammers, sanders, buffers, 
tappers, drill stands, polishers and the like. 
When you sell a man an electric drill, be 
sure to follow through on these other 
items. Frequently, the intelligent applica- 
tion of the “‘Sell Him Something More” 
idea will mean the difference between an 
order for one tool and many, 


‘Teese Him Something More” sales- 
man gets all the available business on every 
call. He leaves no choice morsels for the 
next fellow who comes along to pick up. 
Make sure you fit into this select group of 
salesmen. It takes a real knowledge of 
your lines and more than an ordinary 
amount of selling effort but it’s well worth 
while from the standpoint of both volume 
and profits. 





These sanding discs and the attachment for them 
are inexpensive, but you will find them invaluable 
for numerous jobs that come up around the shop. 
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Sell Him Something More 


A lambs’ wool polisher is very handy for 

use on paint work. This particular pol- 

isher is of good quality and will give you 
excellent service. 


] 


A portable electric hammer of this type 

weighs only 15 pounds and is 8 times 

faster than the hand method. It pays for 

itself in a very short time on any job 

where it is necessary to make use of a 
hammer frequently. 





You can save money by buying your 

star and diamond point drills by the 

box. With this brand, you will always 
find the same standard of quality. 


/ 
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H.C. Ellsworth, President of 
The White Tool & Supply Co. 


CONCENTRATION 
INCREASES BRUSH 
ORDERS BY MAIL 


A substantial increase in brush 
orders by mail has been ob- 
tained by The White Tool & 
Supply Co. of Cleveland, O. 


H. C. Ellsworth, president 
of the company, states that be- 
fore they concentrated their 
brush business on the Osborn 
line, it was unusual to receive 
a brush order in the mail. 


‘About 15% of our morning’s 
mail now contains orders for 
Osborn Brushes,’’ states Mr. 
Ellsworth who credits this 
profitable business to selective 
selling of quality brushes. 


SSBOR® 


BRUSH PROVERB 


Some distributors stock several 
lines of brushes as an accomo- 
dation to their customers. 
Progressive distributors SELL 


Osborn Brushes as an accomo- 


dation to their customers, 
and at a profit to themselves. 





INTRODUCING 


“BRUSH NEWS” 


The purpose of ‘‘BRUSH 
NEWS” is to help mill supply 
distributors and their sales- 
men increase their profits 
on brushes. 


Successful Osborn distribu- 
tors have lifted their brush 
business from insignificance 
to its rightful rank as a lead- 
ing profit-maker. What these 
distributors have done and 
the methods they use will be 
published in ‘‘BRUSH NEWS” 
for the information of other 
progressive distributors. In 
fact, many distributors have 
expressed a desire fora 
‘‘clearing house’’ of brush in- 
formation. ‘BRUSH NEWS” 
meets this requirement. 


We will appreciate your com- 
ments and any constructive crit- 
icisms Which may assist us 1n 
making ““BRUSH NEWS” of 
increasing value to mill supply 
distributors and theirsalesmen. 





KNOW THE LINE 
OF 
OSBORN BRUSHES 


Wire Wheel Brushes 

Fibre Wheel Brushes 

Paint and Varnish Brushes 
Wire Scratch Brushes 
Floor Brushes 

Push Brooms —Wire and Fibre 
Upright Bass Brooms 
Counter and Bench Brushes 
Window Brushes 

Rotary Brushes 

Flue and Heater Brushes 
Special Purpose Brushes 


THE Osborn MANUFACTURING COMPANY 
5401 Hamilton Ave. - Cleveland, Ohio 


Sales Branches 
New York, Detroit, Chicago, San Francisco 
Los Angeles 














Hesket H. Kuhn, General Manager 
of The Hardware & Supply Company 


DISTRIBUTOR 
RANKS OSBORN 
BRUSHES AMONG 
LEADING LINES 


The Hardware & Supply Com- 
pany of Akron, Ohio, has built 
up a large mill supply business 
on the policy of selling only 
quality lines. 


In a recent analysis made by 
Hesket H. Kuhn, general 
manager of the company, it 
was revealed that 37 lines are 
yielding sufficient profits to be 
classed as leaders. 


Osborn Brushes are included 
in the list of 37 outstanding 
profit-makers. 


The significant point about 
this distributor’s success with 
Osborn Brushes is the fact 
that, irrespective of the highly 
competitive nature of the 
territory, The Hardware & 
Supply Company is increasing 
its Osborn Brush business. 


SSBOR>. 


Successful salesmen sell 
Osborn Brushes. . not on cost 
.. but on cost of performance. 








Building Bigger 


























es 
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VERY ONE of your customers 
buys paint and varnish brushes. 
The sum total of this business repre- 
sents an appreciable amount of profit. 
It’s business worth having. And it’s 


salesman can get if he goes after it. 
§ The suggestions on these pages 
are part of the greater Osborn plan 
to help you build up a profitable 
brush business. Save every copy of 


business that a ‘‘brush conscious’”® “BRUSH NEWS?” for future reference. 


(At left) 


“I’m going to push Osborn Paint and 
Varnish Brushes,’’ decides Mr. C. E. 
Richards, salesman for The White Tool 
& Supply Co., of Cleveland. 


“Pll take this brush with me to demon- 
strate what I mean when I say that 
Osborn Brushes are quality built to deliver 
the maximum service for every brush 
dollar expended.’’ 





(Below) 


Mr. Richards waits until the Buyer has 
cleared his desk and his mind of the day’s 
orders before opening his talk on Osborn 
Brushes. Then he starts into action. 


**Bill, I have something of interest to 
show you as a buyer of paint and varnish 
brushes. You have heard me talk before 
about why a quality built brush is the least 
expensive in the end. I took this Osborn 
Brush at random from our stock to dem- 
onstrate what I mean by that statement.’’ 





(At right) 


**Note the natural flag-ends of this bristle. These split 
ends help to keep the paint or varnish from running 
out of the brush before it is applied to the surface to 
be painted. Cleaner, faster work is the result. Note, 
also, the full body of high quality bristle in this brush. 


“If you can spare a few minutes, I would like 
to show you and your factory superintendent how 
smoothly and easily this brush works. Let’s go out 
in the shop and get a can of paint,’’ 
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Brush Business 


Planned Selling of 
Osborn 


Paint and Varnish Brushes 


See guide to Industrial uses of Osborn Paint 
and Varnish Brushes on following page 


CSBORE 
















(Below) 


‘*See how this brush holds the paint? The flag-ends of 
the bristle make this possible. See how smoothly it 
spreads the paint? Osborn Brushes are all like this— 
100% quality-built to do a 100% quality job. 

“THE COST? I believe you are interested in cost per 
year more than cost per brush. Am I right? Then 
Osborn Brushes will actually save you money, 
because they are made of the finest quality materials 
to give the longest possible service.’’ 


(Above) 
“Thanks, Bill. This is a nice order. I’m 
thanking YOUnow but youare going to thank 
ME later when you discover that Osborn 
Brushes verify every statement I’ve made.” 
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- 
INDUSTRIAL USES 
Al 
OsBorRN Paint & VARNISH BRUSHES 


NUMBERS IN CHART 
ARE NUMBERS OF 
OSBORN PAINT AND 
VARNISH BRUSHES 
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PAINT 
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LACQUER 
SHELLAC 
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PREPARED 
WHITE PASTE 
WHITE LEAD 
IN OL 
IRON OXIDE 
GRAPHITE 
PAINT 
ASPHALT 
PAINT 
ALUMINUM 
REO LEAO 
COLOR IN O/L 
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(Getting Sales Results 


Direct 
by Mail 


A good sales letter will 
pave the way for 
salesmen 


By ALAN M. PYLE 


Treasurer, E. M. Hanson and Company 
Philadelphia 


BOUT a year and a half ago, we began a 
A systematic campaign of direct mail adver- 
tising. With the aid of our salesmen, we 
compiled a mailing list of purchasing agents and 


plant superintendents. Mailings were sent out 
from a week to a month apart, depending on 
how often we felt that we had a 

message for our customers. 

It is, of course, difficult to give 
exact figures on the results obtained 
from this work, but on one mailing 
featuring electric grinders we ob- 
tained $625 in sales at an advertising 
cost of $25. Another letter on drills, 
which was sent out with a return 
post card requesting that a catalog 
be sent, brought in 85 replies. The 
cost of this mailing was also $25. 

The type of letters sent out varies. 

Some letters feature a number of 
special items, while others are de- 
voted to only one. On occasion we 
send letters stating that we are dis- 
tributing some newly added line. 

Other letters appeal to the customer for his repair 
business on hoists, chucks, and the like. Letters of 
this type have resulted in considerable new business, 
for when we do the repair work for a firm we run 
across opportunities on new goods. 

Direct mail has been an aid in backing up the work 
of our regular sales force. Frequently, our salesmen 
find our letters on the desk of the customer when they 
call. This is usually an indication that the customer 


UNION Twrst DRILE CO. 
ORL e SuTrRR MHA 


THE &. @ STARRETT CO. 
mack we 


Alan M. Pyle 


Keeping Pace With Chucking R quirements 


E. M. HANSON & CO. 
<<... TOOLS AND SHOP SUPPLIES 


cunmce 1 


130 NORTH FOURTH STREET 
PHILADELPHIA, PA. MANO SHAVER ot 
LEDGE, HAUL AWD TOM 
SUPERIOR SHOP BROOME AWD FLOOR 
owarre 


ap Cruel 


or Superintendent, Please. 





Keeping pace with Chucking Require-~- 
ments is most important in this day of 
precision and deep cuts. 


Probably in your own shop are chucks 
requiring a new set of jaws, 4 new set o 


screws, or some other repair parts which 
would make them es good as new. 
Specializing in Chucks and Chuck 
Parts we believe we may be of some essist 
ance to you. 
Our men are familiar with most 
makes of chucke and this isa great 
especialiy where the manufacturer 
has been faced off the chuck. 


The enclosed card ie for y 
venience. 


Manually Operated Chucks 
For All Classes of Work and 
Every Type of Machine Tool 


“If we wish to secure the chuck 
business of a buyer, in ail our 
correspondence with him, we use 
stationery with illustrations of 
chucks on the border.” 


is interested and a cue for our man 
to follow the lead. At any rate these 
letters start the customer to thinking 
about our house in advance of the 
salesman’s call. 

Another point about these letters 
is that they make sales for us in 
distant sections where the possible 
volume of business does not warrant 
regular calls by a salesman. 

The feature of our direct-mail 
advertising is the small illustrations of the product 
talked about on the border of the letter. In making 
up a form letter, we simply cut the illustrations we 
wish to use from a catalog and write the message. 
Sometimes, for emphasis, we use long hand or hand 
printing across the face of the letter. 

This dummy, or sample, is taken to the engraver and 
he makes a plate. In this way, we avoid the necessity 
of securing cuts from the (Continued on page 58) 
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The Merchandising Campaign 
Is Needed 


ORE EVIDENCE comes to hand 
M each day emphasizing the need for 
a campaign to sell industry on the 
economic importance of distributor—a cam- 
paign such as has been outlined so carefully 
in the report, “Your Committee Recom- 
mends” and presented to distributors and 
manufacturers of industrial supplies and 
equipment by The Joint Merchandising 
Committee of the Mill Supply Business. 

Many manufacturers do not believe the 
distributor performs a necessary function for 
them. Hence, so much direct selling. 

Likewise, a great number of industrial 
users are not convinced that the distributor 
is rendering them necessary services. There- 
fore, they are buying direct. 

The attitude of a type of industrial user 
is clearly shown in an article received by 
“Industrial Engineering” in response to an 
editorial in a recent issue of that magazine 
entitled “Do Distributors Serve Industry 
Economically?” The article is written by 
F. J. Wolf, mechanical engineer of Home- 
stead, Pennsylvania. In part, he says: 

“Do mill supply houses render economical 
service by carrying inventory and supplying 
on emergency? Considering the facts of our 
business trend, we must say no. For modern 
scientific management methods don’t need 
this kind of service. Only those buyers who 
do not know how to manage their plants 
under up-to-date rules need it. 

“Good Management is planning ahead, 
even to fine details. The expense of repairs 
and costs of plant development, improve- 
ment, and upkeep are carefully budgeted. 
Every plant ought to have a definite policy 
to forecast its needs for a given period. 





Budgeting in connection with proper inspec 
tion makes it easy to place orders with the 
manufacturer for prompt delivery. 


“Why support buyers with antiquated 
management methods? Any support that 
protects ineficiency in manufacturing and 
distribution methods does an injustice ulti- 
mately to the general public.” 

Mr. Wolf, apparently, does not appre- 
ciate the fact that distribution costs money 
regardless of who performs the function and 
that, in most instances, the distributor who 
spreads his selling costs and overhead over 
hundreds of lines, can do the job cheaper 
than can the manufacturer. 

Mr. Wolf, evidently has never been faced 
with a breakdown in his plant because of 
some broken part or piece of equipment, the 
manufacturer of which was several hundred 
miles distant, only to find the local distributor 
ready to supply the item at a moment's 
notice. 

Mr. Wolf probably doesn’t appreciate the 
fact that when you buy from the distributor 
you receive one bill, even though the items 
may be made by several different manufac- 
turers, whereas if the merchandise were pur- 
chased direct, several bills would have to be 
handled. All this takes time and costs money. 

The distributor performs other valuable 
services, also, such as supplying credit data, 
giving customers the benefit of valuable in- 
formation which he may pick up in his 
everyday calls and keeping in closer touch 
with his local territory than most manufac- 
turers could hope to. 


UT Mr. Wolf is not aware of these facts 
or, at least, does not consider them im- 
portant enough to make him want to patron- 
ize his local distributor. And he is not alone 
in his beliefs, either. There are many users 
and manufacturers who look upon the dis 
tributor as a parasite. They are going to con- 
tinue in their beliefs, too, until convinced 
with facts that they are mistaken. 

Industry must be educated as to the eco- 
nomic necessity of the distributor. Obviously, 
distributors, plus friendly manufacturers, 
must take the lead, if the job is to be done. 

A splendid beginning has been made 
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through the efforts of the Joint Merchandis- 
ing Committee of the Mill Supply Business. 
More than 150 organizations have pledged 
over $16,000 yearly for three years to set 
the ball rolling. The list of subscribers 
appears on page 19. 

While some distributors and manufactur- 
ers have supported the plan, the number as 
yet certainly is not representative of the field 
of industrial distribution. Too many mem- 
bers of the industry, it seems, are content to 
sit on the sidelines and cheer, letting the 
other fellow bear the burden of expense. 

If you want to see conditions in industrial 
distribution improved; if you want to sell 
industry on the economic importance of the 
distributor and keep it sold, quit pussy- 
footing, and climb aboard the band wagon 
which has been driven up to your front door 
by The Joint Merchandising Committee. 


ene 


Slack Times Offer Opportunities 


N EVERY HAND we hear com- 
plaints that business is terrible. It 
has been bad, too. There’s no deny- 

ing that. 

But to the distributor who is on his toes, 
slack times should mean opportunity. True, 
plants have been closed down or working 
on part-time schedules. But, it is a fact also, 
that times like these offer manufacturers an 
unusual opportunity to modernize their 
plants and get their equipment in tip-top 
shape. 

When a plant is operating at capacity, 
there is no time to make any repairs except- 
ing those absolutely necessary to keep 
machinery running. 

Modernizing and repairing plant equip- 
ment should be done when production 
schedules will not be interfered with. Is 
there any better time than the present to do 
that job with production curtailed at every 
turn? 

Surely, rare opportunities are staring sales 
men in the face to sell their customers on the 
fact that now is the time to get their plants 
in condition to take care of the recovery in 
business which, economists tell us, is just 
around the corner. 


A “‘P. A.’’ Asks the Question: ‘‘Why 
Buy From the Distributor?’’ 
HE PURCHASING AGENT of a 
large industrial plant in Ohio recently 
made an experiment in connection with 
distributors’ salesmen who call on him regu- 
larly, the result of which should be of inter- 
est to every distributor in the industry. 

This buyer asked seven supply salesmen 
to tell him why he, or any other buyer, 
should patronize the distributor. 

After the test had been made, the buyer 
said that he had not received one intelligent 
answer from any of the seven men. 

At first glance, this statement sounds ridic- 
ulous and the natural reaction of most sales- 
men would be one of resentment. Yet this 
buyer has really performed a service for the 
sales fraternity by his challenge, because 
every salesman who hears it will ask himself 
how he would answer it. 

The buyer, who made this test, did not 
say the men who called on him were ignorant 
as to reasons why he should buy from them 
but he did complain that they did not know 
how to present their facts convincingly. 

He illustrated his point in this way: 

“If the head of a steamboat company 
wanted to know whether he should route 
his traffic through a certain canal or through 
a nearby river, he would not be interested 
in the purity of the water or the beauty of 
the scenery. Rather, he would check the 
shortness of the journey, loading facilities, 
navigability, and the like. 

“By the same token, buyers are not par- 
ticularly concerned with the fact that a dis 
tributor has been in business a hundred 
years, or that his honesty is unquestioned. 
They want to be shown dollars and cents ad- 
vantages, savings in time and freedom from 
grief which the distributor can offer.” 

The question of direct buying is important 
to a salesman as well as to his house. There- 
fore, the answer to the question, “Why 
Should the Industrial User Buy from the 
Distributor?,” should be on the tip of every 
salesman’s tongue. As a matter of fact, sales- 
men need not wait to be asked, but should 
explain the advantages of buying from the 
distributor at every opportunity. 
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ULL MEN 


**Just being dull, or stand- 
ing at the foot of the class 
is no assurance of success. 
On the other hand, tt 1s 
nothing to be discouraged 


about’’ 


Says Bruce Barton 


AM getting old enough now so that some of the 
little acorns which I saw planted are beginning 
to show up as quite sizeable oaks. 

For example, there was an office boy in the place 
where I worked after leaving college. He was not a 
bright office boy. We did not think that he would 
ever amount to very much. He did not think so 
himself. He had none of the vision which we read 
about. He just kept on keeping on. 

Well, the other day I picked up a trade paper, and 
there was a big photograph of our ex-office boy, and 
the announcement that he had just been elected presi- 
dent of a rather important company. 

As years go on, and the business of the country 
expands, his company will expand with it, for he will 
be a careful administrator. Aind some day his associ- 
ates will give him a dinner and hail him as a great 
leader, and his picture will be hung in the Board 
Room. 

Perhaps you have read Mr. Woodward’s biography 
of General Grant. If so, you remember that he stood 
low in his classes at West Point, and was later dis- 
charged from the army. When the Civil War broke 
out he was such a failure that his letter offering his 
services to his country was not even answered by the 
War Department. 


Harris & Ewing 





The army was full of more brilliant men. Halleck, 
for instance, knew all about tactics. In any crisis he 
could tell just what Napoleon would have done. Mc- 
Clellan had a touch of genius. What was it that Grant 
had? 

He had a superstition. When he started out on 
anything he hated to turn back. It applied even to 
small things. If, when he left the house in the morn- 
ing, he found he had forgotten something he never 
retraced his steps. Always he went forward. And 
when he came to command armies he did the same 
thing. Doggedly, ploddingly, but inexorably he 
pushed ahead. 


HEN I was in college, the President said, 

“Henry Ward Beecher, when a student in 
Amherst College, stood at, or near, the foot of his 
class. Nearly a hundred years have passed, and 
Amherst College has produced no second Henry 
Ward Beecher, though many men have stood at, or 
near, the foot of their class.” 


Just being dull, or standing at the foot of the class, 
is no assurance of success, of course. On the other 
hand, it is nothing to be discouraged about—a fact of 
which I see more evidence almost every day. 


©McClure Newspaper Syndicate 
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HESE Penberthy Products are used 
throughout industry and are consist- 
ently recommended by operating men 
who have long been familiar with the 
Penberthy record for dependable service. 


Penberthy Products are sold exclusively 
through the jobbing trade and assure the 
supply house that stocks them a steady and 
profitable flow of business. 
































b Ps 


te voy 


PENBERTHY INJECTOR COMPANY 


ESTABLISHED 


CANADIAN PLANT 
IN 1886 D E T R O | T WINDSOR, ONT. 
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Have You Heard That-- 


Up-to-the-minute news from the field 


about INDUSTRIAL DISTRIBUTORS 


and their salesmen 








Channon Honored on His 
Fiftieth Birthday 


ARL A. CHANNON, vice- 
C president and general man- 

ager of the Great Lakes Sup- 
ply Company, Chicago, was tendered 
a surprise dinner by more than 125 
of his friends on August 13. The 
dinner was given in celebration of 
Carl's fiftieth birthday. It was a splen- 
did tribute to Mr. Channon by his 
many friends in practically every 
walk of life. 

Short talks were made by George 
Rose, general superintendent of the 
Wisconsin Steel Company; P. H. 
Moynihan, Calumet Coal Company ; 
George M. Heinsen, president, South 
Chicago Chamber of Commerce; 
Harry Williams, treasurer, Great 
Lakes Dredge and Dock Company ; 
Perrin Rule, general superintendent, 
Youngstown Sheet and Tube Com- 
peny (Iroquois plant); Warren W. 
Smith, president, South Chicago Sav- 
ings Bank; Harry Londelius, vice- 


president and manager of retail sales 
ot the Great Lakes Supply Company ; 
Major Reed G. Landis, president of 
the Reed G. Landis Company, adver- 
tising; Judge Max Luster; Charles 
P. Thompson; and Alderman Wil- 
liam A. Rowan. 

After the addresses and other en- 
tertainment, M. J. McCaughey pre- 
sented Mr. Channon with a complete 
set of matched golf clubs including 
seven irons and two woods. Carl was 
free to admit that he expected to cut 
50 or 60 strokes off his game with 
his new clubs, openly boasting that 
he expected to get his score down 
to 140. 

Carl Channon is a prominent mem- 
ber of the National Supply and 
Machinery Distributors’ Association, 
and is well known as a member of 
the joint Merchandising Committee 
which at present is working on a plan 
designed to sell the economic impor- 
tance of the distributor to industry. 
Mr. Channon is also Chairman of the 
Chicago Mill Supply Club. 





At the speakers’ table, during the birthday celebration held in Carl Channon’s 

honor, on August 13. Back row: C. P. Thompson, G. E. Rose, G. M. Heinsen, 

P. H. Moynihan, and Major R. G. Landis; Front row: C. A. Channon, M. J, 
McCaughey, W. W. Smith, and H. M. Londelius. 





Carl Channon, as he appeared to the 
cartoonist, on the night of his fiftieth 
birthday. 


Peden Company Adds 
Machine Tool Lines 


Effective September 1, the Peden 
Company, Houston, Texas, will han- 
dle in the Dallas and Fort Worth 
trade territory, the following machine 
tool lines: American Tool Works 
Company, G. A. Gray Company, 
Lucas Machine Tool Company, King 
Machine Tool Company, Kearney 
and Trecker Corporation, Avey Drill- 
ing Machine Company, Barnes Drill 
Company, Landis Tool Company, 
W. F. and John Barnes Company, 
O. S. Walker Company, The Oilgear 
Company, Potter and Johnston Ma- 
chine Company, National Acme Com- 
pany, Higley Machine Company, 
Bedford Foundry and Machine Com- 
pany, and so forth. 

For the present, the personnel in 
the Dallas and Forth Worth terri- 
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ITH Gilmer V-Belts 

come a flow of power and 
profits, as smooth and unvarying 
as a steady waterfall. 


The strongest guarantee of their 
stamina, long life and dependa- 
bility is Gilmer’s 27 years of 
endless belt making experience 
—plus the finest materials 
money can buy. 


The Gilmer V-Belt is moulded, 
layer by layer, into the exact 
shape of the sheave in which the 
belt is to be used. Stout, tough 
cord is imbedded in specially 
processed rubber, at the neutral 
axis, the point where greatest 
strain comes. This feature was 
originated by Gilmer engineers. 


If you handle Gilmer V-Belts, 
you don’t have to take off your 
hat to anyone. You know they’re 
the standard replacement V-Belt 
for every make of single or 
multiple drive. 





It’s this Gilmer efficiency that is 
building up profits, month after 
month, for Mill Supply Houses 
the country over. If you are not 
already handling Gilmer V-Belts, 
your territory may still be open. 
Write us. L. H. Gilmer Co., 
Tacony, Phila., Pa. 


Note the extremely rugged which encloses the entire belt. 
construction of theGilmer V-Belt. This belt is scientifically built 
Note the layers of extra-strong up in a mould the exact shape 
cord placed at the of a sheave so that 


perfect fit is certain. 
These factors account 
Also the specially pre- for the great strength 
pared rubber, and the and efficiency of 
sturdy canvas jacket the Gilmer V Belt. 


neutral axis, an orig- 
inal Gilmer feature. 








Makers of 
the World’s 
Best Known V-Belts 
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Interior and exterior views of the new building of the Herberts Machinery Company, Los Angeles. On account of the extreme 
length of the building, electric trams will be put into service, providing seats for customers while inspecting the machinery. 


tory will consist of A. B. Smith and 
A. G. Peden, under the direction of 
Oph Farmer, sales manager, Hous- 
ton, Texas. 

* * * 


Hunn Honored for 50 Years’ 
Service 


In recognition of 50 years of serv- 
ice, The C. S. Mersick and Company, 
New Haven, Connecticut, honored 
E. B. Hunn with a dinner on August 
6, at which time he was presented 
with a complete set of golf clubs in- 
cluding irons and woods. 

Mr. Hunn, who has been very 
largely responsible for the growth of 
the company, has for several years 
been acting as one of the directors 
of the Mersick organization. 

When he was hired on May 10, 
1880, he made the tenth employee. 
Now the company employs about 240 
people. 


* * * 


Appleby Brothers & Whit- 
taker Enlarges 


Under the direction of George E. 
Howard, formerly with Henry Gil- 
bert and Son, a chemical department 
has been added to the business of the 
Appleby Brothers and Whittaker 
Company, Harrisburg, Pennsylvania. 
Four other men, formerly with Gil- 
bert and Son, have joined the 
Appleby Brothers’ general staff. The 
company is also painting and enlarg- 
ing its storage space. 

Colonel E. H. Schell is engaged in 
a month’s National Guard Service at 
the annual training camp in Mt. 
Gretna, Pennsylvania. 


Herberts Machinery in Fine 
New Building 

The Herberts Machinery Com- 
pany, Limited, Los Angeles, cele- 
brated its fifteenth anniversary by 
purchasing buildings, property and 
machinery located at 2915 Santa Fe 
Avenue, which is the new machinery 
row, and was formerly the Keystone 
Iron and Steel Company. 

On July 19, 1915, C. A. Herberts 
organized the Herberts Machinery 
and Supply Company and got off to 
an inconspicuous start by opening a 
very small store at 906 South Los 
Angeles Street. 

The company soon outgrew this 
limited space and moved to Third 
and San Pedro Streets, where it 
constantly added more room until 
further expansion at this location 
was impossible. 





C. A. Herberts, founder of the Herberts 
Machinery Company of Los Angeles. 


The new home of the Herberts 
Company is one of the finest build- 
ings of its type upon the Pacific 
Coast. The main building and office 
is 410 x 100 feet, is reinforced con- 
crete construction throughout, and 
fireproof. Natural daylight lighting 
is available due to the thousands of 
windows which practically form the 
sides of the building, eliminating the 
necessity of using artificial lighting. 

The building is well arranged for 
the display and handling of machine 
tools and is equipped with a 10-ton 
crane, which travels its entire length, 
and several smaller ones. There is 
a Southern Pacific siding with load- 
ing platform on the north, and a 
Santa Fe spur track and platform 
on the south. On account of the 
extreme length of the building, elec- 
tric trams will be put into service, 
providing seats for customers while 
inspecting machinery. 

The land itself has a frontage of 
150 feet and a depth of 615 feet, thus 
providing for further expansion in 
the future. 

A contract has been let for the 
building of the new office which will 
be part of the main building and of 
strictly modern design. It will be of 
reinforced concrete and_ steel con- 
struction, 100 feet wide and 50 feet 
deep, and will contain 10 large show 
windows. One of the up-to-date 
features incorporated in this new 
office building will be the laying of 
all electric conduit below the con- 
crete floor. Electrical outlets will be 
provided for by the installation of 
floor plugs similar to those used for 
radios, so that great flexibility can 
be allowed in the installation of the 
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These Tests 


HE most thorough inspections and rigid 

tests insure that every Goulds pump has 
been made exactly as the designing and research 
engineers intended. Each pump is inspected and 
tested not only for quality of the materials, per- 
formance, and efficiency, but for those qualities 
which insure long life and economy of oper- 
ation. 




















Complete control ofall cast- Rotating elements are tested 
ings is secured in our mod- __ for balance and concentric- 
ern metallurgicallaboratory ity, both individually and 
in charge ofanexpertfoun- assembled, against exacting 
dry engineer. standards. 











In fact, many Goulds pumps have been burst inten- 
tionally under enormous pressures, and others have 
been run for months and years under the most severe 
and abnormal conditions, that any weak parts could 








ie an be discovered and strengthened. Every Goulds pump 

Pp... re that goes into industrial service is known to be de- 

su pendable—a fact proved by thousands of installations. 
Test 


For over 82 years, Goulds has been building de- 
pendable pumps, establishing the most complete line 
in America. Regardless of what pumping require- 
ments your customers may have, there is a Goulds 
pump to fulfill them. The high quality of Goulds 
Pumps is your assurance of satisfied customers—which 
means good will and good business. 


Goulds Pumps, Inc., Seneca Falls, N. Y. 


BRANCHES: 
HOUSTON *NEW YORK PITTSBURGH ATLANTA 


1902 2nd Nat. 16 Murray St. 636 Henry W. Citizens and So. 
Bank Bldg. 19 Park Place Oliver Bldg. Bank Building 





H H Co *CHICAGO ° *PHILADELPHIA 
pti poy . pan gl m4 ‘ok sacle eendiccervggaieaas it ee See 
' ; * * ND 
excess of working condi- capacity, head, BOSTON TULSA CLEVELA 


js 194 Congress St. 213 E. Archer St. Union Trust Building 
tions. Only perfect castings horsepower and *Branch Warebouses. 


are used on Goulds pumps. efficiency. 
















Representatives in all Principal Cities 











wee rr) 


Parts 7 Checkise 
Inspection | Alignment * 
Have You these Books? fe 


BULLETIN 200—Centrifugal Pump Selection 
Charts —Double-suction, Single-stage Pumps. 
BULLETIN 201—Centrifugal Pump Selection 
Charts—Multi-stagePumps. 

BULLETIN 400—Pumpfax. A Hand Book on 
Pumping. 

BULLETIN 401—The Centrifugal Pump. Its 
Theory, Characteristics, Operation. 











Careful inspection of all Thealignmentof direct con- 
parts after running test. nectedoutfits is checked and 
Copies sent on request. Stuffing boxes are repacked approved by three ‘men to 

and rotating element coated assure correct alignment 
with corrosion preventative. | when outfit leaves factory. 
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office furniture, telephones, dicta- 
phones, fans, and so forth. 

The company represents many 
prominent manufacturers exclu- 


sively, in Southern California and 
Arizona. 


Farquhar Salesmen Visit the 
North 

Six members of the sales organi- 
zation of the Farquhar Machinery 
Company, Jacksonville, Florida, 
made a ten-day pilgrimage recently 
to factories which manufacture the 
commodities handled by the Farqu- 
har organization. The men were: 
J. B. Wallis, J. D. Bruce, H. M. 
Davis, A. O. Johnson, C. P. Luke, 
and G. G. Wright. 

After leaving the home office in 
Jacksonville the first stop was Cin- 
cinnati where the men were guests 
of the Powell Valve Company. 
Cleveland was next. They spent the 
first day in a thorough tour of sev- 
eral plants of the American Steel 
and Wire Company. Then the en- 
tire delegation went to the Mechani- 
cal Rubber Company where B. F. 
Ruether and A. J. Brown 
them around. 

That evening the Farquhar men 
left by boat for Buffalo en route to 
the Carborundum plant at Niagara 
Falls. They were rejoined by Mr. 
Ruether at the following 
week and spent the day with him in 
further study of the manufacture of 
mechanical rubber goods. 

The Florida delegation left Passaic 


showed 


Passaic 





A group of salesmen in the mill supply department of The W. M. Pattison 


Supply Company, Cleveland, with Pete Boylan, sales manager. 


From left to 


right, they are: Tom Ramsay, P. O. Boylan, Andy Mog, and Richard Tahsler. 





for Philadelphia, New York, Balti- 
more and Jacksonville. 


* * * 


Petty and Wherry Increases 
Lines and Stock 


Increase in stock and new lines 
taken on have made it necessary for 
Petty and Wherry, Incorporated, 
3rooklyn, New York, to lease an- 
other floor in the company’s ware- 
house building at 191 Fulton Street, 
Brooklyn. This company has _ re- 
cently been appointed stock carrying 
distributor in the metropolitan dis- 














L 


ot nt i 


C. W. Beckner, president of the West Virginia-Kentucky Hardware and Supply 


Company, Huntington, West Virginia, is the fourth man from the right in this 


group, and D 


. M. Kerr, vice-president and buyer for the company, is at the 


extreme right. The other men, reading from left to right, are: J. E. Morris, 


P. M. Dudley, L. M. Ross, 


J. M. Reising, C. L. Rolfe and R. 
all salesmen. 


T. Little, 


trict for the Grant Gear Works, 
Boston. 

Walter Oliver of the Brown Gear 
Works, is a new salesman for Petty 
and Wherry. 


* * * 


A. H. Mason of Woodring 
and Company Resigns 

A. H. Mason, formerly treasurer 
of Jeremiah Woodring and Company, 
Hazleton, Pennsylvania, has resigned 
his position and sold his interests 
to his associates. W. H. Weyhen- 
meyer, who had been manager of the 
electric department is the new treas- 
urer. 

This company has been making 
some interior improvements in the 
arrangement of its store and offices. 


* * 


Distributors’ Report on 
Business 

Jeremiah Woodring and Company, 
Hazleton, Pennsylvania, writes that 
“business is getting better and we 
look for a better second half year 
for 1930 than we experienced last 
year.” The Evansville Supply Com- 
pany, Indianapolis, also finds that 
business at present is on an upward 
trend, due to the general improve- 
ment in the “state of mind” of the 
buyers. 

The Murray Company, Dallas, 
reports that “to the surprise of al- 
most everybody, our volume in the 
mill supply department is within a 
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“The PARKER NAME 


means Superior Vise Service to 


AVIATION ano AIRPORT 
MECHANICS” 


says 


R. V. PITTMAN 


Pulver Machinists Supply Co. 





Chicago 





Section of the Fairchild Airplane Mfg. Company plant at 
Farmingdale, L. I., N. Y., with PARKER Vises in use. 


Airplane manufacturing companies and repair sta- 
tions . . . . new and profitable outlets for 
PARKER Vises. Mill Supply Distributors, here’s 
your year ‘round market. Parker Vises are sold 


Are backed by national advertising and 85 years of 
leadership—easier to sell . . . . Yes! Send for 
Parker Booklet, today. 





PARKER Vise in use at 
National Air Transport base 
repair station, Municipal 
airport, Chicago, Ill. 





AVIATION MODEL 


Designed with extra depth of jaw that is so often 
needed in aviation work. An industry vital to our 
present-day needs demands flawless work for depend- 
able air transportation. Parker Vises entered this 
field in its infancy, proved their worth, and are today 
used from coast to coast in the manufacture of air- 
planes. 





THE ONLY VISE MADE ESPECIALLY 
FOR AVIATION WORK 


THE VISES WITH 7 POINTS OF SUPERIOR CONSTRUCTION 


PARKER @ VISES 


The Charles Parker Co. Master Vise Makers Meriden, Conn. 


Makers of the Famous Parker Gun New York Salesroom, 25 Murray St., N. Y. C. 
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ake Sy thar’s PROF I T 
in th at thar 
SKOQKUM 










PACKING 


ar Bk ek hn ed 


reasons why you should 
put the Skookum Miner 
to work picking profits 
for you. 


1. Skookum enables you to cut down your inventory 


because Skookum cross expansion packing is the 
only packing suitable for every packing purpose 
except H.P.S. You don’t have to stock a different 
style of packing for each packing job. 


(S]KJoJo[KJu[M 


cross expansion piston rod packing 





























Skookum cross expansion packing is never sold 
direct, no matter how big the user. All inquiries 
are referred to the nearest Skookum distributor. 


Skookum cross expansion packing offers you a 
liberal profit through control of minimum resale 
price and our exclusive distributor plan. 


Territories of Skookum distributors do not overlap. 


Once you build up a business on Skookum, it is 
yours. Skookum is protected by United States 
Patent No. 1155018, which insures you, as the ex- 
clusive distributor in your territory, against unfair 
and price cutting competition. 


Write for our distributor proposition 





CHICAGO 





SAN FRANCISCO 


few dollars of last year’s record.” 

According to the Appleby Brothers 
ee Whittaker Company, Harris- 
burg, Pennsylvania, that company’s 
immediate district has been excep- 
tionally active because of an unusual 
amount of state, city, county, and 


hotel and office construction. 
“ * = 


Great Lakes Supply Adds 
New Lines 
The Great Lakes Supply Company, 
Chicago, is now exclusive railroad 
representative for the Chicago dis- 
trict on Swaco car movers and hop- 
per wrenches. 








F. D. Wilson, vice-president and general 

manager of the Casanave Supply Com- 

pany, Philadelphia, is at the left in this 

picture; Winthrop Casanave, president, 
is with him. 





New Distributor Catalogs 

Raymer Hardware Company, St. 
Paul, Minnesota, has just completed 
its number 30 catalog. This is the 
first catalog issued by the company 
and is designed to promote the wel- 
fare of its industrial department. 
The company recently moved the in- 
dustrial end of its business into a 
new building, and the issuance of a 
catalog is one step in its general ex- 
pansion program for the developing 
of its industrial supply business. 

Western Supply Company, Lin- 
coln, Nebraska, has just gotten out 
its new catalog “F” covering steam 
and mill supplies. The following 
lines are featured: pipe and fittings, 
tools, belting, hose, packing, thresher 
supplies, wind mills, pumps, electric 
water systems, tanks, and well ma- 
terial. 

Catalog number 70, covering steel 
and industrial supplies, is now ready 
for distribution by the Sligo Iron 
Store Company, St. Louis, Missouri. 

Weber Hardware Company, Lim- 
ited, Kitchener, Ontario, has just 
issued its first catalog. The book is 
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CHAIN 
BLOCKS 
OF 
QUALITY 


Not only SPEED 
.... out SAPETY 


Distributors Serve Industry Economically 





















THE YALE & TOWNE MFG. CO. 
STAMFORD, CONN. Ss. Ae 
Canadian Works at St. Catharines, Ont. 


YALE MARKED !1S YALE MADE 


_Hoisting*« Conveying Systems 
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LUBRICATION is probably of more general 
interest to industry than any other one subject. 
Maintenance men, and those who watch main- 


intended primarily to help in the so- 
icitation of industrial business among 
the many furniture factories in and 
around Kitchener. A general line of 
tools, factory and mill supplies, in- 
cluding many specialties intended for 
the furniture factories, is included in 


the catalog. 


All the above catalogs were built 
by R. R. Donnelley and Sons Com- 
pany, Chicago. 


tenance and production costs can take a leaf 
from the book of experience of thousands of 
exacting operating men by studying the results 
of Dixon’s Flake Graphite lubrication. 


* * * 
For more than 100 years Dixon’s Flake Graph- Brydon Visits Offices of Mill 
ite has been spreading its smooth unctuous Supplies 


veneer over contacting surfaces, reducing fric- J. S. Brydon, salesman for the 
tion and wear to a minimum—producing dead Warren and Bailey —.. Los 
smooth bearing surfaces that are so necessary agen, WER tne Fare ‘aoe 


‘5 as distributors, was a recent caller in 
to cool running and long life. the offices of MILL SUPPLIES. 


The results of this century of experience in 
handling pure Flake Graphite and the various 
greases compounded with graphite are yours 
for the asking. Send today for Booklet No. 
16 KP. 


7  DIXON’S 


GRAPHITE i 1 . 
GRAPHITE Joseph Dixon Crucible Co 
Graphite Cap. Grease Jersey City DQG New Jersey 
— Graphite Est. 1827 

rease 





Silica-Graphite Paint 
Boiler Graphite 
Graphite Spring Oil 
Graphite Seal* 

Pipe Joint Compound 


*An entirely new and im- 
proved type of graphite seal- 
ing paste especially prepared 
for use on screw thread, 
flange, and gasket joints and 
valves of pipe lines carrying 
hot or cold mineral, vege- 
table and animal oils, gaso- 
line, benzine, naphtha, creo- 
sote, tar, etc. 






















J. S. Brydon 








Mr. Brydon was on his way home 
from a combined business and pleas- 
ure trip, which took him as far east 
as New York. He attended the con- 
vention of the Universal Craftsmen’s 
Council of Engineers, Springfield, 
Massachusetts. While in.the east and 
middle west, he called on manufac- 
turers whom the Warren and Bailey 
Company represent. Business gener- 
ally is rather quiet on the Pacific 
Coast at the present time, although 
the fruit and vegetable business has 
held up well, Mr. Brydon reports. 

Mr. Brydon has been with Warren 
and Bailey for eleven years. He sells 
the company’s complete line to indus- 
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HE first step in any cost reduc- 
tion program isto know thecosts. 


So it is with reamers. Unless you 
know what percentages of the prices 
paid for various reamers can be 
charged to each hole reamed, any 
choice you make can be little better 
than a guess. 


Reamers vary in quality and price. 
The number of holes each will ream 
depends on local shop conditions, 
regrinding, and the type of job on 
which they are used. Only one 
method of cost finding takes all 
these factors into account. That 
method is a carefully checked “cost- 
ber-hole” test made on the job. 


Such a test led to an 83% re- 
duction in reamer cost in the plant 
of a large eastern appliance manu- 
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facturer, pictured above. Reamer 
cost chargeable to one hole was 
found to be $0.006 for solid type 
reamers then in use. For Peerless 
High Speed Expansion Reamers, 
the cost was $0.00! per hole in- 
cluding four regrindings. Peerless’ 
margin of superiority in number of 
holes reamed was 5 to |. 


We want you to compare Peer- 
less Reamers with those you are 
now using. Special forms have been 
drawn up for making the “cost-per- 
hole” test in your own plant. You 
figure the costs through a simple 
computation outlined in the test 
forms. No comparison could be 


more fair, more exact or more final. 


The test forms are free and will 
be mailed to you without obligation. 
See the coupon below. 


C] Without obligation send us the details of your 
“cost-per-hole” test and necessary forms. 





[] Also Digest No. 84 describing above test. 
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BRISTO 


Set Screws and 


Cap Screws 


‘id wilh gh HOES ga OR pe tat 


with 
DARDELET 


Self-Locking 
Screw Threads 


et gy OB gas i Soe hotter 


Tue DARDELET 
Self-Locking Screw Thread locks perfectly by 
reason of the profile of the thread. This profile 
is so designed that when the Dardelet threaded 
cap or set screw is set home, tapering thread faces 
come in contact with a wedging action, and this 
wedging action is sufficient to lock the screw 
securely against every service force. 


The locking action is effected without injury to 
the thread, therefore the Dardelet threaded cap 
or set screw is readily removed with the wrench 
and may be used repeatedly. 


VIBRATION WILL ONLY HOLD IT LOCKED! 


A Dardelet threaded cap or set screw cannot work loose. 
Vibration or shock can only tend to keep it wedged in 
the locked position so that the holding power is constant. 
Alert to improve BRISTO Set Screws and Cap Screws, 
which are already leaders by virtue of their patented 
dovetailed flute socket, THE BRISTOL COMPANY now 
offers the option of DARDELET THREADED BRISTOS 
to those manufacturers who believe their maintenance 
or design problems would be better served by a thread- 


lock screw. Further details furnished on request. Please 
write. 


THE BRISTOL COMPANY 


Waterbury, Conn. 
Dept. H 





trials in the Los Angeles territory. 
Incidentally, he is a regular reader 


| of Mitt SuppLiegs. 

















New Lines for Prominent 
Southern Distributor 
The West Virginia and Kentucky 
Hardware and Supply Company, 
Huntington, West Virginia, is now 
handling two new lines. S. K. F. 
bearings and Link belts. At a recent 
sales meeting, talks on these lines 
were given by D. W. McAllen of 
S. K. F. Industries and R. R. Lis- 
sette of the Link Belt Company. 


* XK * 


| Evansville Supply Transfers 


Salesmen 


I. Holder is now covering one sec- 
tion of the city territory for the 
Evansville Supply Company, Evans- 
ville, Indiana, which was formerly 
handled by E. E. Heeger. Mr. Heeger 
is developing specialty lines. 

This organization has_ recently 
taken on the distribution of the 
Blackhawk jack line. 


* * * 


Hemphill Adds Bond Gears to 
Its Line 


A. J. Hemphill Company, New 
York, which for years has sold the 
Charles Bond Company casters, has 
added the gears of that company to 
its line. 

** 


Mill Supply Heads in Europe 


Herbert Edge, of Topping Broth- 
ers, and W. E. Hansen, of Hansen 
and Yorke, New York distributors, 
are both spending the summer travel- 
ing through Europe. 


* * * 


S. F. Woodbury on Trip to 
Alaska 


S. F. Woodbury, president of 
Woodbury and Wheeler Company, 
Portland, Oregon, left for a trip to 
Alaska in the early part of August. 
His wife and two sons went with 
him. 

+ * 
Intermountain Belting Sells 
Additional Lines 
The Intermountain Belting and 


Packing Company, Denver, Colorado, 
has recently become distributor for 


the American Steel Split Pulley Com- 
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«HOLLOW» 


Because of carefully selected materials 
used, plus a degree of accuracy main- 
tained in volume production far in 
excess of industrial requirements, 
HOLO-KROME Products have ac- 
quired an unusual stability of confidence 
among users and buyers. _ 















SET SCREWS 
HOLO-KROME inne 
SCREW CORPORATION sible to maintain in 





volume production. 


Hartford 
Conn. 




















Sales Offices 


ini 


Detroit, Mich. 
3360 Pasadena 











Avenue A 

CAP SCREWS 
They have everything 
—and more—that an 


Suen, accurately made screw 
j should have. 





816 Mulford 


Street 


New York City 


407 Broome re 

















Street 


PIPE PLUGS 
A recognized value for 
accuracy and efficiency 
in the motor field. 
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A NEW 
ADDITION 
TO OUR 
LINE OF 











Finished in black. 
Net weight, 
35 pounds. 











MARATHON 


“OK” 


GRINDERS 


A portable ball-bearing grinder 


guard, at no extra cost. 


located in the base. 


COMPACT — LIGHT — PORTABLE — 
POWERFUL—designed for every kind of 
general purpose grinding and tool sharpen- 
ing. 


Guards and rests are removable for the use 
of buffing cloth wheel or wire brush wheel. 


Marathon “OK” grinders provide ready 
sales and profits to mill supply distributors 
who will take an interest in selling these 
tools. We have a very satisfactory arrange- 
ment to offer desirable distributor connec- 
tions. 


Write us for full particulars and discounts. 


This useful and efficient grinder is 
equipped with a 4 H.P., 110 Volt, 
50-60 Cycles, single phase, alternat- 
ing current motor. Its no load 
speed is 3600 R.P.M. Two grinding 
wheels, 6” in diameter by 14” face, 
with a 7/16 hole, are protected by 
an enclosed type of safety wheel 


The grinder is ball bearing through- 
out, with adjustable tool rests, a 10 
foot attachment cord and plug, with 
an on and off switch conveniently 








ARATHON 








ELECTRIC MFG., CO. 








WAUSAW, WISCONSIN 























pany, handling both the steel split 
and “Sprucolite” pulleys. The Den- 
ver company is also distributing the 
products of O’Neill Brothers, Phila- 
delphia. 

* * x 


Beals, McCarthy and Rogers 
Elects Officers 


New officers were elected at the 
annual meeting of Beals, McCarthy 
and Rogers, Buffalo, New York. 
They are as follows: Charles P. 
Rogers, president; J. Frederick 
Rogers, vice-president; Edmond D. 
McCarthy, secretary; and Eugene F. 
McCarthy, treasurer. 

Arthur B. Paull and George F. 
Evans are new directors who were 
added to the board. 


* * * 


Fire Damages Strong Hard- 
ware Company 


A disastrous fire, causing damage 
estimated at $300,000, swept through 
the building of the Strong Hard- 
ware Company, New Brunswick, 
New Jersey, recently. It is believed 
that the fire started in the oil and 
paint department. 

The company is now at 265 Burnet 
Street in temporary office quarters. 


* * * 


Budge Company Has Un- 
usual Window Display 


The Frank T. Budge Company, 
Miami, Florida, has been showing 
an unusual window display of Dixon 
Graphite Products. The showing 
was planned and executed by T. A. 
Hauser, advertising manager of this 
company. 

* * Ox 


New Hollis Catalog Off the 
Press 

Hollis and Company, Little Rock, 

Arkansas, are distributing a new 

catalog containing 198 pages of illus- 

trations, descriptive matter and other 


general information concerning the 
products they handle. 


* * * 


Smith-Courtney Company 
Has New Salesmen 
A. G. Treakle and V. L. Phillips 
are two new salesmen with the 


Smith-Courtney Company, Rich- 
mond, Virginia. 
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Remember 


SALES AND 
PROFITS IN 
BRUSHES 


ISTRIBUTORS interested in 

the development of industrial 
brush sales will build both a satisfac- 
tory and profitable business through 
concentrating on the complete Mil- 
waukee Brush line. 


It has been our purpose to provide 
the mill supply distributor with a 
high quality line of industrial brushes 
for every general and special pur- 
pose, so that every customer can be 
supplied brushes for his exact needs. 


Every plant with a boiler room is a 
prospect for Milwaukee Boiler, Fur- 
nace and Heater Brushes and Scrap- 
ers. Several of the various types we 
manufacture are illustrated here. 
Mill Supply salesmen will find these 
items easy to sell—and profitable. 


For your convenience, our Catalog 
No. 49 illustrates and describes the 
entire line of Milwaukee Brushes. 
Write for it. 


Sold through distributors. 


Means “Brush Excellence”’ 





THE MILWAUKEE BRUSH MANUFACTURING Co. 


764 TO 790 SOW STREET 


MILWAUKEE 
WISCONSIN 
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DISTRIBUTORS! 


If you are not yet 
handling BUCK- 
EYE BRONZE 
BARS, now 1s the 
time to get busy 
on this profitable, 
satisfactory vol- 
ume builder. 

BUCKEYE line 
is complete—made in 
three grades. “Com- 
mercial,” “Lubrico” and 
“Hy Speed”—154 sizes 
from in both 
18” lengths. 
This gives your custom- 
ers a wide range of sizes. 


The 


to select 
12” and 


Display BUCKEYE 
BARS prominently 
using the BUCKEYE 
display board—fur- 
nished free—your name 
imprinted on each bar 
if desired. And there is 
an exclusive territory 
arrangement based on 
the liberal BUCKEYE 
distributor policy. Write 


us now for details. We 
can help boost your 
sales. 

es 


The Buckeye Brass 
& Mfg. Co. 


6410 Hawthorne Ave. 
Cleveland, Ohio 


Home of Quality Bronzes 
Since 1900 
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Mill supply men at the Gustin-Bacon Manufacturing Company, Kansas City, 


Missouri. 


Reading from the left they are: 


Eugene Burtner, Mathias Shields, 


William Barker, Albert Kistler, and George Bedord. 





The Work of the Merchan- 
dising Committee Is 
Progressing 
Continued from page 19) 

“The trend today is toward merg- 
| ing distribution facilities as a relief 
| from economic pressure. Changes in 
| distribution methods must proceed 
| slowly, but buyers have to be in favor 
_of a new system that will drop the 
| distributor. 
| “It must be admitted that there is 
'a tremendous waste of energy and 
|money in our present distribution 
| system. If that waste is eliminated, 
| prices will be lowered and thus the 
| buying power of the user increased. 
| “Distribution costs consist of: 1. 
| Salesmen’s salary and expense; 2. 
| Administration; 3. Advertising; 4. 
| Market analysis; 5. Purchasing; 6. 
| Cost of housing merchandise; 7. 
| Handling orders; and 8. The clerical 
| expense of billing. It is not hard to 
| see that in the performance of 2, 3, 
| 4, 5, 6, 7, and 8, much energy and 
| money are wasted if a mill supply 
| house stands between the manufac- 





| 
| 
| 
| 


tured and consumer. A great deal of 
work is done once more by the dis- 
tributor after it has been done by the 
manufacturer. Why should the man- 
ufacturer continue to give the dis- 
tributor a discount if he must do so 
much of the distributor’s sales work ? 
Manufacturers have often turned to 
direct selling with good results. 

“Do mill supply houses render 
economical service by carrying stock 
and supplying on emergencies? Con- 
sidering the facts of our business 
trend, we must say, no, for modern 
scientific management methods don’t 
need this kind of service. Only those 
buyers who do not know how to 
manage their plants under up-to-date 
rules need it. 

“Good management is planning 
ahead, even to final details. The ex- 
pense of repairs and costs of plant 
development, improvement, and up- 
keep are carefully budgeted. Every 
plant ought to have a definite policy 
to forecast its needs. Budgeting in 
connection with proper inspection 
makes it easy to place orders with 











| be can always be sure of finding a Robinson in when you call on the John D. 


| 
| 


obinson Company, Savannah, Georgia, and all three of them are in this picture. 
H. C. Robinson is at the left; John D., owner, next him; and W. Y., city sales- 
man, on the end. Frank H. Tarver, service manager, is second from the right. 
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ASK THE Gefe 


LOSSES IN YOUR OPERATION 


The discovery of waste is a 
prime function of the G.T.M. 
—Goodyear Technical Man. 
Now in the handling of mate- 
rials, now in process methods, 
he searches out leaks and stops 
them. He corrects unsus- 
pected losses. Whether your 
problem is the movement of 
goods, engine-power, air, or 
liquids, his knowledge is at 
your service. By accurate 
specification of Mechanical 
Rubber Goods to need, he has 


lowered costs in innumerable 
operations. From raw stuff to 
finished goods he knows in- 
dustry. He stops costly waste. 

The low-cost installation of 
plant hose is a G.T.M. special- 
ty. He has specified Goodyear 
Air, Water, Steam, Welding, 
Fire, and Suction Hose for 
greater plant efficiency in 
countless plants. He has in- 
stalled Goodyear Packing for 
the conservation of power. He 
has created greater smooth- 


THE GREATEST NAME 


ness of operation with Good- 
year Conveyor and Elevator 
Belting. For high-speed drives 
he has introduced the revolu- 
tionary Goodyear Endless 
Compass Belt—a belt with a 
core of cord. The G.T.M. 
knows your problems. He is 
your man, ready for your job. 

For data on savings the 
G.T.M. can bring to your oper- 
ation, just write to Goodyear, 
Akron, Ohio, or Los Angeles, 
California. 


IN RUBBER 





MOLDED GOODS 


PACKING 
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The Wolves of Lenox Wink 
at Stories of High Sales Costs 


Quick Sales— 
Greater Profits 


That’s the story of Lenox everywhere 


Pack upon pack of the rugged, clean cut- 
ting, slashing Wolves of Lenox are ready 
to dash out after more profits for you. 
Stock up with these famous hack saw 
blades now. They are attractively pack- 
aged in plaid and backed by a strong 
sales plan. 


“The Toots in the Plaid Bor” 


AMERICAN SAW & MFG. CO. 
Springfield, Mass. 
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Se ee 


Tear this Coupon 
out today. 
THE AMERICAN SAW & MFG. CO., 
Springfield, Mass. 


Please send me complete details of how I can increase 
my profits with Wolves of Lenox, the famous hack saw 
blades. I understand that it obligates me in no way. 











the manufacturer for prompt de- 
livery. 

“Why support buyers with anti- 
quated management methods? It is 
absurd to do that in our progressive 
business age. Any support that pro- 
tects inefficiency in manufacturing 
and distribution methods does an in- 
justice ultimately to the general 
public.” 

Mr. Wolf is typical of a type of 
industrial user. He doesn’t believe 








J. R. Almond, manager of the mill supply 

department, Beck and Gregg Hardware 

Company, Atlanta, has been with the 
company 23 years. 





the distributor is either economical 
or necessary and obviously any buy- 
ing which he may have a hand in will 
not go through the distributor. 

The industry merchandising cam- 
paign as outlined by The Joint Mer- 
chandising Committee, will dissemi- 
nate facts throughout industry to 
disprove the theories of such users 
as Mr. Wolf. If it does nothing more 
than that, it will have performed a 
service to industry well worth its cost. 
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( {ll holes 1" diameter. ) a 
1 minute drilling by hand 
only 14” depth 


1 minute drilling with 
Black & Decker 
No. 4 Electric Hammer 
2%42” depth 





COMPARE THE ABOVE FIGURES. 
HAND DRILLING IS EXPENSIVE. 


There is no electric tool that will pay for itself so 
quickly as the electric hammer. It is indispens- 
able for factory maintenance work, building, plumbing, 
heating and electrical contracting and for all types of 
erection work, such as awnings, fire escapes, outdoor signs, 
etc., and for the installation of elevators or any other type 


Your Supply Jobber will be only too of equipment requiring drilling of holes in brick or 
glad to demonstrate a Black & concrete. 


Decker Electric Hammer 
“right on the job”. Black and Decker Portable Electric Hammers can be 
plugged into any electric light socket, making them 

instantly available. 


ACTUALLY THE TIME SAVED ON ONE JOB 
FREQUENTLY PAYS FOR THE TOOL 


The BLACK €° DECKER MFG. CO. 


TOWSON, MD. 
Slough, Bucks., England Toronto, Ontario, Canada 
Sydney, Australia 


“With the Pistol Grip and Trigger Switch’’ 
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Farrpanks 


RENEWABLE 





Complete 
Valve 
Catalog 
No. 20 
Sent on 
Request 








Bronze Rive 


Gate VALves 


Fig. 0201—Screw End (Venerator) 
Fig. 0202—Flange End (Venetian) 


Sizes—”, 4”, 1”, 114”, 112”, 2”, 2}4” and 3” 


The Usual Way 


Left: Two men are required to 
make repairs on this valve—and 
the body must be removed from 


pipe line. 
The Fairbanks Way 
Below: One man handles the 


repairs on this valve — without 
removing the body from pipe line. 


The Superiority of this 
valve over thestandard 
type will be quickly 
recognized in the prin- 
cipal feature, that of the Renew- 
able Bronze Seat Rings, insuring 
replacement of the seats that 
may become scored without 
removing the body of the valve 


from the pipe line. 


The FAIRBANKS Company 
New York Pittsburgh 
Factory, Binghamton, N. Y. 


Boston 








Fig. 0203—Screw End (Veneur) 
Fig. 0204—Flange End (Venew) 











Getting Sales Results Direct 
by Mail 
(Continued from page 35) 


manufacturer. In addition it gives 
us latitude in arranging our letter to 
bring our important points. 

This work is done entirely at our 
own expense, and therefore we are 
free to feature the products of any 
manufacturer we choose. 

It has been our experience that 
showing illustrations of the products 
on the letters impresses the cus- 
tomers with the idea that we carry 
a complete stock of the items 
featured. 

For example, if we wish to secure 
the chuck business of a buyer, in all 
our correspondence with him, we use 
stationery with illustrations of chucks 
on the border. We have several 
letterheads made up-showing various 
illustrations of the same line of 
goods on each letter. Gradually he 
comes to think of us as being the 
people to see about that particular 
product. 

Brevity, we believe, is of the 
utmost importance in letters of this 
kind. The two following letters are 
typical of those which have proved 
business getters for us: 

“For you to take a chance with 
an old chain hoist is to endanger 
someone’s life. 

“We make a specialty of testing 
and repairing all makes of chain 
hoists and the cost is surprisingly 
low for this service. 

“Call on us with your chain hoist 
problems.” 

The second letter is even shorter: 

“No doubt our last letter in regard 
to the booklet on metal cutting was 
overlooked. 

“We are sure your mechanical 
department will be interested in this 
booklet.” 

A return post card, requesting 
that the booklet be sent or that a 
representative call, accompanied the 
latter letter. 

Good letters, like good salesmen, 
make frequent calls but never out- 
wear their welcome. If you cannot 
actually sell the article in a short 
letter, simply sell the idea of getting 
further information on it. 

Other things being equal, short 
letters will generally be read. That’s 
not always true of long ones. 
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The fact that there are more than four times as many 
Oster Power Boys in use as all other portable power 
machines combined proves that they are easy to sell. And 
the reason they are easy to sell is because they are really 
portable, they have power, speed and accuracy, and they 
will do more work for your customers at less cost than 
any other portable threading and cutting-off machine 
built. We’'ll gladly tell you—at no obligation—how the 
Power Boys can make more profits—easier profits—for 
you. Write 


THE OSTER 1 WhLLIAMS 


TOOL 
GREATER 
SERVICE CORPORATION 


MANUFACTURING 
COMPANY 


Sales Office—2087 East 61st Place, Cleveland, Ohio. 
Branch Offices—Boston, New York, Philadelphia, Chicago 


Manufacturers of the Most Complete Line of Hand and Power Operated Pipe 
and Bolt Threading Equipment in the World 
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that can’t be 
bought 


ARMSTRONG 


Tool Holders 
Lathe Dogs 
“C” Clamps 
Ratchet Drills 
High Speed Steel Bits 
Drop-Forged Wrenches 
Chain Pipe Wrenches 
Pipe Wrenches 


ARMSTRONG BROS. 


Solid Dies and Stocks 
Adjustable Dies and Stocks 
Ratchet Stocks 
Triplex Stocks 
Pipe Cutters 
Chain Vises 
Hinged Pipe Vises 
Knife Blade Cutter Wheels 


Write for 
Catalog B-27. 
Shows, de- 
scribes and 
prices all 
ARMSTRONG 
Tools. 





"TESTIMONIALS 






Much recent advertising of ARMSTRONG TOOL HOLDERS has 
been based on statements made by industrial leaders, statements by men 
of long and practical experience, solid men of standing who are not in 
the habit of giving “testimonials.” It is patent that such men as Mr. 
W. S. Graham, Works Manager of the Hupp Motor Car Corporation, 
who is quoted as saying, “Other tool holders come and go, but 
ARMSTRONG Tool Holders last forever,” did not make this state- 
ment for a remuneration, and that Mr. J. W. Carter, Factory Manager, 
Remington Typewriter Works, was not induced by a testimonial agency 
to say, “ARMSTRONG Tool Holders are so much more economical 
. that we would not consider the use of forged tools.” 


These statements and those of scores of 
other men of similar standing could only 
be made voluntarily, and only after long 
observation and continued experience with 
ARMSTRONG Tool Holders had con- 
vinced these men that ARMSTRONG 
Tool Holders had earned the right to be 
the standard metal-cutting equipment. 


It is significant to Suppliers that 
ARMSTRONG Tool Holders are used in 
over 96% of the machine shops. It is more 
significant that these capable judges, com- 
petent to speak for industry, are so out- 
spoken in their commenda- : 
tion of the ARMSTRONG 
System of Tool Holders. Supply Howe 
> 





ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
305 N. Francisco Ave., CHICAGO, ILL. 











Building Business in the 
Paper Mills 


(Continued from page 17) 


several hand-operated hoists are 
used. ‘There is another use for 
hoists, on the paper machine end 
where the winding rolls are located. 
These hoists carry the rolls from the 
winders to the super-calenders and 
rewinders. It is usually hard service 
and the hoists are loaded to their 
maximum capacity. Because there is 
often unintentional abuse of hoists 
in service, which may cause breakage 
of a working part, we try to safe- 
guard the customer by urging the 
purchase of hoists which will be 
heavy enough to be used in any serv- 
ice around the plant, without even 
accidental overloading. 


The paper mills offer an excellent 
market for the industrial distributor. 
While it means carrying many items 
not ordinarily used in other plants, 
the business obtainable makes it de- 
cidedly worth while. 


Service is paramount with paper 
mills. When supplies are needed, 
they are usually needed in a hurry. 
We stand ready at a moment’s notice 
to render the kind of service required. 
Frequently, we are called on to sup- 
ply material at night or on Sundays 
and holidays. 


Our men have familiarized them- 
selves with the production methods 
used in paper plants, and this has 
helped them considerably in fitting 
the right product to the specific job 
at hand. 


We have built up a reputation for 
dependability among our customers. 
They know we have what they want 
and that we'll get it to them when 
they need it. 





How I Sell More Safety 
Equipment 
(Continued from page 21) 


As a result of this test, the buyer be- 
gan using our goggles and before 
long he began buying other equip- 
ment from us. The demonstration, 
I believe, sold him on our house, for, 
in proving the superiority of one of 
our lines, we planted the idea that 
our other lines must also have merit. 


Demonstration plays an important 
part in the work of selling safety 
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INCREASES 
PROFITS 





fort and expense to get every subsequent 
order from a customer as is usually required 
to get the first, his selling cost would be en- 





tirely out of line with his profits. 

That's why we place so much importance 
on helping our distributors acquire repeat 
business, steady customers — greater profits. 

How? 


— By building into our products those qualities 





of service performance that are certain to 


create goodwill for our distributors. 


—By supporting our distributors with a con- 
stant, comprehensive program of advertising 
and sales promotion in the interest of their 


entire activities. 


—By making it possible for our distributors to 
concentrate their purchases of Industrial 
Rubber Products — choosing from a com- 
plete line of standardized quality. 
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SHOW 
THIS 


to your customers 


If you don’t feel like carry- 
ing a sample around, (it is 
fairly heavy, of course) and 
they will see the inside rea- 
sons for Dart superiority. 
They will see the Double 
Seats, of Bronze, properly 
ground into the certified 
malleable iron pipe ends, 
the clean threads, heavy 
nut, all details that spell ex- 
cellence to the experienced 
eye. 

E. M. DART MFG. CO. 

Providence - - - - R.I. 


Canadian Factory 
Dart Union Co., Ltd. 
Toronto, Canada 








TEES—ELLS 
UNIONS 
SCREWED 
FLANGED 








Samples? Sure! 


Write! 


Also ask for Catalog 
Sales Agents 


THE FAIRBANKS COMPANY 


New York, and all Branches 








equipment. In selling safety ladders, 
for example, we use small models 
that are set on the desk of the buyer 
as we explain the advantages to him. 
Usually he starts playing with it 
himself. 

In one case the miniature ladders 
so fascinated the buyer that he in- 
sisted on having a set for his chil- 
dren. Now ordinarily the factory 
does not give away sample sets as 
they are quite expensive, but in this 
case we were able to persuade the 
man in charge to make an exception. 

The next week an order came 
through for $600 worth of ladders 
so the factory lost nothing by its 
generosity. In fact, I believe the 
customer would have resented a re- 
fusal and would probably not have 
placed the order if his request had 
been denied. 


Perhaps you can understand now 
why it was difficult to answer the 








ae 


C. C. Langwith and Rudolph Viola of 
the Marine Specialty and Mill Supply 
Company, New Orleans, Louisiana, 





with a truckload of pipe. 





representative of Mitt Supplies 
when he asked me how I sell safety 
equipment. The gift of a small 
sample, a lead from an insurance 
man, inside information from a plant 
employee, any or all of these things 
may be factors in securing a com- 
pany’s business. 


One prospect may be influenced by 
the thought of lower insurance; an- 
other may be touched by the story of 
a man who was made a disfigured 
cripple for the lack of proper protec- 
tion. There is no end of appeals or 
reasons why safety equipment is 
bought and that is what makes selling 
it such an interesting job. 

And last, but not least, the job is 
interesting because it is selling ideas 
rather than material—ideas that help 





Tom, Dick, and Harry go through 
life with two good eyes and two good 
arms with which to earn a living for 
themselves and their families. 











This Patented Design 


Blades 


above 
competition 









Special 
Alloy Steel 
Back 


High Speed 
Steel Cutting 
Edge 


MARVEL 


High - Speed - Edge 
HackSaw Blades 






KGS. GUARANTEED 
Of ei NO not to break-- 

, f nil D even in case of 
LWA) 3) accident. 
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ARVEL Blades are in a 

class by themselves. No 

other blade can compete 
with them on a basis of merit. 
They are the only blades that 
combine the best features of all 
types, that have the cutting quali- 
ties of high speed steel, and, at 
the same time are unbreakable. 
They can be safely recommended 
for any metal-sawing job, with the 
assurance that they will out-cut 
and out-last all others. 


The way to build a permanent 
business is to give greater values; 
and MARVEL Blades will help 
you to do this, for they cost no 
more than other high speed steel 
blades. 


MARVEL Blades, made in sizes 
for all power hack saws, carry 
a_ substantial profit. Write for 
circular and prices. 


Armstrong-Blum Mfg. Co. 


“The Hack Saw People” 
353 N. Francisco Ave., CHICAGO, U.S. A. 
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Atkins SILVER STEEL 
“Blue End” Hacksaw 
Blades are guaranteed to 
cut SIX TIMES more 
metal, : and TWICE as 
fast as any ordinary alloy 












Your ~ 
Customers Need 


ATKINS 
SILVER STEEL 
“BLUE END” 
HACKSAW BLADES 


Atkins have established the demand for “Blue End”’ 
Hacksaw blades made of SILVER STEEL and have guar- 


anteed them to do a definite amount of work. Many users 
have obtained as much as from TEN to THIRTY TIMES MORE 
service, and are using Atkins exclusively. 

It will pay you big profits to sell these blades because they will 
satisfy your customers and give you repeat business. 








E. C. ATKINS AND COMPANY 
“The Silver Steel Saw People” Home Office and Factory, INDIANAPOLIS, IND. Established 1857 


Canadian Factory: Hamilton, Ont. Machine Knife Factory: Lancaster, N. Y. 
BRANCHES 


Chicago, Ill. New York City Atlanta, Ga. New Orleans, La. Memphis, Tenn. 


Portland, Ore. 
Seattle, Wash. San Francisco, Calif. Vancouver, B. C. 


Paris, France 
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LL Products 
Y for Industry~ 


and has used them for 
have been added, 
y the WALL 


‘all “Superior” Products 
INDUSTRY knows Wall “Superior Prod — 
ice with sé ” New products 
ars in promoting “service with safety. I 
years 


i 1 all fi 1 1i ved. 1 d 
| products stl efi a Pp oved, unt! a 
0 F r cts st Mi urther refine nd impr until to 


i . nean 
modern with distinctive features that 


! Sold only through jobbers. 
N.S-> Pittsbargh, Pa- 


line is not only complete but 
utmost in utility and economy 


3126 Preble Ave-, 


~ ’a° 
DREADNAU GHT 
—__— "Service With Satety”—— 
w TORCHES & FURNACES 


BLO 
Carriers ° Tallow Pots - Oilers 


p. WALLMFG. SUPPLY CO., 






























The Ohio Valley Pulley Works, Inc. 


DIVISION GENERAL FIBRE PRODUCTS, Inc. 








Maysville, Ky. 





READY TO SHIP 








An Experimental Laboratory 
Doubled Our Business 
(Continued from page 23) 
the upper or parabolic flow curve 
shown in figure one. As will be 
noted this provides a valve which 
gives a flow in which the volume 
is definitely proportional to the 
amount the valve disc is opened. The 
lower curve is the flow of an ordi- 
nary globe valve. Obviously, a valve 
with the upper flow curve has far 
less wire drawing than the ordinary 
globe valve. Our valve manufacturer 
is now supplying us with valve discs 
of this type and the customer profits 
in being able to obtain equipment 
better suited to his needs with greater 

working life. 

Another specific instance of an 
actual service performed by the 
laboratory was in connection with a 
new method of irrigating. The man 
who developed this method came to 
us for bids on 600 valves of several 
sizes. These valves were to supply 
different quantities of water or the 
same volume at different pressures. 
Our engineers went over the draw- 
ings carefully and conducted metered 
flow tests at the stipulated pressures. 
As a result of these tests valves of 
smaller sizes were recommended in 
every case. Naturally we got the 
order because all our competitors had 
quoted on the sizes indicated on the 
drawings which were larger than 
were required. The customer was 
gratified because we had sold him 
more expensive valves but the dif- 








F. T. Hildred established the F. T. 
Hildred Company in St. Paul seven 
years ago. He has been in the supply 
business 43 years. 
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For More Sales and More Profit 
Push Toward The RED 


There is no reason why mill supply dealers should not profit in the hack saw 
field—especially if they stock the new and better RED STREAK BLADES 
the hack saws symbolized by the RED END or 
RED BACK 

These blades, easily recognized by their brilliant 
color, are positively the highest quality hack 
saws on the market. Within the last year 
the new RED STREAK blades have met 
with big success. In fact they dominate 
their field because hack saw users are sold on 
RED STREAK HACK SAW QUALITY. 
It is but logical that dealers should de- 
sire to “cash in” on these blades. The de- 
mand has been big and it prom- 
ises to be greater. You can step 
into the field with the fast sell- 
ing RED STREAK without 
taking chances on slow moving 
blades which lack consumer- 
acceptance. 

For better business and more 
profit push RED STREAK, the 
hack saws symbolized by the 
brilliant RED END for Tungs | 
ten steel and RED BACK for 
High Speed Steel. 










































Simonds Saw and, 


Steel Co. 


“The Saw Makers” 
ESTABLISHED 1832 
FITCHBURG, MASS. 


Chicago, Ill. Portland, Ore. 
Boston, Mass. San Francisco, Cal. 
Detroit, Mich. Los Angeles, Cal. 
New York City Seattle, Wash. 
New Orleans, La. Montreal, Que. 
Lockport, N. Y. Toronto, Ont. 
Memphis, Tenn. Vancouver, B. C. 
Atlanta, Ga. St. John, N. B. 
London, England 
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Sell them 
“CHICAGO LINE” 


Ball Bearing 
Equipment 


644 


It Saves 
—time 
—lubricant 
—friction losses 





One of the best sellers in the 
CHICAGO LINE isthe... 


DAGGETT 


Ball Bearing 


Hanger Box 


Fits any hanger frame in general 
use. Simple, extra heavy con- 
struction with two sets of ball 
bearings. Needs lubricant only 
four times a year. Dustproof, 
noiseless, cool running and can- 
not score shaft. Capacity is four 
times the usual belt strain. Easy 
to install. Cuts expense of main- 
taining lineshaft. Ask for cata- 
log. 


Several Distributor Territories Open 


CHICAGO PULLEY 
& SHAFTING CO. 
19 N. Desplaines Street 
CHICAGO 











ference in size had actually saved 
him considerable money. 

Still another example of an en- 
gineering service performed in our 
laboratory had to do with some work 
for one of the large oil companies. 
This oil company had continual trou- 
ble with two-inch globe valves in hot 
oil service. We studied the flow 
conditions in the refinery and found 
the valves to be too large. The solu- 
tion was not so easy, however, since 
the temperature of the oil required 
the structural capacity of both a two- 
inch pipe and valve body. In the 
laboratory, however, our engineers 
experimented with two-inch valves 
containing rcduced valve ports and 








Michael Berger, manager of the supply 
department of the Service Supply Cor- 
poration, Philadelphia. 





thus pointed the way to a valve that 
is now withstanding this rigorous 
service. Figure two shows the flow 
curve of the standard two-inch valve 
and the modified valve. 

As a result of experiments con- 
ducted in our laboratory, we have 
come to be known as an “engineer- 
ing” concern rather than a distribut- 
ing house. Naturally this has re- 
sulted in our enjoying a high pres- 
tige with our customers, many of 
whom have grown to rely on our 
recommendations as to the exact 
sizes, material, and type of equip- 
ment to use for their particular re- 
quirements. 

Salesmen have widely publicized 
this laboratory from the very start 
until it is now widely known. Cus- 
tomers are urged to visit the “lab.” 
Several technical engineering organ- 











DUXBAK 


BELTING 
will help to hold 
business in other 
lines, too! 


It does pay to handle an outstand- 
ing brand of belting. Duxbak Belt- 
ing has grown on its record of ser- 
vice in every industry. Buyers know 
the name instantly and associate 
you with the prestige of quality 
that has grown up around the name. 


Reputation and service are the 
backbone of the mill supply busi- 
ness. If you handle Duxbak Belting, 
which the buyer knows as an article 
of definite value and service, he will 
conclude that your other lines, too, 
are on the same basis. One well 
known line helps to get business in 
other lines and to hold it! 


We will be glad to talk over the 
situation with you and to outline a 
sales promotion plan suited to your 
individual requirements. No obliga- 
tion on either side. 











(om 


Belt Manufacturers 
. NEW YORK 


42 FERRY STREET 





CHAS. A. SCHIEREN COMPANY 
OF CANADA 
711 St. James Street, Montreal, P. Q. 
64-66 Front Street, W., Toronto, Ont. 
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PULL HARDER 
LAST LONGER 


American Sprucolite 
Motor Pulleys and Ma- 
chine Pulleys are made 
from a specially devel- 
oped and extremely 
durable synthetic ma- 
terial. They possess the 
highest coefficient of 
friction, and are con- 
siderably lighter in 
weight than wood, cast 
iron or paper pulleys. 






AMERICAN 


PULLEYS 





«+. BUY IT 
THROUGH 
YOUR DISs- 
TRIBUTOR 


ARE YOUR PULLEYS RELICS 


OF A BYGONE AGE? 


| pees production methods went 
out with the bustle and the buggy. 


Today, your profit may depend on the 
turn of a pulley. For in this age of 
modern production methods, every ele- 
ment of carefully studied transmission 
systems must not only be capable of 
keeping pace, but of assisting in the 
race against time. 


AMERICAN Pressed Steel Shafting Pul- 
leys are the fastest pulleys offered to 
American Industry today. Scientifically 
designed for great strength with light 
weight, they reduce the dead load on the 
shaft. Thin A-braced arms cut the air 


instead of fanning it. They possess a 
higher coefficient of friction at high 
— due to their exclusive air escape 
that dissipates the air cushion under 
the belt. Carefully balanced, they 
lessen vibration. More durable, they 
eliminate costly breakdowns. 


Look at your pulleys. Are they like 
these trim-efficient pressed steel power- 
savers that are serving business Sites 
the world over? If they are not, consult 
your transmission engineer. See your 
mill supply dealer. Consider the modern- 
izing of your __ to take advantage of 
the great strides that have recently fom 
sail in mechanical power transmissions. 


THE AMERICAN PULLEY CO., 4200 Wissahickon Ave., Philadelphia, Pa. 
Pressed Steel: Shafting Pulleys, Hangers, Hand Trucks, Miscellaneous Stampings. 
Sprucolite (Compressed Spruce) Motor Pulleys, Machine Pulleys. 


MERICAN 


PRESSED 


STEEL 


"HANGERS | PULLEY 


mnt 4 Sd ABS 


SPLIT 


— PATENTS ——— 
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EVEN THE FINEST 


CHAIN CAN BE 
-or- MBVoeU 


EMEMBER this—even if 

you have the finest chain 

on the market —TAYLOR- 
MADE, you must show care not 
to abuse it, because there are cer- 
tain practices in the use of chain 
that will quickly render it useless. 


Even TAYLOR-MADE Chain 
cannot stand overloading. ‘This 
will cause minute cracks in the 
metal. Proper inspection of chain, 
and care being taken that it is 
not stretched beyond the proper 
amount will insure the yield point 
of chain being kept down, and 
that increases the factor of safety 
in all chain. 




















Don’t try splicing broken chain 
by inserting bolts or nuts between 
two links. Stretched or broken 
chain should be taken out of 
service. TAYLOR Missing 
Links can be of real assistance to 
you here. 


TAYLOR-MADE Chain is a top 
notcher—the most rugged chain 
made but it must not be abused. 


S.G. TAYLOR 
CHAIN CO. 


P. O. Box 1297-A 
HAMMOND, INDIANA 
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You will want to 
know more about 
TAYLOR- MADE 
Chains: Let us 
send you com- 


giote. Ne. — ees 11 
| 


aa ie ndbaok of of 


chain informa- 
tion. ! 
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izations have been entertained from 
time to time in the laboratory and 
this has further acquainted the trade 
with our capabilities. The outstand- 
ing result achieved is the confidence 
inspired in our customers, which has 
been reflected in our rapidly increas- 
ing sales against strong and estab- 
lished competition. 

The laboratory is at present being 
utilized in the following manner: 

1. For testing valves at all pres- 
sures, both for strength and for tight 
shut-off ; and for adjusting and set- 
ting relief valves at desired lifting 
and blow-down pressures. 

2. For determining numerous tech- 





A. C. Luhn, manager of the Corbin 
Supply Company, Macon, Georgia. 





nical facts about tank equipment and 
other products which we distribute. 

3. For specialized technical train- 
ing of salesmen and service men. 

4. For obtaining accurate flow 
curves and capacities of various 
valves and equipment under any re- 
quired actual field conditions. 

5. For searching out certain spe- 
cialized selling and advertising points 
which are singularly applicable to our 
territory. 

6. For building up company pres- 
tige with the trade and increasing 
the morale within our own organiza- 
tion. 

The laboratory has been a constant 





part of our salesmen’s sales talk and 











MYERS 
WATER 
SYSTEMS 


Water at the turn of a tap for 
country and suburban homes, for 
public:and private buildings and 
institutions isolated from city 
water mains, for mills, mines or 
factories—Myers self-oiling, self- 
starting, self-stopping features for 
any service up to ten thousand 
gallons of water per hour provide 
dependable water facilities at a 
surprisingly low cost. 





Types for shallow or deep wells. 
Operation by engine or motor. 





See our nearest distributor or 
write us direct for catalog and 
complete information. 


THE F. E. MYERS & 
BRO. CO. 
Ashland, Ohio 


PUMPS—WATER SYSTEMS—HAY 
TOOLS—DOOR HANGERS 
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Sure VS. Logic 


...for machine designers and machinery buyers 


‘Tue Function of the machine designer is to create, 
develop and sponsor improvements. To do so, he must be 
aggressive and alert. He must know the needs of the 
industry for which he designs. He must anticipate new 
needs. He must be open-minded—willing to listen to 
practical advice. He must likewise be level-headed—sure 
of his ground. 

He cannot afford to approve ideas based on popular 
fancy. He must rely on the sound fundamentals of engi- 
neering experience ... Thus an important qualification 
of the modern machine designer is his ability to avoid 
the lure of “style” and follow the logic of improvement. 

e ® 
By applying logic in selecting a power drive for his 
machine, the designer has the opportunity to make deci- 
sions that not only bring definite improvements in 
machine performance but also economize and simplify 
maintenance. 

Since the early history of industry, the flat belt drive 
has been by far the most widely used form of power 
transmission. Through all the years of change, this drive 
has maintained its leadership because of its inherent 
advantages, based on sound logic. 

Exaggerated claims may give temporary prominence 
in their limited fields to drives comprised of gears, chains 
or ropes. But the lure of “style” can never dislodge the 
permanent stability of logic. After a few years of forced 
popularity, natural reaction 
returns the belt drive to in- 
creasing favor. 

When correctly designed and 
equipped, the flat belt drive has 
no equal in simplicity, economy 
and efficiency. It delivers power 
efficiently—it is remarkably 
“fool-proof”—it requires very 
little maintenance—and it 
automatically protects the 
driven machine from shock 
and strain. 

Like all other mechanical 
units, the belt drive must be 
properly engineered. Its un- 
equalled flexibility has often 





Interested in short-center drives? 
Here is one of the many compact 
drives Rockwoop engineers have 
designed—highly efficient and de- 
pendable; remarkably low in cost. 
. «Provided as standard equip- 
ment on Dean Bros. Om-Batu 
Puaps. 






Few machines demand more from 
a drive than board drop-hammers. 
Full power, with quick pick-up 
after each impact, is essential. Be- 
cause of their superior belt grip, 
Rockwoop Pulleys insure more 
hammer strokes per hour and in- 
crease the life of the belts... 
Leading manufacturers provide 
Rockwoop Pulleys as standard 
equipment. 


encouraged careless de- 
signing. Too frequently 
determination of sizes 
and speeds has been left 
to “rule of thumb” and 
guesswork. 

By applying thorough 
study to the drive—de- 
termining correct speeds 
and proper belt specifications and selecting the most 
efficient pulleys—the designer may improve his machine’s 
capacity and performance as much as 25 percent, or even 
more! Often the results from this simple precaution are 


beyond all expectations! 
ev 


The Rockwoop engineers, with years of experience in 
designing correct belt drives, offer valuable assistance. 
They have aided many machine designers in eliminating 
inefficient drives. 

Why not get the advice of these experts on your prob- 
lems? There is no obligation. 


THE ROCKWOOD MANUFACTURING CO., INDIANAPOLIS, IND. 
THE OHIO VALLEY PULLEY WORKS, MAYSVILLE, KENTUCKY 
Divisions of General Fibre Products, Inc. 
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and Cutting Equipment can offer his customers and 


work as it should be done. 


distributors in the country have built a profitable 


ment. 


building a mutually profitable business. 


Write us 








224 N. Carpenter St. 
Sold Through the Distributor 





The Distributor who handles Torchweld Gas Welding 
pects a wide range of choice in type, style and size. 


Whatever the customer needs can be furnished by the 
distributor with a Torchweld product which will do the 


Quality, dependability and safety are integral features 
of the Torchweld line with which some of the largest 


ness selling Torchweld Gas Welding and Cutting Equip- 


The Torchweld line should fit in with the policies of 


your company. We can and will work with you in 


TorcHWeELp Eouipment Company 
Chicago 


pros- 


busi- 





































PORTABLE 
ELECTRIC 


Three Useful Handy 
Machines in ONE! 
BLOWER 
SUCTION CLEANER 
SPRAYER 


10 days FREE TRIAL 
Write for Details 


CLEMENTS MFG. CO. 
624 Fulton St., Chicago, 111. 























Hundreds of 
thousands of 
prospective users 
7) CLEMENTS- 
Cadillac Blowers 
are being con 
stantly reached 
through advertise- 
ments like these. 
Cash in on this 
publicity. 
A Rapid 
Seller 
With Liberal 


Discounts. 


Live 
Distributors 
Wanted For 
Territories 
Not Already 
Covered. 


Market 
Hasn’t Been 


Scratched. 




















The genial smile belongs to Charles 
Dunn, Jr., manager of the mill supply 
department of Thomas Dunn and Sons, 
Moline, Illinois. 


has been remarkably effective. Fur- 
thermore, it has been used many 
times for running tests for customers 
| on other devices than those we dis- 
| tribute. Naturally such favors have 
established our company more firmly 
with the customers. 

The laboratory was built at con- 
siderable more expense than was 
allotted for it and has since been 
enlarged at additional expense, but 
we have realized benefits, in increased 
distributing sales alone, that more 
than justify its existence and cost. 
Truly the laboratory has lifted us out 
of the rut of “just another dis- 
tributor” and given us prestige born 
_ of laboratory-gained knowledge. 

















Headquarters of the Sager-Spuck Sup- 
Rly Company, Incorporated, Albany, 

ew York. This company has recently 
| taken on some new lines including Bond 





Lufkin tools and American 
monorail. 


} casters, 
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HE order for precision tools comes in. 

So many Brown & Sharpe Micrometers, 
so many Brown & Sharpe Gauges, so many 
of this tool, and so many of that .. . but 
A invariably Brown & Sharpe. 


What’s behind this order? Why are Brown 
& Sharpe Tools specified? 


Because the foreman who specifies the tools 
and the mechanics who use them know from 
experience the quality and accuracy of 
Brown & Sharpe Tools. They are the men 
who you have to please. There is no 
easier way than to standardize on Brown & 
Sharpe Tools. Brown & Sharpe Mfg. Co., 
Providence, R. I. 


Brown & Sharpe Tools 


° WORLD’S STANDARD OF ACCURACY” 
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Sells on its 


USEFULNESS 


and 


SAFETY! 


A string of features, 
each strong enough to 
win leadership, makes this 
unique ladder a best seller. 
Light in weight and re- 
markably strong. It heads 
a line which many jobbers 
have pushed at an unusu- 
ally satisfying profit. 























Perhaps your territory is 
open. Write us. 


THE PATENT SCAFFOLDING CO. 




















CHICAGO 
1650 Dayton St 
BOSTON 
ATLANTA 
PHILADELPHIA 


tL. 1. CITY, N. Y. 
3821 Sherman St 










ST. Louis 
PITTSBURGH 
SAN FRANCISCO 






































Demonstration Increased My 
Tool Sales 50% 
(Continued from page 24) 
tion board, handle them, and sell them 
to himself if given the opportunity. 
It doesn’t pay to walk into a shop 
during working hours to make a dem-| 
onstration. I have had the best suc-| 
cess hy making an appointment with 
the shop foreman or general manager | 
for a demonstration during the noon| 
hour. This permission can usually) 
be secured. By arranging the dem- 
onstration at that time, it gives the| 
workmen a chance to participate in 
a group and discuss individual tools | 
among themselves while they are 

examining them. 

One workman will say: “John! 
That looks like a pretty good tool. 
What do you think of it?” 

“Yes, it does. Are you going to 
buy one, Harry?” will be the reply. 

“Yes, I guess I will,” Harry replies. 

“T think I'll get one, too,” says 


John, following his fellow workman’s 


Others also follow, and 
attractive been 
assembled. 

The use of the demonstration 
Loard enables us to place at close 
range a large number of tools, which 


judgment. 


soon an order has 


Safety! /Platform Ladder} 


C. A. Persons, manager of the industrial 
sales department of Kelley-How-Thom- 
son Company, Duluth, Minnesota. 


we could not otherwise carry for 
demonstration, in an easily accessible 
form. We do not sell any tools off 
the board, but can make immediate 
deliveries from stock of any tools 
shown. We have made up a supple- 
mentary board, which fits into the 
case, upon which we display tools the 
manufacturer of the case does not 
make. New items can be shown 
effectively in this fashion. 

\fter using the demonstration 








It’s the added 


features that 
make the sale 





“Boss”? Female Cou- 
pling with Spud 


Ordinary couplings have 
ordinary features that bring 
ordinary sales. It takes a 
“Boss” with its added fea- 
tures to make the sale when 
Sell 
“Boss” Couplings. Have the 


competition gets keen. 


upper hand in competition. 
Let us tell you about “Boss” 
exclusive features. Write to- 
day! 


Sizes 1/2 to 1 inch furnished 
with two-bolt clamp. Sizes 
114 to 4 inch furnished with 


four-bolt clamp. 


DIXON 


VALVE & COUPLING CO. 
PHILADELPHIA, PA. 
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KROMEPATCH,— the Multi- 
Bond Refractory Cement, has 
been successfully used for years, 
for laying Chrome, Silica, Mag- 
nesite, Diaspore and Fire Clay 
Brick. It tenaciously bonds the 
brick without fluxing, or chemi- 
cal re-action,— and, having a 
high hot load strength, will not 
squeeze-out or crumble. Krome- 
patch may be troweled, poured, 
sprayed, dipped, or brushed. 


KROMEPATCH is __ shipped 
“dry” in metal containers of 
200 Ibs. net wt., 212 lbs. gross 
wt.—and will keep indefinitely 
in storage. Just mix with 
water, and use immediately. 





— a. 


not handle~ 






















































































































































EK. J. LAVINO and Company, Bullitt Bldg. 


Philadelphia, Penna. 


E.J.Lavino and Company, Bullitt Bidg. Phila. Pa. 
Gentlemen :We would like to know more about Kromepatch as weit as 
your Distributor's Sales Plan,etc. 


Adds-ess 





ANOTHER IMPORTANT 
POINT, — KROMEPATCH is 
the product of an Internation- 
ally known firm, and has for its 
base the finest Chrome Ore 
known, i. e., “IMPERIAL” (an 
exclusive Lavino importation 
from South Africa). 


Finally, —- KROMEPATCH is 
advertised in widely-read Indus- 
trial Journals, Condensed Cata- 
logs and Directories (a big help 
to Distributors). There is still 
some desirable territory open.— 


USE THE COUPON BELOW 
AND BE CONVINCED. 











Witte 


















M. S. 9-30 
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‘Fdgemont 


Service 


Tested 
Friction Clutches 


Well known to the trade for efficient power trans- 
mission, “Edgemont” Friction Clutches find a ready 
sale wherever a clutch 
is needed. 





Write now for supply of 
catalogs and circulars 
that will interest your 
customers. 


THE EDGEMONT MACHINE Co. 
DAYTON, OHIO 





” 








Sanitary 
and Safe 


Your customers can depend on the 


, 


cleanliness and high quality of Blue 
Grass Wiping Cloths. They are pro- 
duced from cotton cloth from which 


Reg. U. S. Pat. Office 


all buttons and fasteners have been 
then boiled, 
and baked 
thoroughly dry. 


removed, chemically 


treated in ovens until 


DISTRIBUTORS 


Distributors can 
make money selling 
the Blue Grass 
Brand. We will tell 
you how. Samples 
and information sent 
at your request. 


Blue Grass Wiping Cloths are guar- 
anteed 100% sanitary and satisfac- 
tory for exacting use. There are no 


cleaner aipers made. Sell them. 


LOUISVILLE SANITARY 


WIPERS CO., « « INC. 


LOUISVILLE KENTUCKY 
RW 














AMMAN NMR | 


board once, we can go back for a sec- 


ond demonstration in about six 
months. In the meantime, we have 
provided workmen with our _ tool 


catalogs, and by the time we come 
around again they usually have some 
| tool definitely in mind which they 
|} want to get. 


The shop owner or manager fre- 
| quently places a blanket order for all 
the tools selected by the workmen. 





| J. W. Priebe, president and general 
| manager of Stritt and Priebe, Incorpo- 
| rated, Buffalo. This company caters to 

the needs of engineers and steam spe- 
| cialties. 


The organization has been 
| established for seven and a half years. 





In writing up such orders, we place 

the machinist’s name opposite the 

| items that he wants. Then the shop 
owner is invoiced for the order and 
he collects from the men and pays 
the bill. 

Workmen like to try out tools 
before buying them. Hence, you must 
afford them that opportunity. I used 
to try to sell hand tools from a 
catalog. It didn’t work out. Since 
changing to a method of actually 


demonstrating the tools, my busi- 
ness has stepped up 50%. Surely, 


that is evidence enough that selling 
by demonstration really pays. 
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georges of many leading mill supply whole- 
salers proves that bearing metal can be sold in R UN I N G 
big volume and always at a satisfactory profit when 


the bearing metal department concentrates on Bunting QUALITY 
Quality Phosphor Bronze. COPPER BRONZE 


The whole world knows that a Bunting Quality Phos- HH A | ad EF he a 


phor Bronze Bar is a perfect laboratory product as 
well as a perfect foundry product. Our constant ex- 
tensive metallurgical research assures the consumer 
of bearing metal that Bunting Quality Phosphor 
Bronze always represents the most advanced point 
in bronze metallurgy. No experimentation by the 
consumer—or the wholesaler—is necessary. There 
are 93 stock sizes. 


H™ is the outstanding 
new Opportunity for 

the mill supply wholesaler. 
The Bunting Quality Cop- 
per Bronze Hammer is a 
. vast improvement over the 
\ familiar copper mallet. 







Limited selective distribution policy assures good 
business for the Bunting wholesaler. We will gladlv 


put our proposition before you and explain to you \ And it costs no more. 
how leading wholesalers are making money selling % ’ Head and handle are 
Bunting Bars. ~ A completely assem- 

THE BUNTING BRASS & BRONZE CO. \ \__ bled and sold as 


TOLEDO, OHIO 


BRANCHES AND WAREHOUSES AT 
NEW YORK CHICAGO BOSTON PHILADELPHIA SAN FRANCISCO 
EXPORT OFFICE: TOLEDO, OHIO 


BUNTING 


QUALITY’ 


CORED and SOLID BRONZE BARS 


a unit. 
Write for 


prices. 
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Less 

Less Cost 
Per 

Breakage Hole 




















Create 
Year In 
and 
Year Out 
Sales 


























SQUARE FACTS 
WHY YOU SHOULD SEIL 


Kked Shield” 
HIGH SPEED DRITIS 


They are furnished in all sizes 


tHE {ed Shield 18 STAMPED 
IN ACTUAL RED COLOR 
ON EACH DRILL 


~ THe STANDARD Too (10 


CLEVELAND 
Chicago: 
552 W. Washington Blvd. 


London and Leicester, England 
Fredk. Pollard & Co., Ltd. 


New York: 


94 Reade St. 
Geneva, Switzerland—Im-Fo-Sa 
Successors to J. Lamberciez & Co. 


Paris, France—Burton Fils. 








| 








Why Users Should Buy from 
the Distributor 


(Continued from page 25) 


the customer receives his goods. And 
since, particularly in the cotton states, 
the status of a company may change 
almost overnight, the same process 
must be repeated with each order and 
result in untold delay. 

Frequently a purchasing agent will 
say to me, “Why should I pay the 
distributor’s profit?” I never speak 
in terms of profit at all. I simply 
explain that being a business man, 
he will readily understand that we 
have to make a service charge which 
must naturally be paid by the cus- 
tomer who profits by it. In other 
words, I find that using the term 
service charge soon ends the “P.A.’s” 
impression that he is paying us a 
handsome profit. 

Industrial users are coming more 
and more to depend on the distribu- 
tor for their supplies and equipment 
because they are finding it profitable 
to do so. The distributor makes 
hand-to-mouth buying practical; en- 
ables users to keep stocks at a mini- 
mum, thus releasing capital for more 
productive purposes; renders users 
intelligent, rapid service at a fair 
price; and simplifies their bookkeep- 
ing and clerical problems. 

Surely, these are sufficient reasons 
why industrial users should patronize 
the local distributor—reasons which 
we, as salesmen, should drive home 
to customers and prospects at every 
opportunity. 





Who’s Who 


(Continued from page 26) 


later, as city buyers left the orders 
and the pick-up wagons of purchasers 
called for most of the goods. 

Mr. Welles’ training as errand boy 
was thorough. He remembers a 
customer coming in to buy a watch- 
man’s clock, trying to act as sales- 
man. By mistake he sold one which 
had. been sent in for repairs. The 
error was not discovered until the 
customer reached his plant. Then 


Welles had to deliver the right clock 
and bring back the defective one. 
| The plant was away out on the 
prairie, far beyond the end of the 
car line, and when he returned long 
after dark, after paying his own car- 
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“Long Life” Products by-- 


WHITEHEAD! 


“Long Life’? is more than a selling phrase. When applied to 

Whitehead Products, it is indeed, the ultimate factor that de- 
termines user satisfaction. 

The consumer isn’t overly concerned with how the product is 
made, and it takes too long to tell him—he wants results, 
and nothing else counts. Whitehead ‘‘Long Life’? Prod- 
ucts, identified by ‘“‘the Long Life’? diamond, are backed 
by over 50 years’ experience and attested by our field 
records. i 


Long Life Products give user satisfaction as 
determined by long service—and that means your custo- 
mer comes back! 





Oil Hose 
Tubing 


(Suction & 


Belting (€Convres LAWLER SEOM 
Sheet Pack Steam  Hlos« Air Hose Water 
ushers & Valve Di Loose Suetion Heose ‘.reamer’ 
ms Dredging Sleeves Hios« Fire Hos : 
Moulded Goods iit NC 


e (lt arderwritersa) 
Sand Blast Lose 


r & Tra 





















The Whitehead Bros.Rubber Co. 


— MECHANICAL RUBBER GOODS, SINCE [875 apt 
‘ Trenton,New Jersey 
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| fa 
PROTECTIO 
EQUIPMENT 







fare there was not much chance of 
the lesson being forgotten. 

After being promoted to bill clerk, 
Mr. Welles decided to leave the firm 


7 | to take a position that paid more 





Ss A 
COMPLETE 

. i 2 
EXTINGUISHERS | 


ees ae 


| 
o ! 
SAFETY AND 
EXCELSIOR CANS | 





° | 
OILY WASTE CANS | 
| 
| 


GEO. W. DIENER MFG. CO. 


416 North Monticello Avenue CHICAGO, ILLINOIS 











A GOOD TIP— 





for increasing your business in September is to put additional 
sales effort on the ‘‘TOLEDO"’ No. 999, sensational 14” to 2” 
portable power pipe machine. 


**TOLEDO’S" national advertising will concentrate on the 
No. 999. Special literature will be mailed to our distributors. 
Benefit from this special effort. Have your salesmen talk the 
No. 999 to their trade; you will be surprised at the number of 
contractors who are really interested and a little effort can 
close the sale. 




















THE TOLEDO PIPE THREADING MACH. CO. 
TOLEDO, OHIO 
New York Office, 72 Lafayette St. 
J, 


‘ 





Authorized Dealer 
GENUINE 


ree 1S) 2 BD) Oodres 


DEAL WITH YOUR DEALER - HE SERVES YOU BEST 

















money. He went to work for James 
B. Clow and Sons as utility man. 
This was in 1890, when he was 21 
years old, and Charles H. Besly and 
Company had moved to 10-12 North 
Canal Street. He remained with 
Clow until 1896, becoming city pur- 
chasing agent. In this position, he 
bought large quantities of merchan- 
dise and gathered much valuable 
experience. 

Evidently fate had never intended 
him to remain away from his old 
firm, for he returned there by re- 
quest in 1896, as general manager, 
in charge of both the Chicago hous? 





T. S. Crawford and R. B. Rowland, 

manager of the mill supply department 

of Montgomery and Crawford, Spartan- 
burg, South Carolina. 





and the Beloit, Wisconsin, factory. 
In developing the Beloit manufac- 
turing business he elected to travel 
to all the principal industrial centers 
of the United States from San Fran- 
cisco to Boston, being in two weeks 
and out two weeks, except when 
making the long coast trips. Although 
subjected to some good-natured kid- 
ding about being a general manager- 
peddler, he stuck to these trips until 
1905 and found it exceedingly worth 
while. 

When Mr. Besly passed away in 
1908, Mr. Welles was made president 
of the company, which had _ pros- 
pered and grown in a healthy man- 
ner. In 1910 the factory was enlarged 


| and again in 1914, this time the size 


being tripled. The company had 
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ONE MAN AND THIS RIFCe(D SUPER-WRENCH 
WILL TURN MORE TIGHT FITTINGS THAN 
THREE MEN WITH AN ORDINARY PIPE WRENCH 





















Rikaib 


Super-Six and Super-Four 
Capacities 2” to 6” and 114” to 414” 





COMPOUND LEVERAGE FOR TIGHT PLACES 
10 times the leverage of regular 36 in. and In narrow trenches or other tight places, 
48 in. wrench gives it tremendous power. the Super-Wrench, with its short handle and 
powerful leverage, is the ideal tool. 
A ONE-MAN WRENCH PAYS FOR ITSELF ON 
One man with a Super-Wrench can loosen ONE TEAR-DOWN JOB 
the rustiest 6 in. fitting on the line. No A statement made about lots of tools and 


need to smash fittings. No need for two or machines—but in this case it actually does 
three men or a couple of yards of pipe hang- it, on one good tear-down job saving enough 
ing on the handle . . . Also the Super- in labor and fittings to more than equal its 
Wrench tightens a fitting without disturbing cost. Every kit should contain at least one 
joints already tight in the line. of these Super-Wrenches. See your jobber. 





And These Other Four Remarkable RIZ&(D Pipe Tools 





RiZeai> Wrenches 
RIZAID Cutters 
7 

Housing guaranteed against RIZAID Vises RIZAID Die Stock 
break or warp. Nut in open Ww ith quickly repl: aceable. 
housing easy to adjust. “Blue Ridge” blade of spe Bench, post, stand vises, One set of new style 

‘an't lock on pipe Power- cial steel—far more cuts yoke and chain types—with chasers threads 4 sizes pipe 
ful I-Be pam han dle with clean and burriess, lowe r no-mar jaws, pipe rests a in. to 2 in.), Remarkable 
hang-up he cost. and benders. new work-holder, one screw 


onnsestaar device, 





THE RIDGE TOOL COMPANY Dept. MS Elyria, Ohio 


Feilatib 


TOOLS 
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Go ‘ 
es ((C=1S4°>) 


ie 
The Stamp 
of Quality and Service 


Mr. Supply Dealer: 


We manufacture 
supplies as listed 











Belting & Accessories 


Leather Belting 


Flat, Solid, 
Twist, Oak, 
Chrome, Raw- 
hide. 





Lace Leather 
(Sides and Cut) | W 
| 


Rawhide, Indian 
Tan, Chrome. 


Rawhide Round 
(Safety Lace) 
Rawhide Pins 


Mechanical Leathers 


Packings, Wash- 
ers. 


Leather Specialties 


Straps, 


Joint 
Covers. 





Rawhide Mallets & Hammers | 


“If it’s made of Leather for 
Mechanical Purposes 
we make it’’ _ ee 


Gears and Pinions 
(Spur, Spiral or | 
Bevel.) 

(Non-Metallic) 
Rawhide, Fab- | 
roid, Bakelite, 


(Metal) 


Iron, Steel, 


Brass. 


Oil Seals | 


“Perfect” 


The- 


CHICAGO RAWHIDE 





MANUFACTURING CO. | 
CHICAGO 
ILL. 
ee ia. RR. 











| and 
ways to serve the trade. 


| Machinery 


| and has attended every 


. R. Martin, vice-president and man- 
ag er of the Machinists’ Supply Company, 
Pittsburgh. 


118-124 North Clinton Street, which 
it still On January 13, 
1917, the offices and warehouse were 


occupies. 


completely gutted by fire early on | 


a Saturday morning. By 8:30 am. a 
new place had been leased at Ran- 
dolph and Desplaines Streets and the 


| firm was doing business Monday 
morning with stocks rushed from 


manufacturers and loaned by fellow 


distributors. Contracts were imme- 


| diately let for a new building on the 


old site. Since that time, the company 





built its own building a 1901, at | 





has carried on in its remodeled quar- | 


ters with a firmly established system 


of doing business on a large 


scale. | 


Particular attention is paid to stock | 


and 
The build- 
ing which houses the Chicago stock 


its arrangement, 


and personnel has been arranged for 


and comfort of 
tomers and employees 


convenience 


self makes for greater efficiency. 
Mr. Welles has always been active 
in organized movements, both busi- 
He was instrumental 
in the formation of the Machinery 
Club of Chicago. For over 20 years 
he has been a member of both the 
and 
He is a charter mem- 
National Supply and 
Distributors’ Association 
convention 


ness and civic. 


New York. 
ber of the 
Machinery 


of that body. 
executive 


(Continued on page 92) 


special | 


cus- | 
. which in it- | 





Engineers Clubs of | 


After serving on the | 


| 


a 


You Control the air 


right at the / 
pe You a 


Quick As Wink 





Whether the air line runs way up 
on a steel structure and you want 
to change a hammer—way out on a 


bridge or down in a mine—a 
quarter-inch push on Quick-As- 
Wink Valve Sleeve at the coupling 
shuts off the air and automatically 
bleeds the air pressure from tool or 
hose beyond that coupling. 


And, altho, the coupling swivels 
freely, it cannot be disconnected 
while air is on—so it’s safe at all 
times. 


Users tell us this is the greatest 
general improvement in the use of 
compressed air they have ever seen. 


Quick-As‘Wink Valves and Valve 
Couplings are made with adapters 
to fit all sizes pipe or hose 4 to 
34 inch. They are all shown with 
list prices on new price book pages 
furnished free to supply houses. 
Many distributors have also ar- 
ranged for their salesmen to carry 
samples. They sell quick wherever 
shown to users of compressed air. 


Send for price book pages 
and sample Valve Coupling. 


C. B. HUNT & SON 


645 McKinley Ave., 
SALEM, OHIO 


GASTON E. MARBAIX, LTD, EUROPEAN 
DISTRIBUTORS, ADELAIDE HOUSE, KING 
WILLIAM ST, LONDON, ENG. 


¥ 




















A REAL MAINTENANCE SET 


BONNEY 
HEAVY DUTY SET 


of *C.V. (Chrome Vanadium) Wrenches 
! __—it—CtstC‘é*Pr'icle@® 


81 


























FVERY FACTORY, machine shop, industrial 

plant, etc., should have this set in their main- 
tenance department. It is especially designed for 
extremely hard service. The use of Chrome Vana- 
dium makes the wrenches light in weight, but with 
unbreakable strength. 


This set contains 10 sockets of sizes from 15/16" 
to 1-5/8" openings, except 1-3/16'and 1-5/16’—a 
ratchet handle, a short extension, a long extension 
and sliding T handle. Each set is packed in a sub- 
stantial black enameled carrying case. 


The leading Jobbers carry these wrenches in stock 





*CV is a Bonney BONNEY FORGE & TOOL WORKS Chrome 


trademark 


registered in ALLENTOWN, PA. Vanadium 


the U. S. Patent Makers of Special Service Wrenches of Chrome Vanadium, Carbon registered 
Office Steel Drop Forged Wrenches, Pipe Wrenches, and Drop Forgings August 11, 1925 








Patents Pending 
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“GENUINE DETROIT” 
GLASS BODY OIL CUPS 








Series No. 400 Series No. 500 Series No. 600 


These Oil Cups are well and strongly constructed throughout. The bodies of pressed brass 
and the sight feed posts of rod brass are so combined as to make a stronger and more substantial 
construction than the ordinary cast brass type. They thus better withstand excessive vibration. 


Their appearance is attractive. : 


The Filler Cover is provided with a spring that instantly snaps back when released, thus 
keeping the oil filling hole closed at all times. 


DETROIT | UBRICATOR (OMPANY 
DETROIT, U.S. A. 






















and blast the surtace 
and the paint,enamel or 
plate will take hold 
quicker, better and more 
enduringly. 


LEIMAN BROS. . 
PATENTED Continuous Feed 


SAND BLAST 


So Simple Anyone Can Use It Without 
Any Previous Experience 


iNrorMation LEIMAN BROS., INC. S\SSit.ch Swit se: 


MAKERS OF GOOD MACHINERY FOR 40 YEARS 


















The new catalogue of Carey Machinery & Supply Company is the fourth successive general catalogue 
issued by this leading house during the past fifteen years 


through the Donnelley organization. 


Who Gets and Keeps (1) Is it the distributor who says, ‘Everybody knows 


who we are, and what we sell. We can get along 
without catalogues’’? 


t 1e Best Agencies? (2) Or is it the distributor who keeps his goods before 


the engineers, superintendents and purchasing agents 
by good catalogue representation between his sales- 
men’s calls? 














| 
| 
| 








AGENTS FOR BROWN & SHARPE MACHINE TOOLS 


CAREY MACHINERY AND SUPPLY COMPANY 


119-121 E. LOMBARD STREET 


DIRECTORS: 


JAMES CAREY, JR. CHAIRMAN OF THE BoaRo G. CHESTON CAREY, Vice Pres 
A. MORRIS CAREY, Presioent ANOREW G. CAREY, Saces Moa 
JOHN H. OREM, JR..MGR MACHINE TOOL DEPT. ELMER E.ONEILL 


ISMA K.GARONER, Treasurer 


LONG DISTANCE TELEPHONE 
PLAZA 4630 


R. R. Donnelley & Sons Co., 
350 E. 22nd St., 
Chicago, Ill. 


Dear Mr. Beezley: 


WM. B HYSAN, Secrerary 


BALTIMORE ,MD. 


Attention of Mr. C. F. Beezley, Jr. 


J WILBUR COSTER 


July 15, 1930. 


We have just received the first copy of our new 10th 
edition catalog, and are enthusiastic about it - it certainly is a beauty. 


In making up this catalog we have been very much impressed with 
the amount of work your system saved us, and especially the intelligent 
way your Mr. Gurr handled our lay-out. 


One instance which impressed us especially was the ease with 
which you changed the showing that we had originally picked out on one 
line. We wired you for a showing on a new line about a week before the 
catalog went to press. It was a real advantage to us to have this new 
line shown, and we reclize that no one could have done this for us unless 
they had had the units already set up. 


We want to thank you for the careful work that has been put into 
this catalog, and to tell you that we think you have done a good job. 


CAREY MACHINER} 


SUPPLY CO. 


2™EDITION 


Very truly, 


CAREY G CLealoy n 
7 Presi te ° 


CAREY 
MACHINERY | 
&-SUPPLY CO © 


be 


8TH EDITION 


BALTIMORE 
MARYLAND 






















RT 


FO PRIESTER PETS So 


EFT ITS Ce 











For nearly fifty years the users of machinery and industrial supplies in the Baltimore territory have 
known that “Carey” stands for dependable goods and the assurance of Golden Rule deal- 
ing. The House of Carey has consistently furnished the buyers good catalogues 
as an essential part of the Carey service. 


h ) Gets Most of (1) Is it the distributor who lets the buyers guess be- 


tween calls about the goods he has to sell? 


e Vail and (2) Or is it the distributor who keeps “printed display 
fel :phone Orders? 


> of his goods at the elbows of the men who 


write the requisitions? 


rooms’ 

















This Isn't a 


Time 


to Do Nothi ng 


Start now to reduce vour cost of 


vetting orders in 1931. Put a 


carefully compiled new catalogue 


of your goods into the hands of 


the buyers before spring. The 


only wav to do this now is to em- 


ploy the dependable Donnelley 


Service—the quickest as well as 


the best. 


R. R. DONNELLEY 


CHICAGO 


& SONS CO. 
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New Cincinnatus Duoflex Belt: 
delivers more Florsepower - - 


Showing how the new Cincinnatus 
Duoflex Belt, with its unusual cross- 
wise flexibility, hugs the crown of the 
pulley much more tightly than the 
ordinary hard duck belt. This feature 
is especially valuable with small pulleys. 





The reason for the closer Fo y-hug of 
CINCINNATUS DUOFLEX Belt is 
the Automobile Tire Cord insert—giv- 
ing remarkable crosswise-flexibility and 
exceptional adhesion under the seam. 


Showing how belt without crosswise 
flexibility will lie on crown of pulley. 


Mazimum power transmission with less slippage—less 
power loss—less belt tension made possible by the new 
construction feature that gives Cincinnatus Duoflex Belt 
greater pulley contact and these advantages— 


1 


MORE HORSEPOWER 


Cincinnatus Duoflex Belt gives maximum power 
transmission . . . hugs the pulley with a gear-like 
grip. 


SUITABLE FOR HEAVY CROWNS 


Fits any type of pulley, large or small, regardless 
of crown, evenly, securely. 


LESS FASTENER TROUBLE 


Can be operated with more slack, less tension, 
consequently less strain on fasteners. 


LONGER SERVICE 


Less belt tension means less slippage, longer life 
and better service. 


MEETS HIGH SPEED PRODUCTION 
DEMANDS 


Flexibility combined with the great strength of 
its hard duck body makes Cincinnatus Duoflex 
Belt the best investment for modern high speed 
operation. 


Cincinnatus Duoflex has many advantages that can be readily demonstrated to the user 


and it is a belt that offers great sales possibilities to the distributor. 


Write today for 


descriptive literature and sample of this new and better belt. 





The Cine as Bubs Bubber Ms 
CINCINNATI. a ia 


Mr = 





— 
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“What’s Selling —— 
in My Territory?” een 


Western 









‘ 


See 


Based on reports from dis- 
tributors, comparing vol- 
ume of business for the 





month ending August | KEY TO cHaRT 
15, 1930, with business id = —-_ 
during the corresponding > - 
period of 1929. = oll 
<< eum 




























WEST 


| NEW | MIDDLE | EAST | 
| ENGLAND | ATLANTIC | CENTRAL | CENTRAL |SOUTHERN | WESTERN 





Item 





| 
| Decrease Increase | Decrease Increase | Decrease increase | Decrease Increase | Decrease Increase | Decrease Increase 








Belting, Composition 











Belting, Leather 





Belting, Rubber 









Belt Fasteners and Lacers 





Chain Blocks 


—————E 









Compressors 
Electric Tools— 
Drills, Hammers, etc. 
Grinding Wheels, Wire _ 

Wheels, etc. 


Iron and Steel Bars 

















Ladders, Safety 


Machine Tools and — 
Equipment 


E Mechanical Rubber 
Goods 
























| Mechanics’ Handtools 





Nuts, Bolts, and Rivets 


ee 


| Packing 
== 


| Paints, Lacquers, etc. 








Breas ciietitiieneninietesintanentctnessttennnia 
| Paint Spraying Equip- 
ment . 
Pipe and Pipe Fittings 
$$$ $ —  _ oes 


Pumps 






| Sandpaper, Emery Cloth | 


Saws 








| Shop Supplies 





| Transmission Equipmert 





| Trucks, Lift Trucks 


— 







Vises 





| Valves 
L 
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Our new TENSION CEMENTED BELTING 





means more profits for you 





Has Greater and More Uniform 
Adhesive Strength 
The laps and plies are so securely and 
uniformly cemented that they seem 
almost to have grown together. 








Absolutely Waterproof 
It can be used with perfect safety in 
wet places because all laps and plies 
arestrictly waterproof. This also is real 
insurance against accidental wetting. 











HIS new Leather Belt- 

ing is made by a process 
of tension cementing for 
which a unique type of Belt 
making machinery (patent 
applied for) was designed 
by our own engineers. 


Extensive field tests under 
all kinds of working. condi- 
tions have proven conclu- 
sively that it is vastly superi- 
or to Leather Belting made 
by any other process because 
it has greater and more uni- 
form adhesive strength in 
laps and plies, is more flexi- 
ble, heat resistant, and is all 
strictly waterproof. 


It means more profits to you 
because it reduces stock in- 
vestments,simplifies clerical 
detail, reduces selling costs, 
increases rate of stock turn- 


, overs, and costs no more 


than was formerly paid for 
our common cemented 
Belting. 


Write us for details of our 
co-operative selling plan. 


All Mill Supply Distributors 
are invited to visit our plant 
at Worcester, Mass., and see 
in operation the amazing 
type of Belt making machin- 
ery which is producing this 
new Leather Belting. 


OTHER 
INDUSTRIAL PRODUCTS 





Cement is as Flexible as the Leather Itself 
This means thatconstant bending back 
and forth over the pulleys will not 
break down the cement. It means a 
livelier Belt and one that wears longer. 











Costs No More 


This new and improved Belting costs 
no more than you formerly paid for 
our common cemented belts. 








Rubber Transmission, Conveyor and Elevator Belting 


Lace Leather 


Mechanical Rubber Goods 


Belt Cements and Dressing; 


Graton & Knight Company 


Worcester, Mass. 


GRATON 
KNIGHT 











Part of the office ammee P : w. Cc 


force at work. Mod- president and general 


ern equipment helps . : manager of the Ross- 
speed up operations. re ; Willoughby Co. 


. Hunter is 


Taking care of customers at 

the city sales desk. In the 

background, a part of the steel 
stock can be seen, 


Ross Willoughby 
Formal Opening of its 


Celebration to mark the open- 
ing of the new Springfield 
plant on September 18, 19, 20 





N September 18, 19 and 20, the Ross-Willoughby 
() Company, Columbus, Ohio, will hold a formal 
opening at the new quarters of its Springfield 
branch. The plant, which is located at 1310 West Main 
Street, was occupied on July 1, 1930. 
The Springfield branch was launched by Ross- 
Willoughby Company in 1920, with modest head- 
quarters on Center Street. Five years later, the busi- 


While the Ross-Willoughby Company has occupied 
its new home in Springfield since July 1, the formal 
opening will not take place until the middle of Sep- 
tember. A celebration is planned for the entertain- 
ment of the many visitors who will attend. 


ness had expanded to such an extent that an additional 
warehouse was secured on Jackson Street. The business 
was conducted at these two places until July 1 of this 
year when it was combined under one roof. 

The new building has a floor space of more than 
30,000 square feet, all on one floor, with the exception 
of the space set aside for the offices, which are located 
in the front end of the building on the second floor. A 


Small tools and supplies are attractively displayed. railroad siding runs alongside the rear of the plant, 
Steel shelving is used. affording excellent facilities for loading and shipping. 
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R. M. Clarke is man- 

ager of the com- 

pany’s Springfield 
branch office. 


A completely 
equipped pipe shop 
is at the service of 
Ross - Willoughby’s 
customers, 


H. L. Martin signs his name 


on the dotted line. 


He is the 


Company # hold 
SPRINGFIELD BRANCH 


Front row, left to right: Hunter, Clarke, Mallery, 

Benbow, Ward, Whittington, and I. Schwartz. Back 

row: Dieterle, Hennig, Deam, Martin, Nafz, Mershon, 
Applegate, Hennessey, and R. Schwartz. 


The personnel of the branch is made up of 17 people, 
4 of whom are outside salesmen. R. M. Clarke is 
branch manager, and H. L. Martin, purchasing agent. 
The salesmen, E. V. Hennig, W. J. Schwartz, M. F. 
Austin, and W. J. Nafz take care of the outside sales 
activities of the company. The territory covered is 
Western Ohio. 

The Springfield branch, which has been in operation 
for 10 years, has always been successful. Service has 
been the keynote of the organization, and with the new. 
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spacious quarters, so amply provided with modern fa- 
cilities, customers can expect their requirements to 
be taken care of in the future even better than in 
the past. 

The employees’ appreciation of light, air and good 
equipment is reflected in their work. Everything moves 
with a snap—there is no sluggishness or congestion. 

The main office at Columbus was organized and 
incorporated in 1912. Here, as in the Springfield 
branch, a full line of mill and contractor supplies is 
carried. A machine shop and factories are also main- 
tained at the home plant. 

The present officers of Ross-Willoughby Company 
include W. C. Hunter, president and general manager ; 
R. W. Martin, vice-president; J. R. Starr, secretary, 
and E. M. Birkenbach, treasurer. 


Note the neat arrangement of merchandise in the new 
warehouse. 
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Value.. 





Far Beyond the Cost 


In New Side-Suction Centrifugal Pumps 


The low cost of this new line 
of small, side-suction cen- 
trifugal pumps recommends 
them at once. Features in- 
clude a non-clogging impeller 
and integral support head, 
assuring perfect bearing 
alignment. These pumps are 
highly satisfactory for low and 
moderate heads, and for 
pumping almost any liquid 
or semi-liquid which does not 


DEMING-MUELLER 














contain much solid matter. 
Despite very moderate prices, 
materials used are of the fin- 
est Deming quality. 

Let us tell you more about 
the real profit possibilities in 


this line. Write for bulletin 
No. 4000-A. 


THE DEMING COMPANY 
Established 1880—Salem, Ohio 














MALLEABLE, CAST IRON AND 
BRASS PIPE FITTINGS 





“ILLINOIS” 
Malleable Fittings 
made 
est grade of 
Iron in 
extra 
screwed or 


are from the fin- 


malleable 
standard and 

heavy patterns, 

flanged. 


\ complete line of Quality Valves. 
Pipe Fittings of Cast Iron, Malleable 
Iron and Brass—Standard and Ex- 
tra) Heavy—Screwed and Flanged. 
Malleable Castings made from cus 
tomers’ patterns. 


ILLINOIS 

















IRON CO. 


Mill Supply Distributors are assured 
of a 100 per cent jobber policy that 
affords a liberal margin of profit. A 
fast selling line and steady repeat 
business for you. 


“ILLINOIS” 
Brass Fittings of 
Standard Design 

made from mixtures of 
crucible metals under 
modern production 
methods—tested 100 per 
cent, thus guaranteeing 
a product for life and 
service, 


“ILLINOIS” 

Cast Iron Steam and 
Drainage Fittings 
are of super quality 
homogeneous foundry 
iron—tapped with pre- 
cision to provide perfect 

adjustment. 


MALLEABLE 








CHICAGO, ILL., U.S. A. 











(Continued from page 80) 


Committee and as_ vice-president 
several times he was elected presi- 
dent for the 1927-28 period. 

He is a member of the Chicago 
Association of Commerce, now on 
the executive committee; a trustee 
of Evanston Hospital Association 
and Western Theological Seminary : 
a vestryman of St. Mark’s Episcopal 
Church, Evanston; a member of all 
Masonic bodies; a member of the 
Union League Club, Chicago, Cham- 
ber of Commerce of the United 
States, American Institute of Metals, 
National Machine Tool Builders 
Association, Railway Supply Deal- 





| The Foltz Manufacturing and Supply 


Company, Hagerstown, Maryland, has 

been in business for over 50 years. 

Robert G. Foltz, right, is president of 

the company, and C. E. Plack, left, is a 
salesman. 





ers’ Association and Railway Busi- 
ness Association. For purposes of 
recreation he likes golf best, belong- 
ing to the Glenview Golf and the 
Evanston Country Club. 

Mr. Welles has always been un- 
usually fond of music. When a boy 
he aspired to be a bandmaster, at 15 
playing the alto horn in a country 
band and later the B-flat cornet in 
the Pecatonica Silver Cornet Band. 
He evidently enjoyed these earlier 


| musical activities, but today his pet 


is Opera, of which he is a generous 
patron. He has traveled extensively 


| in Europe and has been to Egypt 


and the Holy Land, yet has not neg- 


lected his own country, which he 
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—but common aims and 
years of working shoulder to 
shoulder toward those aims, 
I) —such spiritual kinship is 

‘i _j| just as close. 
The one man in this organization who, for the 
longest time, shared the early problems and 
helped solve them consistent with our found- 
er’s unfaltering ideals, is Roy L. Stewart. His 
was the major problem of sales and sales han- 


I) “ILOOD is thicker than water 
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dling, though he also supervised the building 
of the new plant in its present location twelve 
years ago. 


Such understanding and sympathy with the 
basic ideals of this organization fit Roy Stewart 
to share with Douglass Stockham the present 
problems of distribution, humanly, equitably, 
and with results that truly measure up to “the 
basis of greatest service.” 


STOCKHAM PIPE & FITTINGS CO., Birmingham, cAla. 





94 


MILL SUPPLIES 








Industrials 
and 
Building Construction 


Demand 


IMPERIAL 
EQUIPMENT 





ODAY—welding and 

cutting is in increasing 
demand for maintenance 
work in industrials, building 
construction, garages, etc. 
Here is a most profitable line 
for you! Imperial is the best 
known equipment on the 
market! The No. 5 welding 
and cutting outfit illustrated 
above is most complete, 
conquers all welding and 
cutting problems from the 
lightest to the heaviest. All 
torches and regulators are 
chromium finished; tips have 
choke taper bore. Write for 
sales plan. 


ALSO 
MAKERS OF 


S.A.E. Flared Tube 
Couplings and 
IMPERIAL Com- 


pression Couplings. 


“STANDARD OF THE TRADE” 


Imperial 
BRASS MFG. CO. 


511 S. Racine Ave. 
CHICAGO, ILL. 








| smoothly 


| is improving much 





has covered thoroughly, including 
Honolulu. 

In 1896, Mr. Welles married Miss 
Emelyn L. Munch of Chicago and 
they now reside at 1315 Forest 
Avenue, Evanston, Illinois. They 
have twin sons, both in the banking 
field. Donald is assistant vice-presi- 
dent of the Harris Trust and Sav- 
ings Bank, while Edward holds the 
same position’ with the National 
Republic Company. Mr. and Mrs. 
Welles have also been blessed with 
five grandsons. 

Mr. Welles feels that ‘the industry 
faster than is 
generally realized. He states that 
business is being transacted more 
and fairly because the 











R. B. Hanna, purchasing agent of the 
Baldwin Supply Company, Charleston, 
West Virginia, with J. P. Chandler, 

sales manager. 





ethics are improved, and that the 
relations between the distributor and 
manufacturer are growing more har- 
monious as each becomes _ better 
acquainted with the real functions 
of the other fellow, both realizing 
the tremendous difference between 
the early days of simple barter and 
exchange with little organization, and 
the present set-up which, involves in- 
tensive merchandising on the part of 
all. To him the best sign of all is that 
nearly everyone concerned with in- 
dustrial distribution 
that “distributors 
economically.” 


concedes 
indusrty 


now 
serve 





A Service 


your customers 
will appreciate 


Many manufacturers and file users 
have file problems which they find 
difficult and expensive to solve to 
their satisfaction. 

The file salesman who shows his 
willingness to cooperate with the user, 
helps the consumer and increases his 
own assets by building up good-will. 

We maintain thoroughly trained 
mechanics whose duty it is to solve 
these file problems and thus not in- 
crease the burden on the salesman. 
There is no obligation incurred by 
either the users or the salesman in 
accepting this service. 

Send us the kind and shape of 
material used, the finish desired, and 
a description of the work. This sales 
service cannot help but make future 
business for the salesman. 

The American Swiss File Handbook 
illustrates and lists 2,400 different 
sizes, shapes and cuts of American 
Swiss Files of Precision. This wide 
range of selection is another service 
your file customers will appreciate. 


Send for it. 





AMERICAN SWISS FILE & TOOL CO. 
Elizabeth, N. J. 


Ment 


410-416 Trumbull St., 





SwisS 
files of precision 


Mechanics’ Hand Tools 
and Knurls 


‘*BUY FROM YOUR DISTRIBUTOR” 
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A RAPID AND- 





























WAY TO Cul STANLEY-UNISHEAR 
“MIGHTY MIDGET” 
The Motor Driven Hand Shear 

s H EF E | M PN T EF R | ip Easier to handle than a pair of snips and does 


smoother, cleaner work. Weighs only 6‘ 
pounds. 100% safe. Speed — 15 feet per 


minute. Capacity — 18 U. S. Gauge (0.050) 
a F F V F P ed hot rolled steel or galvanized iron. (other 
materials in proportion). Handles inside and 


outside cuts—angles, curves and straight cuts. 


Price 110 volt motor $75.00 
D E S ¢ R | P | | () N 220 volt motor 78.00 


POHEET (KON? 
UNISHEAR LEATHER » VENEER 


Type 0-15 


(15” Throat) RUBBER d MICA 
Minimum radius STEEL - BRASS 


4%". Starts cutting 


poe Fe Me rg ALUMINUM ~~ FIBRE 


cuts angles, curves 


™ and straightaway. 
Speed up to 15 feet per minute. Capacity No. 14 A S B E STO S y CA ~ D) ba 
U. S. Gauge (5/64") hot rolled steel or galvanized 
iron (other materials in proportion). 


yr COMPO- 
Other “0” types of Stanley-Unishear include 0-36 B O A R > 


(36" Throat) and 0-54 (54” Throat). 


Prices for various voltages, cycles and phases upon BR ‘@) A ~ D y C F LLU Te) | D 
request. 
Othe = Unishear Models handle up to \” y W | ~ F M E S H x 





THE STANLEY ELECTRIC TOOL COMPANY 


New Britain, Conn. 


Sales Offices and Service Stations : New York Chicago Cincinnati Philadelphia Detroit 
Kansas City Los Angeles Seattle San Francisco Montreal Toronto 


OP rer | BENCH GRINDERS 
SAFETY SAWS 






HAMMERS 
CUTTING TOOLS AERIAL GRINDERS 
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anufacturers 


Ne WS 


A department where manufacturers may announce 
new literature, changes in personnel, news of 
executives or salesmen, changes in quarters, or 
any other facts of interest to the trade. Photo- 
graphs or cuts are especially destrable 





ely 





Reynell Is New Purchasing 
Agent for Worthington 
\RLETON REYNELL was 
recently appointed purchasing 
agent of the Worthington Pump and 
Machinery Corporation, to succeed 
the late Clarence W. Hodges. Mr. 
Reynell’s first position after graduat- 
ing from Cornell University in 1907 
was with Worthington as a drafts- 
man. 
wide 
Long 


gained 
the 
York sub- 

Subway 


Since then he has 
industrial experience in 
Island section of the New 
the Empire State 
Company on the Lexington venue 
line, and the Kavens Woods and Long 
Island City Consolidated Gas Plant. 
During the war Mr. Reynell served 
in France as a captain of the en- 
gineer’s tank corps. 


ways, 


Robert June, advertising council, 


He was at 
engineer for 


one 
the 


time purchasing 
American Sugar 





These men attended the recent semi-annual sales convention of The Turner 

Brass Works, Sycamore, Illinois. Left to right: J. W. Becker, vice-president and 

general manager; C. W. Muench, advertising director; C. I. Horwitz, export 

manager; P. M. Dreyfuss, New York representative; G. F. Newman, New 

England representative; J. R. Hollingsworth, Western representative; 'B. 

Starr, Southern representative; C. F. Masterson, manager bronze department; 
and A. E. Meigs. Pacific and Seaboard representative. 








A banquet was one of the features of the sales conference recently held in Detroit 

by Whitman and Barnes, Incorrorated, Detroit, and the company’s subsidiary, 

Canadian Detroit Twist Drill Company, Walkerville, 

were William C. Roney, president gt gd Roney and Company, Detroit; 

etroit a 

Toronto territory; W. Bruce Campbell, distributor in Winnipeg territory, and 
Henri Aelion, company representative in France. 


Ontario. Special guests 


M. Taylor, distributor in 


Refining Company, and later for 
McClellan and Junkersfeld. Previous 
to coming to Worthington he was 
with the firm of Abels, Reynell and 
Campion. 

Mr. Reynell is vice-president of 
the New York Association of Pur- 
chasing Agents and a member of its 
executive committee. 

* HK * 

Whitman and Barnes Repre- 
sentatives Meet in Detroit 
Sales representatives of Whitman 

and Barnes, Incorporated, Detroit, 

came from all parts of the United 

States, Canada, and Europe to con- 

vene August 4 at the home office and 

factory for a 3-day sales conference. 

While there the men received indi- 
vidual and group instruction on new 
products developed by the company 
this year. These include “Blue Dia- 
mond” high speed drills for high 
production work, “Hercules” major 
drills, and “Hercules” interchange- 
able punches and retainers. 

The program also included visits 
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—made of heavy rolled 
steel thus eliminating the 
possibility of a defect- 
ive casting for these 
important parts. 
safety thus becomes a 
positive Par) 5 “4 





CHAIN HOISTS—TROLLEYS--TRAVELING 

CRANES JIB CRANES-~ LOW HEAD 

ROOM TROLLEY HOISTS. TWIN HOOK 
HOISTS—HAND WINCHES, Etc. 


You can secure WRIGHT Equipment from your Jobber 
WRITE FOR NEW CATALOG 


WRIGHT MANUFACTURING COMPANY 
BRIDGEPORT, CONNECTICUT. 
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Speaking 
of Pumps 


Here’s the new Roper Ro- 


particular needs. 


highly successful in all mech- — Complete technical and perform- 
. +o: b ance detail in Catalog 58S. 
anisms requiring dependable Wan os se ae We 


service under high pressure. —*° °Pligation. 


stokers; machine tools; ac- paLtLas 


























Pump direct-connected and mounted on com- 
mon bed plate with motor. This is just one 
way in which this, series can be adapted to 








cumulator service and simi- 
tary Oil Pump, now availa’ lar mechanisms. Can: be 
ble for pressures up to 1,000 built in as an integral part 
pounds. These guaranteed, of any machine. Sizes and 
sturdy, efficient and eco- designs to meet individual 
nomical pumps are proving requirements. Investigate! 


hydraulic presses, hoists, GEO. D. ROPER CORP. 

all ;-. ROCKFORD - ILLINOIS 
For direct-connected use in peta oun: 
SAN FRANCISCO 








to industrial plants in Detroit, where 
the men saw demonstrations of these 
new products in actual production 
operation. 


* *« * 





Ruether 25 Years in Rubber 
Industry 


B. F. Ruether, manager of sales 
for The Mechanical Rubber Com- 
pany, Cleveland, has been with the 
organization for 25 years—his serv- 
ice beginning with the Peerless Rub- 
ber Company before it was merged 
with Mechanical. 

In recognition of Mr. Ruether’s 
silver anniversary in the business a 
substantial check was presented to 
him recently by the assembled mem- 
bers of the office organization, with 
the suggestion that it be used for 
something that Mrs. Ruether could 
also enjoy, and so the check was 
turned into a Telechron grandfather’s 
clock that chimes every 15 minutes 
to keep the Ruether family constantly 



























ESTABLISHED 1905 


F LEXIBLE SHAFTS AND EQUIPMENTS 


The World’s Largest Exclusive Builders 


Type Y% to 2-H.P. 
MS4—%-H.P. Vertical 


a . ; 
F] 
| | 

ae 


Ty 
M5—%-H.P. 













28 


We build many attachments for these machines fitting into hundreds of operations 
and many more types of equipments, capacities from Yg to 2h. p. Send for catalog. 


Manufactured by 


N. A. STRAND AND CO. 


5001-5009 NORTH LINCOLN STREET - - 


Type 
RE-M4—%-H.P. 


‘€: 


T e Type Type 
M6-C—34-H.P. M2—", HP. MPS—%-H.P. M7-A—1%%-H.P. 
| 





reminded that “Dad” has been in 


| the rubber business for more than 
25 years. 





Edward Dawson 


Dawson Becomes District 
Manager for Holo-Krome 


The Holo-Krome Screw Corpora- 
tion, Hartford, Connecticut, manu- 
facturers of safety set screws, hol- 
low-head cap screws and pipe plugs, 
has just appointed Edward Dawson 
district sales manager, with head- 
quarters at 407 Broome Street, New 
York. 


x* * * 


Patent on Dayton Rubber 





Product Proved Valid 


Contention of the Dayton Rubber 
Manufacturing Company, Dayton, 
Ohio, that its V-belt of rubber and 
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A SUGGESTION AND INVITATION © 


Today only the product of established leadership sells in sufficient volume to 
repay sales-outlay by the Distributor. Only consumer-preference of long 
standing justifies Jobber-preference in handling a line. As in similar slack 
periods for the past 20 years, “Allens” rank among hollow screws as the line 
of least resistance in a highly resistant market. And many a weather-eyed 
mill supply house has become associated with us in such periods. 


THE ALLEN MFG. COMPANY, Hartford, Conn. 
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i 
i 
i 
Self-Centering {| 
i i 
| CHUCKS” | 
with i 
The Geared 1 
+ Scroll Movement 
A These are the Cushman 
# Chucks par _ excellence. 
# =6They are that type, above 
3 ° . 
4% all others, with which our 
j name is associated in every 
iy country, just as much so 
#{ to-day as it was fifty years 
j agu. 
f v. . ’ 
: Since A. F. Cushman 


conceived of his first Scroll 
Chuck in 1862, there has 
been a constant aim to 
make these Chucks better 
and still better whenever a 
way could be found to 
do so. 


Se ESCO LL a 


wwe 
SPA EERE SESE 
OE AAAS SS 


i In the meantime, for this 
type of Chuck we have de- 
signed and built a collec- 
tion of tools that cannot 
be found duplicated any- 
where. 


ELAN AEA 


ALON AUDA AAS 


Once more, we _ have 
again redesigned the entire 
line from the 71-inch size 
upward, and have given it a 
reserved gripping strength 
i which is much beyond what 
; is usually needed even by 


prrrmpevrrrnntrnentantesteeenerennets MSN CSS. 7 7 














7, the high-powered engine H 
4 lathes that are being built § 
Hy to-day. 4 
' Your specifications should i 
j call for the i 
t 


New 384A Line. 
Do you wish for our 
Latest Catalogue No. 47? 
It is a very interesting 
one with much detailed in- 
formation. 





THE CUSHMAN CHUCK CO. NARTFORD.CONNULSA 


i directed by the 
| against 


fabric, which is widely used on auto- 
mobiles and many types of mechani- 
cal drives, was a new structure and 
that the basic patent covering the 
device was valid was upheld recently 
by the United State Court at Colum- 
bus, Ohio. 

The decision of the court brought 
to an end a suit which had been 
Dayton 
a distriputor of infringing 
belts and also the manufacturer. 
Counsel for the plaintiff company 


concern 


were Hl. \. Toulmin and H. A. 
Toulmin, Jr., Dayton- patent attor- 
neys. 


Vogt Machine Company in 
Fiftieth Year 
The Henry Vogt Machine Com- 
pany, Louisviile, Kentucky, founded 
in 1880, is celebrating its fiftieth an- 
niversary this year. 
started out in a 


The company 
small two-story 


| structure. Now, its plant covers an 


| 





| chusetts, 


area of 19 acres. 
Simons Saw and Steel Centers 
Plants in Fitchburg 


An immense saw factory, consist- 


ing of building units of the most | 
modern type is to be built imme- 


diately by the Simonds Saw and 
Steel Company in Fitchburg, Massa- 
where the- industry was 


| founded nearly a century ago. 


Announcement of the purchase of | 


|a large tract of land, located in the 


| group is completed. 


easterly section of Vitchburg, along 
the line of the Fitchburg division of 
the Boston and Maine Railroad, has 
just been made by the officials of 
the Simonds Saw and Steel Com- 
pany. An entirely new plant for the 
manufacture of saws, machine knives, 
and files, will be built on this loca- 
tion at an- estimated cost of 
$1,500,000. Two large 
located in Fitchburg, will be vacated 
as soon as the new manufacturing 
The plant of 
this company in Chicago will also be 
made a part of the new consolidated 
plant and will occupy a prominent 
part of the proposed manufacturing 
program. 


In Fitchburg the present manufac- 


turing plant, entirely rebuilt in 1904 | 


and consisting principally of build- 
ings four stories in height, on a large 


acreage in the heart of the city, will | 
| be vacated when the new buildings 








Your... 


BRAND 
NAME— 





LINEAR 


QUALITY 


PACKINGS 


has an added 
Pulling Power 


factories | 





Waterproof Hyd. 
All Grades 


on 





It’s worth something to sell a quality 
packing under your brand name. 
Sales belong to you that way, and 
there can be no danger of competing 
manufacturer. 
over. The “for resale only” policy 
isn’t a settled thing even now. But 
if you sel] Linear Packing under your 
brand name, that is a step in the 
right direction 

Linear quality of course! 


Think it 


You know 


We make 24-hour deliveries on all 
standard packings, and make special 
packings to order. 





Send us your orders and 


inquiries 





LInzaR 


PISTON AND SHEET PACKINGS 
State Road and Levick Street 


Philadelphia 
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to the Man 
on the Job 


F you followed Square “Gee” pro- 
duction and inspection methods you 
would think the goodwill of each 


customer hinged upon a single fitting. 


Soundness, chamfer, bands, threads . . 
details that assume huge proportions 
to the man on the job are guarded 


closely in the modern Grabler factory. 


The man on the job must be satisfied. 
We respect his judgment of sound fit- 
tings and thereby establish his prefer- 
ence. On your customers’ orders, 
Square “Gees” will assure you that 
same preference. 


THE GRABLER MFG, COMPANY 
6565 Broadway + Cleveland, Ohio 
Warehouses 
4 New York - Chicago - Los Angeles - San Francisco 


$4 
’ - ’ f q 

ree . - 8 at: . on 

Se 7 A 


5° 


YOUR FITTING PROBLEM IS SOLVED WHEN YOU SAY SQUARE “GEES” 


SQUARE “GEE” 
Pipe Fittings: 


ORAINAGE, BRASS 








MALLEAG LE, CAST IRON 




















102 MILL SUPPLIES 








A new and improved process 
Develops 8 Superior Points 


5 
& 


7 
8 


Nickel and Copper Hardened Thermo-Lectric babbit metals 
are the result of a new and improved process of manufacture, 
not an experiment! Manufactured by the Thermo-Lectric 
process under Automatic Temperature Control, a complete 
and uniform distribution of the hard, high melting metals 
throughout the soft, low melting melting metals, is obtained. 
This is a feature that cannot leriv from any other 
Write at once for the details. 


Territory open for representatives. 


Buffalo Foundry & Machine Co. 
Buffalo New York 


LECTR 


LF car TREATEN 
Base ABBIT TT 


Improved Structures. Greater Safety. 


Less Wear. 
Reduced Shrinkage makes 


for closer bond between 
lines and shell. 

Pours with ease; clean, free- 
running. 


Higher Compression. 


Uniform Hardness. 


AWN 


Extreme Toughness. 


process. 




















Even a camel 
must drink 
once a week 


BUT ae 


ARGUTO comes to you 
having had 
its lifetime drink 


GRGUT 


WAYNE JUNCTION PHILADELPHIA 





“I used ARGUTO first in 
1906— often since.”’ 


(From an unsolicited letter) 


OILLESS 
BEARING 























OILLESS BEARINGS 




















are ready for occupancy. This is 
expected to be about June 1, 1931. 
This group of buildings will in all 
probability be occupied by another 
large industry. 

The file works of the Simonds 
Company which occupies a separate 
factory in another location in Fitch- 
burg will be generously provided for 
in the consolidation plan, where its 
further rapid expansion is antici- 
pated. 

Simonds, through its various 
manufacturing plants, has been a 
self-contained organization and will 
continue with this same policy as 
indicated by the fact that an exten- 
sion is being made to its steel mills in 
Lockport, New York, where most of 
the special steel which goes into the 
making of Simonds products is made. 


* * * 


Peterson Is President of 
Shafer Bearing 


The Shafer Bearing Corporation, 
Chicago, announces the election of 
Victor W. Peterson as president and 
general manager. Mr. Peterson is 
also president of Hannifin Manufac- 
turing Company, and the Sherman- 
Manson Manufacturing Company. 

Plans for expansion of the Shafer 
business are being developed imme- 
diately and will include extension of 
the present line of roller bearings 
for industrial and railroad services. 

Research laboratory and engineer- 
ing department facilities at the com- 
pany’s Chicago plant are being en- 
larged and new equipment being 
installed. Additional special machines 
and testing devices for both railroad 
and industrial bearings will be in- 


stalled. 
s & = 


Link-Belt Release on Chain 
Drives 

The Link-Belt Company is issuing 
an interesting news release, number 
179, describing the methods for in- 
creasing chain life. Charles R. Weiss, 
chief engineer for the company, has 
outlined five things to do to make 


chain drives last longer. His sug- 
gestions ars: 
“1. Proper alignment. Be sure 


that sprocket wheels are in line on 
the shafts. If the sprockets are not 
exactly in line, a side pull develops 
which concentrates the load on the 
side of the sprocket teeth, and on 
one side of the chain. This faulty 
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View showing our No. 48-30 Work Bench in aircraft motor manufacturer's plant 


Here are the Products—there is the Market! 
Are You Getting Your Rightful Share of this Business ? 


UNDOUBTEDLY there is a need and demand for factory equipment of this kind among your trade. Hundreds 
of mill supplies distributors have proved that! Then why not you? We can actually give you cases where 
many distributors have built their whole business about our line as a leader. Think of it! Over 250 items in our 
large 112 page catalog! Every shop, factory or office is a potential prospect for this equipment. The possibilities 
for you in this angle steel and sheet metal equipment business are unlimited—and we can prove it. 


Write us today for catalog, price list and generous 
discounts. Better to investigate now—than to 
wish you had. 


See our 24-page Advertisement in 
Mill Supplies Catalog and Directory 


Save with Steel 


IN this three-word slogan there is packed a volume of 
selling talk. You have an argument to put before 
your trade that is all one-sided—your side. It only re- 
mains Pe P age! to - up this —— ae = the 
right brand of steel equipment. ere is the line—you Na 42.9 : 7 — " ~ 
have the organization! ‘Team up” with us for greater All 39” deep and 34” high, floor to fat top. These unite ‘may be 
volume — increased profits! Our equipment is known placed end to end and bolted one unit to the next by moving the 
throughout the world. It has been nationally advertised bench leg to support the ends of adjoining units. Ends are turned 
for many years. It has been tried and proven under up 4” high. Shelf turned up at back about 2”, and turned down 
actual use under the hardest working conditions. You in front. , Bench may also be had without shelf. Drawers size 20 


4 . : tions wide, 18” deep, 5” high—arranged for pad-locking. Rigid and 
have everything to gain—nothing to gamble! Write, wire durable channel reinforcement underneath top. Back is turned up 
or phone today! 4” high. Finish: olive green lacquer. Shipped KD. 


maa = 


No. 24-24-40 Box Truck No. 108 Bin No. 1218-P.C.T. Bench Drawer 


We also make: Bench Legs; Bench Seats; Boxes, Tool; Busses; Cabinets; Chairs, Fac- 
tory; Chairs, Posture; Desks, Factory; Desks, Office; Machine Tenders; Pans, Lathe 
Chip; Racks, Bar Storage; Stools of all kinds and for all purposes; Tables; Trucks; 


No. 440 Steel Stool Waste Cans, Etc., Etc. No. 88 Foreman’s Desk. 


Write to: ANGLE STEEL STOOL COMPANY 


The Steel Equipment People . . . PLAINWELL, MICH. . . . 7, complete Catalog C-MS 


with price list and discounte 
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EVEN IN 

FILE HANDLES 
IT PAYS TO 
SELL THE 


BEST 


(Patented 
July 12, 1921 
No. 1,384,154) 










HERE is a best of every- 

thing—and in file handles it’s 
SHUR-GRIP, the handle that won't 
split or come loose. SHUR-GRIP screws 
on, cutting its own thread right into the 
tang of the file. It unscrews as easily as 
the stem of a pipe and can be used over 
and over again, but you can't pull it off 
with all your might and main. That is 
why shop toremen everywhere take to 
SHUR-GRIP at sight. ‘hat 1s why they 
can afford to pay the slightly higher 
price which includes a_ considerably 
higher profit for you. And finally that is 
why you should be selling SHUR-GRIP 
file handles. Ciip and mail the coupon 
below today! 
NOTE Hyro also 


makes 


SHUR-GRIP solder 
tron handles, built on a similar principle. 
They too can't come loose and in addition 


have an air vent that prevents scorching. 


HYRO 
SHURGRIP 


FILE HANDLES 
wy ——_) 


It Screws on a File Like » Nut Screws on » Bott 
And CAN'T COME OFF Unless Unscrewed 


Lasts Longer 
Holds File Rigi 


Prevents Accidents 


Saves Time and Labor | 


SAFETY with ECONOMY 





rHIS EFFECTIVE DISPLAY FREE 
WITH YOUR FIRST ORDER! SEND THE 
COUPON NOW FOR FULL DETAILS! 


Hyro~ Manufacturing Company, Inc. 
205 Varick Street, New York City 


---—--—---, 
| HYRO MFG. CO., Ine. 9-30 | 
| 205 Varicek Street, New York City | 
| Please send me price list and full details 

1 about (please check): | 
Shur-Grip File Handles 0 | 
| Shur-Grip Solder Iron Handles 0 } 
Th Chine 0i- due wa tia abirm ence gras ee wane @ anne ease ! 
| ite So. 5- tied « co a'r acasg 0 artnet ene ena ! 
| City ] 


| 





alignment results in excessive wear 
on both chains and sprockets. 
“2. Proper adjustment. The chain 


should be run just a little slacker | 
tension | 
causes undue wear on the chain, and | 


than a belt. Too much 
wasteful friction on the bearings. Not 
enough tension, of course, may allow 
the chain to jump the sprockets, or 


ride the teeth and break. 


“3. Frequent lubrication. The 
chains should be lubricated at fre- 
quent intervals. A good grade of 


light cylinder oil should be used. 
\ paint brush is a good thing for 
applying oil to the chain joints. Paint 
the open joints on open (upper) side. 
Oil the closed joint chains on inside 
(upper side of lower run) 
drive is running slowly. 

“4. Frequent cleaning. Take the 
chain off, and clean it well by soak- 
ing and dipping in kerosene. Dry 
well, and oil it thoroughly before 
starting up again. Before shutting 
dcwn a machine for a period of time, 
clean the chain, and oil it with heavier 
When it is to be used 
again, re-clean and oil with light oil. 

“5. Well-fitting sprockets. Look at 
the sprocket wheels from time to 
time to make sure that they are not 


while 


oil or grease. 





Here Is The Place 
To Begin Saving On 


Your Power Costs 


Semi-Steel 
Ring Oiling 
Shaft Hanger 


Our engineers have found that 
not one manufacturer in one 
| hundred knows how much power 
‘is being lost through inefficient 
hangers. Bond Hangers are con- 
structed to conserve every avail- 
‘able ounce of power. 


Here are a few points 
of superiority: 


worn enough to injure the chain. | 


Before the teeth are worn to a hook 
shape, the wheels should be replaced 
with accurately made 
fitting sprocket wheels.” 

The Link-Belt Company has also 


and 


| prepared a 176-page data book, num- 


nounce 
| Cooper 


| district 


| Idaho and British Columbia. 
Marsh company manufacture heating 
systems and units, industrial instru- | 





ber 1615, on belt conveyors, called | 


“The New Testament of Conveying 
Methods.” 

The Pacific division of Link-Belt 
has just moved into its new manu- 
facturing plant and office, located 
at Paul Avenue near Bayshore High- 
way, San Francisco. 


* * oK 


James P. Marsh Appoints 
Representatives 


James P. Marsh and Company, 
Chicago, a division of the Commer- 
cial Instrument Corporation, an- 
the appointment of M. A. 
as district sales representa- 
tive with headquarters at 
Orleans, Louisiana, and E. L. Aikins 
of the Marsh Sales Company as 
representative for the states 
of Washington, Oregon, Montana, 


The 


close- | 


New | 





Bond Hangers are 
Double-Braced, afford- 
ing an evenness of 
strength. ; 
The Steel Case Hard- 
ened Set Screw prov- 
vides accurate adjust- 
ment. 


The Bond method of 
placing the nicked stud 
in the sand _ before 
moulding eliminates 
the necessity for crack- 
ing the yoke. 


Invite a Bond representative 
\to show you how to save money in 
‘your power transmission lines. 


Bond Casters reduce materials 
Handling costs because they 
are made to “fit the job.” 
Send for a catalog. 


GO” Fumiry & Macine Co 


| Manheim, Lanc. Co., Pa. 
| Phila. Office: 617 Arch St. N.Y. Office: 256 Broadway 


| Chicago Office: 39 S. Clinton St. 
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Wil DROP-FORGED \, { 


U 


4 SOCKET S&S 
MOF WRENCHES 


vA 
j { 
\ 
| 


Chrome- 
Plated 
Finish 


if A COMPLETE 
NEW 


af Line of Wrenches 
in Four Patterns — 


BANTAM 
STANDARD 
HEAVY DUTY 
EXTRA HEAVY DUTY 


For Automotive and 
Industrial use. Catalog? 


J. H. WILLIAMS & CO. 
“The Wrench People’ 
New York BUFFALO Chicago 
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Sales 
already started for you! 


Parker Vises 
are used by the 
makers of good 
products and built 
for a lifetime of 
hard service. 








29X It is worth a lot to a salesman to handle products that 
Machinists’ are known—and favorably known—to his customers. It 
Surivel aso saves a good deal of “missionary” work and argument. 


Parker Vises are accepted as fine equipment throughout the 
industrial field. Built to particularly fit every need of the 
shop—and available in a complete range of types and sizes. 


SEVEN POINTS OF PREFERENCE 


The guarantee of performance 


PARKER VISES & 


THE CHARLES a co., a Vise Makers 
RIDEN, CON 
N. Y. me. 25 Murray Mie. N. Y. C. 


Makers of the Famous Parker Gun 


Vise. Best for 
all types of 
work 




















Forty Years of “QUALITY SUPREME” 
Stands back of 


GALVA CAP 


Industrial Brooms 


In the center of the Broom Corn West, 
the World's Largest Broom Factory is espe- 
cially favored by every condition for LOW 
COST and HIGH QUALITY productions. 


DISTRIBUTORS SERVE INDUSTRY 
ECONOMICALLY, when they furnish 
GALVA CAP BROOMS. 


Mr. Consumer—If your Dealer does not 
handle GALVA CAP BROOMS, let us 


know and we will tell you why. 


Mr. Dealer—If you are selling a good 
broom, maybe GALVA CAP is better. 





Price and Quality Satisfaction guaranteed 
or returnable at our expense. 


DESHLER BROOM FACTORY 


Dept. G. C. 
DESHLER, NEBRASKA 











ments, 
gauges. 


automatic air valves and 


* * * 


Gilmer Appoints New 
Distributors 

L. H. Gilmer Company, Philadel- 
psia, announces that the following 
Pacific coast distributors are now 
handling the Gilmer line of V-belts: 
Fleck Brothers, Limited, Vancouver ; 
Webster - Brinkley, Seattle; Nott- 
Attwater Company, Spokane; Good- 
year Rubber Company, Portland; 
C. W. Marwedel, San Francisco; 
and Industrial Supply Company, Los 


Angeles. 
* ¢ ® 


Whitman and Barnes Gets 
Out New Catalog 


A new catalog, covering “Hercules” 
interchangeable punches and retain- 
ers, is announced by Whitman and 
Barnes, Detroit. The introduction to 
the catalog explains the principle of 
this new system of punches and re- 
tainers and its application. 

Among the advantages claimed for 
the new system are: 1. The elimina- 
tion of the necessity of removing the 
die from the press to change punches ; 
2. Lower die building cost; 3. Re- 
duced “down-time” for die repairs ; 
4. Elimination of time lost by broken 
punches; 5. Lower die maintenance 
cost; and 6. Stabilized and increased 
production. 

x * * 


New Speed Reducer Catalog 


Catalog number 25, describing a 
complete line of speed reducers of 
small and fractional horse power ca- 
pacity, has just been issued by Win- 
field H. Smith, Incorporated, Spring- 
ville, New York. 

Many new speed reducers, includ- 
ing a new line of ball and roller 
bearing equipped units, are shown in 
this catalog. In addition to the speed 
reducers, is shown a line of light 
power transmission machinery, such 
as grooved pulleys, small hangers, 


pillow blocks, collars, and couplings. 
* * * 


Frank J. Oakes, Well Known 
Engineer Dies 


Frank J. Oakes, 54-year-old gen- 
eral superintendent of the Dodge 
Works of Link-Belt Company, In- 
dianapolis, died suddenly at his home 
on July 19 of apoplexy. 

Mr. Oakes was born October 10, 
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DIAMOND RUBBER CO. 








INDUSTRIAL NEWS 





Diamond Distributors win Repeat Orders 


by Solving Service Problems 











One of six 6” 5-ply Endless Dia- 
mond Lynx Belts, sold by Philips 
Hardware & Supply Co. of Colum- 
bus, Ga., to operate peanut roasters 
for the Tom Huston Peanut Co. 
Lynx stands up satisfactorily on 
these hot, high-speed drives. 


‘Tee is not a very big belt, but 








it solved what was for the customer an 
important problem. They had six peanut 
roasters, six distributors, and other drives 
to operate. The drive on the peanut 
roaster subjected the belt to a lot of 
heat, and required high-speed operation. 
Various belts were tried. None of them 
would last very long under such conditions. 


Then the Diamond Distributor at Co- 
lumbus, Ga., got a chance at it, and rec- 


ommended Lynx Belt. Result: The prob- 
lem was solved to the satisfaction of the 
customer, and the distributor secured or- 
ders for belts for all the roasters, all the 
distributors, the other drives in the plant, 
and steam hose for cleaning the cooking 
kettles. 


The first order usually costs more than 
the net profits on it. It is the repeat or- 
ders that are helping to pile up profits 
for Diamond Distributors. 





WE are continually re- 
ceiving inquiries for all sorts 
of rubber items, in response to 
our advertising, which reaches 
many thousands of industrial 
users. We need more Dis- 
tributors adequately to service 
these inquiries. Write us for 
your share of this business. 





Diamond 


RUBBER BELTING t HOSE - PACKING 





Gentlemen: We are interested in repeat orders, and willing to discuss the 
possibility of securing them with Diamond Rubber Products. 


THE DIAMOND RUBBER CO., INC., AKRON, OHIO. 
THE DIAMOND RUBBER COMPANY, INC. 
Akron, Ohio 
Branches as follows: Name 
AKRON ATLANTA KANSAS CITY NEW YORK . 
BOSTON PHILADELPHIA DALLAS cuicaco | Firm Name 
LOS ANGELES . SEATTLE . SAN FRANCISCO SS ee eee ee 





(M. S. 9-30) 
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LAMSON 
cap screws. . 
are of Lamson 
quality... 


Cap screws of all standard 
commercial types in a full list of 
sizes, S.A.E. and U.S.S. threads, 
are now an important part of the 
Lamson line. All of the resources 
of the great Lamson & Sessions 
organization — all of the engi- 
neering experience and plant 
utilities of the several factories 
recently merged with Lamson 
—have contributed to making 
this newest addition to the line 
of Lamson bolt and nut products 
sustain the reputation of this 
company for setting the highest 
standards of quality. 

The most modern machinery 
and heat treating equipment 
available today is in use. Accu- 
racy and tensile strength are kept 
uniform by rigid and continuous 
inspection. You can expect 
typical Lamson quality in the 
new Lamson line of cap screws. 

THE 
LAMSON & SESSIONS CO. 


General Offices 
Cleveland, Ohio 


‘tteees 


LAMSON 


& SESSIONS CO. 


CLEVELAND, OHIO 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 
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1875, at Decatur, Illinois. He en- 
tered the service of the Link-Belt 
Machinery Company, Chicago, in 
1894, as repairman and_ general 
machinist. 















He was a recognized authority on 
mechanical engineering and during 
the world war was selected by the 


government as a designer and adviser Cc + U Cc K &, 
on the manufacture of munitions. He 


was sent to Europe by the Link-Belt | {Sold Through Distributors) 


Company to investigate new mechani- 


cal inventions and to study chain 

manufacturing processes. He was a | 

pioneer in developing processes for | 

the heat treatment of steel and con- 

tributed valuable information to heat 

treaters as a result of his experi- 6 _ 

ments. He also held patents on in- | SKINNER Chucks Hold Everything.” They 

ventions in the chain industry and hold large work as well as small. They hold 

in other fields. work of practically every description on 
every type of modern machine tool requiring 
a chuck. Think what that means to the dis- 
tributor of the Skinner Line. He knows that 
no matter what the chuck problem might be, 
he can fill the bill with a “Grip Quick and 

Hold Tight” Skinner. 


THE SKINNER CHUCK CO. 
NEW BRITAIN, CONN. 








Mr. Oakes was a member of the 
Society of Automotive Engineers, 
the American Society of Steel Treat- 
ers, the American Gear Manufactur- 
evs’ Association and several other 
engineering societies. He was a past 
master of Evergreen Lodge, A. F. 
and A. M., a member of the Shrine, 
the Knights Templar and the Odd 
Fellows. 








a 


Gears and Forgings Has Two 
New Catalogs 

Gears and Forgings, Incorporated, 
Cleveland, has just issued two new 
catalogs taking up the construction 
and engineering data concerning the 
company’s speed reducers, and their | 
application in industry. Catalog B-1 


is a complete revision of the plane- Steam, Gas, Alr, Water, Oil 


tary line of speed reducers, and 
catalog C-1 is a complete revision of | om PECIA i . | J E. s. 
the worm gear line of speed re- 


ducers. 








— oS =~ For Power Plants, Plumbing and Heating 
Systems, Gas and Oil Installations. : 
Selected by leading plants because of their 


Reliability, Safety and Economical Operation. 


Gainsborg with Cleveland 
Crane and Engineering 


Kieley Non-Return Vaives, Float and Alti- 
tude Valves, High Pressure Cast Steel Pilot 
Valves, Regulators, Traps and Separators are 
among the items in the complete Kieley 
Line that are ordered and reordered for their 
Quality ard Simplicity. 


kK. C. Gainsborg has been ap- 
pointed Pittsburgh district manager 
of the Cleveland Crane and Engineer- 
ing Company. He was formerly 
Pittsburgh representative of the 
SK F Industries. Investigate the unlimited possibilities in 





wae er your territory for the use of Kieley Special- 
. Special “98"" ties. 

Barrett-Cravens in New Plant | Besennes Sesucinn It Means Orders For You 

On September 1, Barrett-Cravens | 

~~ . . . | e 

Company, Chicago, moved into its | Kieley & Mueller, Inc. 
new modern plant at 101 West 87th | 
Street, Chicago. This move places | 34 WEST 13TH ST., N. Y. CITY 








Barrett-Cravens Company under the 
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PYOTT 


V-BELT 
PULLEYS 


and 


SHEAVES 


Give Customer 
Satisfaction and 
Distributor Profit 





ECAUSE they are built to 

the most exacting stand- 
ards, PYOTT certified, solid 
and split V-BELT pulleys and 
sheaves are a line which the 
distributor and his salesmen 
can handle with complete con- 
fidence that they will do the 
customer’s job the way he 
wants it done. That means 
more and better sales, complete 
customer satisfaction—and real 
profits for the sellers. 


Features of the PYOTT Line— 


Guaranteed to be free from all 
defects — all grooves identical 
with the others—a comprehen- 
sive range of patterns covering 
all consumer requirements — 
effective co-operation with dis- 
tributors and their salesmen. 


Write for further information 


PYOTT FOUNDRY 
COMPANY 


328 NortH SANGAMON STREET 
Cuicaco, ILL. 
BRANCHES: 


5073 Pranxincton Arcape BuItpIne, 
MILWAUKEE, WISCONSIN, and 


Jackson Buitpinc, Burrato, N. Y. 


same roof with its two affiliated 
companies—the Walker Vehicle 
| Company, manufacturer of electric 
| street trucks, and the Automatic 
| Transportation Company, manufac- 
turer of electric lift-trucks and 
tractors. 


* * * 


Faultless Caster Company 
Has New Book 


A new catalog section OA is being 
distributed by the Faultless Caster 
Company, Evansville, Indiana. The 
book has 20 pages, each one well 
| illustrated. This company’s line of 

heavy duty double ball bearing 
| swivel truck casters is especially 
| featured. 


* * * 


_ Walworth Catalog Ready for 
Distribution 
The new Walworth catalog, num- 
ber 88, is an unusually comprehen- 
| sive catalog and reference book, con- 
taining 800 pages covering the com- 
pany’s line of valves, fittings and 
| pipe tools. 
Each section of the book is marked 
| for ready reference by a_ handy 
thumb-tab. Over 2,000 illustrations, 
many printed in three colors, are a 
feature of the book. 


* *k x 


Otey Manager of Poole 

Engineering District Office 

The Poole Engineering and Ma- 
chine Company, Baltimore, has ap- 
pointed Neil Otey, formerly of the 
main office at Baltimore, as district 
manager of the company’s 
burgh office, with headquarters at 
245 Union Trust Building. 


* * * 


Coates Represents New 

Process Drill Company 
J. Boyd Coates, formerly of Coates 
and Rainear, will act as direct fac- 
tory representative of the new Proc- 
ess Twist Drill Company in the 
| Eastern Pennsylvania district with 
| office at 109 North Fourth Street, 
| Philadelphia. 





* * * 


| 

| New Lowell Wrench Catalog 
The Lowell Wrench Company, 

Worcester, Massachusetts, has just 

issued a new catalog, number 30, 








Pitts- | 





We Want 


Our 
| Pay- 
rollf 


Mill supply distributors in all parts 


| of the country are making handsome 


profits selling Sarco Steam Traps. 
Why not let us put you on our pay- 
roll? 


Most industrial plants use a great 
many steam traps. And you will find 
it easy to sell the “Sarco” because of 
our extensive advertising campaign, 
reaching over 310,000 prospective 
buyers. In this advertising we are 
continually hammering away at such 
advantages as: 


Sarco Steam Traps sell at one- 
third the price of bucket and float 
traps. 

They screw into the pipe line and 
save money in installing. 

Have no pivots, levers, buckets, 
floats or trouble-making parts. 


Will not waste live steam and 
cannot air bind or freeze. 


Are self-adjusting for any pres- 
sure from 0 to 100 Ibs. 


Let us tell you more about our proposition. 
Write today. 


SARCO CO., INC. 
183 Madison Ave., NewYork,N.Y. 


Branches in Principal Cities 
Sarco (Canada) Limited, 660 St. Catherine 
St., W., Montreal 
Walker, Crosweller & Co., London, S. E. | 


TRAP ™ 
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A proven tool of inherent power and rugged- 
ness, for any assignment—production work, 
factory maintenance or any of the thousand 
and one jobs of the journeyman mechanic 
and carpenter. 


Because of its light weight and high power 
it is an ideal tool to carry to the job— 
plumbing, electrical or woodworking. De- 
signed to accommodate straight shank 
bits—either for wood or steel—its use may 


'Y2INCH 
ELECTRIC 
DRILL 


i et . pes 
av: i) 
ad = Pas 
“ we *% mS 





be greatly énlarged with Van Dorn Hole 
Saws, enabling you to increase the capacity 
of the drill from 14” to 4”. 


This tool has the powerful Van Dorn-built 
Universal Motor, which operates on either 
direct or alternating current, ball-bearing 
armature and spindle thrust, the well- 
known Van Dorn safety switch and many 
other features which insure long, efficient 
and trouble-free service. 


Available for 32, 110, 220 or 250 volts. 
Sold through Leading Supply Houses. 








THE VAN DORN ELECTRIC TOOL COMPANY, TOWSON, MARYLAND 
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The book has 40 pages describing 
and showing the company’s tools 
individually and in use. 


a oo 


Hoist Manufacturers Meet at 
| Montour Falls 

| The next meeting of the Electric 
|Hoist Manufacturers’ Association 
| will be held at Montour Falls in 
| September. 


MADE [8 UNITED STATES OF AMERICA 


IMPORTANT — Follow Directions 


cnawneee | a tae a 


METAL HINGE PINS 


fer All Sizes 
All ay A —_— of Alligator Steel ee 
ing, unless ordered otherwise, now contain metal hinge 
pins. ALLIGATOR 
 Aianstllaastiientanttcenticnntt @) 





Streeter Joins Schwartz 
Belting Company Staff 
Claude O. Streeter, who for the 
| past 18 years has been associated 
with the Graton and Knight Com- 
pany as chief mechanical engineer, 
has resigned to accept a similar po- 
sition with the Schwartz Beltinz 
Company of New York City. 


wecceveeee resee meee 





The two smallest sizes (Nos. 00 and 1) are joined s * | 
with single corrugated pins as illustrated above. 

Size 15 will have the familiar sectional steel rocker 
hinge pins. 

This improvement supplies hinge pins which outlast 
rawhide pins and do not soften when exposed to 
moisture. 


Flexible Steel Lacing Company 


4633 Lexington Street CHICAGO, ILL. 
In England at 135 Finsbury Pavement, London, E. C, 2 





x * * 


Pneumatic Tool Transfers 
Connelly 

T. Connelly, who has been in 

the Detroit office of the Independent 

Pneumatic Tool Company, Chicago, 

is now manager of the company’s 

suffalo office. 


Only a | : e 
a etanitas ; 


Needed 








t Lacing 
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| Date Set for National Power 
| Show 

| According to a recent announce- 
|ment, the National Power Show is 
Ito be held in New York from De- 
ese 1 to December 6. 
| 


* * * 


Armstrong to Represent 
Reading Steel Casting 

James B. Armstrong, 1 East 
| Forty-Second Street, New York, is 
|now sales representative for thg 
| Reading Steel Casting Company. He 
|will continue to represent the Leba- 
non Drop Forge Company and other 
organizations. 


eit 


TOGIVE SUNKIST ORANGES 
THEIR CLEAR GOLDEN COLOR 


Wherever positive air circulation is devices and the Charavay Fans oper- 
needed, there is a task for Charavay ate simultaneously. The warm air, 
Fans. Charavays yield the greatest laden with the Ethylene Gas, reaches 
air volume at the lowest power cost— every nook and cranny of the room 
be it ventilating a foundry, office, giving each orange its rich golden 
home, or giving a suntan to oranges. color. Six other Charavay Fans, oper- 


| 
* * x 
| 
| 


Byrd Carries Disston Saws in 
South Pole Flight 


| 


In a new plant of the Sanger Citrus 
Assn., packers of California Sunkist 
Oranges, 53 Charavays are on duty. 
A specially arranged electrical heat- 
ing device, with a 1/20 H. P. Charavay 
Fan in it, is located in each of the 47 
curing rooms. The rooms are charged 
with Ethylene Gas. These heating 


ating a conduit connecting all rooms, 
exhaust individual rooms when the 
process is completed. So interesting, 
thorough and improved is this sys- 
tem that it has been made the topic 
of several magazine articles—and so 
efficient and economical are the 
Charavay Fans that fool-proof result« 
were assured from the start! 


HARTZELL PROPELLER FAN CO. 


Division of 
HARTZELL INDUSTRIES, /nc.—PIQUA, OHIO 





Disston saws which accompanied 
| Admiral Byrd in his flight over the 
'South Pole, were returned to Phila- 
delphia on July 1, by Victor H. 
Czegka, chief welder of the Byrd 
‘expedition. Horace Disston, vice- 
| president of the company, said the 
'saws would be added to the Disston 
collection containing other saws that 
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| DAYTON 


Cog -Belts 
outlast any 


other V-belt 


ever built 


In addition to exhaustive endurance tests under 
varied conditions of operation, production man- 
agers and factory superintendents are voluntarily 
reporting that Daytons outlast other V-Belts as 
much as three to one. 


There are many reasons for the long life of 
Dayton Cog-Belts. 


Dayton Cog-Belts are not moulded—they are 
laminated and are the only V-Belts that are die-cut 
in their finished state. 


The Cog Section goes to the root of efficient 
V-Belt power transmission—the cog construction 
eliminates distortion in Dayton Belts even when 
used on pulleys of the smallest diameters. 


The Central, ‘‘neutral axis,” is the strength sec- 
tion—it is non-stretchable—built of cord fabric, 
pre-stretched under tremendous tension during 
the vulcanizing process—that’s why Daytons stay 
permanently stretched—they are built that way, 
exclusively. 


The outer section consists of a series of layers 
of bias cut fabric—it is fully flexible to accommo- 
date the curve of the pulley without internal strain. 

But get all the facts—complete information— 
about these long life, efficient V-Belts. Send for 
the Dayton Cog-Belt Catalog and a small section 
of the belt. 


THe Dayton RusBeR MANUFACTURING Co. 
Dayton, Ohio 


Factory Distributors in Principal Cities and all Westinghouse 
Electric and Manufacturing Company Sales Offices 


Dayton 
COG-BELT DRIVES 


Complete Drives— Pulleys and Belts—in.stock—all ratios 2 H. P. to 100 H. P. 


ENDURANCE test of V-type belts 
li TS ONS 


DAYTON 
ND MAKE 


MM 3nd MAKE 


This chart shows the result of just one of the many 
life tests made by an independent Laboratory on a 
Norman V-Belt Test Machine. This machine was 
designed especially for the testing of V-Belts by one 
of the world’s leading authorities on belt trans- 
mission. All tests as well as actual service operation 
show the same relative results. 


See how Dayton Cog- 
Belts are built! 

@) ourER SECTION 

@) “NEUTRAL AXIS” Section 
@) COG SECTION 
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PORTER’ 


PORTABLE 
HAND OPERATED 


CUTTING 
TOOLS 


Along the sides of 
_this advertisement 
“we show the cut- 
ting jaws of several 
Porter Tools and 
below, close up 
views of these 
tools in use—Shear 
Cutter on wire 
rope, Angular Cut- 
ter on tie wire, Nut 
Splitter ready to 
remove nut, End 
and Angular Bolt 
Clippers and the 
hain Cutter. 
Theserepresent 
popular models in 
a line of 60 power- 
ful portable hand 
operated cutting 
tools—all of them 
built on the lever 
and tog le joint 
principle which 
multiplies applied 
power about 70 
times. The largest 
Bolt Clipper cuts an- 
nealed bolts in — 


thread up to % inch 
The Shear Cutter wae a 


5. 8 inch soft wire + Mae 
or 1 1-2 x 9-32 inch 
soft bars. 

Porter tools are quick 
—they save time and la- 
bor in production, dis- 


— 
&, 
¢ 
& 


¢ 








and repairs. They are 
used in practically 
every industry. 


Write for descriptive lit- 
erature; ask your jobber. 


H. K. PORTER, Inc. 
13 Ashland Street 
EVERETT, MASS. 
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have been of notable service. In- 

| cluded in this collection are the D-15 
hand saw that made the first flight 
across the ocean on the Graf Zeppe- 
lin, and more than 125 saws which 
have been in daily use by carpenters 
for 50 years or longer. 


* * * 


Geddies G. Stewart Dies 
| Geddies G. Stewart died July 7 





| after a short illness, at the age of 65 

years. For the past 15 years he had | 
| been Cleveland district sales manager | 
; of the Youngstown Sheet and Tube | 
Company. Before that he had repre- | 
sented this company in western New 





< * 


| Pleasance Manages Indian- 
apolis Sales for Republic 


H. H. Pleasance, formerly gen- 
eral manager of sales if the steel | 
bar department of the Bourne- | 
Fuller Company, Cleveland, has 
| been appointed district sales man- | 
|iger of the Republic Steel Corpora- 
| tion for the Indianapolis district. | 
|The Bourne-Fuller organization is | 

now a division of Republic. 

| This Indianapolis sales office is a | 
| new one, to be located in the Circle | 
| Tower and serve all of Indiana | 





Mi except the extreme northern sec- | 


tion which is included in the 


Chicago district, and the extreme | 
southern section, which is handled 
J from the Cincinnati office. 


*x* * 


Ross with A. M. Byers 
Company 


Ross 


* 


E. V. is now connected 
with the Philadelphia office of the 
A. M. Byers Company. He was 
'formerly with the Stockham Pipe | 
and Fittings Company, Birming- | 
ham, Alabama | 


* * * 


| 
Foote Brothers Promotes 
Wilson 


E. C. Wilson, formerly in charge | 
of the pricing group of the gear and 


'reducer division of Foote Brothers 
|Gear and Machine Company, Chi- 
cago, 


assistant sales manager. Mr. Wilson 


| was, until 1929, assistant sales man- | 


|ager of the R. D. Nuttall Company, 
| Pittsburgh. 

| Francis A. Emmons, vice-presi- 
| dent of the Foote Brothers Company, | 


| 


has recently been appointed | 


POWER 


and 


SPEED 


Provides real speed 
that cuts labor 
costs—enabling 
one man to spot a 
loaded car faster 
and with less 
effort. 


The Best 
for Every 
Concern 
That Has 
A Siding 


The 
“BADGER”’ 
CAR MOVER 


The sturdily constructed Badger 
Car Mover has a powerful com- 
pound leverage which moves 
quickly and easily a heavily loaded 
car. Every industrial plant with a 
siding needs this mover. Push the 
sale of Badger Car Movers. Your 
customers will be satisfied. So will 
you. Replenish your stock now. 


“ADVANCE” 


WRENCH 


No delay. No risk 
of personal injury. 
The Advance Safety 
Car Wrench is safe 
and adjusts itself 
automatically to 
any size of 
winding tap 
on hopper 
bottem 

cars. 


Sell them both 
together — A 
BADGER 
CAR MOVER 
= an 


AN 
SAFETY CAR 


ENCH. 
| Profitable al- 
ways. Write 
for sales helps. 





APPLETON WISCONSIN 
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Rubber Hose PHONE § 
Packing Chicago 
Moulded Specialties 
Rubber Belting March Ist, 19306 
Balata e 
Leather ‘ 
Canvas 
Mechanical Rubber Goods 
qThermoid Rubver Company » 
Trenton, 


New Jersey 


gentlemen: 
analed exe 
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ur Line of +ransmis 
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and 


ormation 
jve years, yo 
conveyor pelting, steam, 

alified success» 


For your inf 

for the past f 
nave four 

line in 





ing, 

packing, with Unie 

products +o be the most satisfactory of any 
field- 

We have found Thermoid quality second to none, 
regardless of price, yet your prices enable us +o make 
a good profit, at the same time peing able to quote 

gures +o our customers qn the race of keen 


effective fis 

qtion- 

Thermoid produc ts, adjustmen 
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THE LINE FOR YOU. TOO! 
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RUBBER CO 
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Simple* 


















































STEEL SLIDE 





Do You Want 
Repeat Orders? 


Then Put a 
SIMPLEX 


on His Bench! 


ARRY a sample and for- 
get the catalog when you 
approach your next vise pros- 
Put a Simplex Machin- 
Vise on his bench and 
let nature take its course. 


pect. 


ists” 


The slide—the weak point in 
most vises —is Sim plex’ 
strongest point. It is made 
of steel, machined to fit, and 
guaranteed not to break un- 
The 
operating screw cannot bind. 
The nut with which it en- 
gages is so anchored that the 
pull is always straight. 


der service conditions. 


Simplex points of superiority 
speak for themselves. They 
the why more 
than 70 of the biggest manu- 


are reasons 


facturers in the country speci- 
fy Simplex Machinists’ Vises 
for their shops. 


You Can Create New Business 
With Simplex Vises 


Send for Illustrated Folder 
and Price Lists 


Simplex 
Tool Company 


Woonsocket, Rhode Island 


| recently returned from a_ business 


| 


trip to the west coast. Mr. Emmons 
during his trip contacted company 
representatives at Denver, Salt Lake 


| City, Los Angeles, San Francisco, 
| Portland and Seattle, and reports a 


| general 


optimistic feeling for 


| business outlook in the latter part 
| of 1930. 











* «*« * 


Seventy-fifth Anniversary of 
Crane Company 


ap za 
On July 3, the seventy-fifth anni- | 


versary of Crane Company was cele- 
brated throughout the world. Offices, 
branches and warehouses were closed 
so that the employees might ce'ebrate 
the diamond anniversary of the com- 
pany. The chief celebration took 
place in Chicago where 10,000 em- 


ployees in Chicago and their families | 


and friends observed the day together 
with approximately 1,000 
employees and officials of the com- 
pany, who had gathered from 
parts of the country for the occasion. 


It was just 75 vears ago on July 4 | 


that R. T. Crane went into business 
for himself in a little brass and bell 
foundry in a corner of his uncle’s 
lumber yard in Chicago, and thus 
iaid the foundations for the present 
world-wide organization. 


* bo aK 


Great Lakes Chemical Adds 
New Department 

The Great Lakes Chemical Works, 
Detroit, Michigan, announces that it 
has installed a new division at 
Detroit works consisting of a non- 
ferrous foundry department for the 
manufacture of cored and solid phos- 


phor bronze bushing bars in standard | 


12-inch lengths. 
k * * 


Myers Office Men Have 
School 


‘rom an idea fostered by several | 
of the older men of the office a full | 


fledged school has developed at the 
I’. E. Myers and Brothers Company, 
Ashland, Ohio. 
the 


of Myers organization 


confronted by distributors. 


A complete course in Myers Pump 


construction and kindred subjects has 


been arranged by Mr. Walters of the | 


agency department. 
The classes 


Messrs. C. 


are in charge of 


D. Leiter, sales depart- 


the | 


veteran | 


all | 


its | 


It is designed to | 
thoroughly acquaint the younger men 
with | 
Myers line and with the problems 








THEIR 
EXTREME 


SIMPLICITY 


MAKES THEM EASY TO SELL 








Class B. 1 to 20 Ibs. 
Class C. 20 to 70 Ibs. 
Sidelug. 40 to 150 Ibs. 


Distributors and their salesmen will find 
Nason Time Tested Traps and other spe- | 


cialties increasingly profitable to handle. 
Write us for catalogs and other sales helps 
we are prepared to offer. 


NASON MFG. CO. 


71 FULTON ST., NEW YORK CITY 


NASON 


TIME-TESTED SINCE 1841 


STEAM TRAPS 


KEEP UPKEEP DOWN 






































mE TOLEDO HORSE 
Saves its small cost quickly 


These folding steel horses sell easily 
on demonstration. Grip standard sized 
lumber quick as a wink. Rigid, strong, 
unbreakable, they save time, labor, 
lumber and storage space. Thousands 
in use in manufacturing plants, by 
road builders, public utilities. Made 
in eight heights — 18 to 60 inches. 
Nationally advertised, they carry a 
good margin of profit. Write today 
for prices and discounts. 


ToLteDo Presseo Steet Co. 
TOLEDO, OHIO 
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Nothing Technical To Confuse 
You-JONES’ ENGINEERS help you sell 
























Jones Supply your Cus- 
mene tomer’s needs for 


POSITIVE TRANS-- 
MISSION of POWER! 


| The Mill Supply Distributor is an important | 
factor in the sale of Jones Speed Reduction Drives. _ 
In order to simplify selling effort Jones has pro- | 
| vided adequate and helpful sales information which | 
| enables the distributor to conveniently and intelli- 
gently handle inquires and sales for speed reducers. _ 
There is a wide range of Jones Speed Reducers | 
for specific requirements. A complete stock is 
carried at the factory for immediate shipment. No | 
delay in servicing your customers’ requirements. | 
Jones Engineering Service is available to distrib- | 
utors when required. A special advertising plan — 
will establish you in your territory. 








pores 


W orm Gear 





| Distributors in various sections of the country | 
_ are demonstrating the ease with which Jones | 
_ Speed Reducers can be sold. It is profitable busi- — 
__ness. You, too, can sell Jones—“The Ideal — 
| Drives.” | 
Condensed Bulletin No. 46 will | 

so ence co kage cote: | 
| 


% W. A JONES FOUNDRY & MACHINE CO. 
| | Mal Rosoovelt Read : 7 


SPEED Reduction Drives 
ears-Reducers-Power Transmission Machinery; 
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Sell the Line that Moves Easiest 


ANY Distributors who sold 
practically all lines of industrial 
brooms and brushes now handle the 
CAPITAL “Red Cap” Line exclu- 
sively—it is easier to sell, moves faster 
and gives better satisfaction. 


The CAPITAL Line Builds REAL 
BUSINESS. 


“Red Cap” Industrial Brooms and 
Brushes have the quality that brings 
repeat orders, covering practically 
every industrial requirement. And to help you sell this line, 
we have a program of sales cooperation that is a real business- 


builder. 


~ 


Write for Catalog 17, and for details of our Sales Plan. 


INDIANAPOLIS BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 


126 Brush Street Indianapolis, Indiana 











PREFERRED.... 








ON BOTH swwes| 


OF THE COUNTER: 


Merited popularity of Whitman and 
Barnes tools is building business for our 
distributors. 


Blue Diamond High Speed Drills are 
meeting with unparalleled success. Her- 
cules Major Drills are doing the “i 





“im: 
possible”—drilling high manganese 
steel on a production basis. 


Built for the exacting needs of today 
—these tools make good, backed by the 
craftsmanship of 3 generations. 








WHITMAN._& BARNES 


NEW YORK 





DETROIT CHICAGO ¥ 
TESTED AND 


PROVED 





Makers of fine tools for 76 years 











ment; F. R. Elliott, engineering 
department; C. F. Walters, agency 
department; and E. F. Brubaker, 


advertising gate. 
* * 


Dustan Made Chief Engineer 
of Putnam Works 


Frank Dustan of the engineering 
department of the Putnam Ma- 
chine Works of Manning, Maxwell 
and Moore, Incorporated, New 
York, has been made chief engi- 
neer of the Putnam works. Mr. 
Dustan has been with the company 
since 1919 when he came to the 
organization as designer. Later he 
became assistant chief draftsman 
and sales engineer, specializing in 
railroad and steel mill machinery. 
Before 1919 he had been, first, 
with the General Electric Company 
at Schenectady, and later with the 
Nova, tia Steel and Coal Com- 
panies 


* * * 


Kane Succeeds Barrows in 
American Steel and Wire 


F. B. Kane is now manager of 
the St. Louis, Missouri, office of the 
American Steel and Wire Company. 
He succeeds the late O. B. Barrows. 

Mr. Kane has been connected with 
the sales department for many years 
and has many friends in the St. 
Louis territory. He had been assis- 
tant sales manager in charge of this 
office. 

*x* * * 


New Wilcox, Crittenden 
Catalog 

Wilcox, Crittenden and Company, 
Incorporated, Middletown, Connecti- 
cut, have recently issued an illus- 
trated catalog covering all their prod- 
ucts in the heavy hardware field. 
The items listed cover a wide field 
and are of particular interest to con- 


tractors and construction companies. 
* * * 


Simplified Practice Programs 
Developed 


Fifteen additional simplified prac- 
tice recommendations were developed 
by industry, during the fiscal year 
ending June 30, bringing the total 
number of general conferences to date 
to 127, according to Edwin W. Ely, 
chief of the division of simplified 
practice of the Bureau of Standards, 
Department of Commerce, in a re- 
port for that period to Dr. George 
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TRADE 


WORTHINGTON | 


MULT DRIVE 
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O PERFECT this more efficient 
power transmission drive, two of the country’s recog- 
nized industrial leaders pooled their creative energies 
and their large resources of practical experience. The 
same cooperation which produced the perfected design, 
is now being carried out in the actual manufacture 
of the drive. 


The Goodyear Tire and Rubber Company, manufac- 
turers of mechanical rubber goods, having designed 
the special endless V-shaped rubberized cord belts for 
the drive, will manufacture the belts. The Worthington 
Pump & Machinery Corporation, manufacturers of 
power plant equipment, having designed the sheaves, 
and solved the engineering problems of application, 
will manufacture the sheaves, sell the complete drive, 
and adapt it to each installation requirement. 


The Multi-V-Drive consists essentially of a number of EMERALD CORD BELTS 


V-shaped rubberized cord belts running over pulleys 
or sheaves constructed with corresponding V-shaped 
grooves. The wedging action of the belts in the pulley 
grooves provides a grip which transmits power at 
closer to 100% efficiency than any other type of 
belt transmission. 






‘ 


Short centers without idler pulleys are now practicable; 
higher pulley ratios can be used; and bearing pressures 
may be lessened by reducing initial belt tension, all 
as a result of this improved grip. 


In operation, the belts leave the grooves smoothly at 
| the end of the contact arc with no tendency to bind, 

or back-pull. As a result, both slip and backlash are 

eliminated without excessive bearing pressures. 





As the power is thrown on, the elastic qualities of the 
belts cause the Multi-V-Drive to accelerate with a 
smoothness of action and absence of vibration or 
shock most pleasing to the practical engineer. There is 
maximum efficiency and smooth operation, at both 
high and low speeds, with steady, uninterrupted 
transmission of power. 





HE number, size and length of belts used, and 

the pulley sizes and centers depend on oper- 

VA AVAVAVTAVAVAVAVAVAVAVAVAVAVAVATAVAVAG = ating requirements. Worthington sales engineers, 
at any branch or representative's office, will gladly 

give detailed information to anyone interested. 

in this latest development in power transmission. 
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WORTHINGTON PRODUCTS 


Pumps + Compressors + Condensers 
Diesel and Gas 
Engines + Water, Oil and Gasoline 
Meters + Multi-V-Drives «+ Chromium 
Plating Feedwater Heaters 


and Auxiliaries + 


Literature on Request 





































7 Multi-V-Drive may be readily applied to pres 
equipment, or incorporated in new installations wh 
specified. Worthington engineers are at your service to 


commend the sizes which will produce the best results for ye 


Multi-V-Drives are marketed through the Worthington organizati 
and through mill and machinery supply houses everywhere. Ds 
tributors who have not yet arranged to handle this drive 4 
urged to write for complete details immediately. Address 1 
Merchandising Department, at Harrison, New Jersey. 

V-2 

WORTHINGTON PUMP AND MACHINERY CORPORATION 

Works: Harrison, NJ Cincinnati, Obio Buffalo, N.Y. Holyoke, Mass. 
Executive Offices: 2 Park Avenue, New York, N.Y 


GENERAL OFFICES: HARRISON, N.J. 


Dustrict Sales Offices and Representatives: 


ATLANTA CHICAGO DALLAS EL PASO LOS ANGELES PHILADELPHIA ST. PAUL SEATTLE 
BOSTON CINCINNATI DENVER HOUSTON NEW ORLEANS PITTSBURGH SALT LAKE CITY TULSA 
BUFFALO CLEVELAND DETROIT KANSAS CITY NEW YORK ST. LOUIS SAN FRANCISCO WASHINGTON 


‘Branch Offices or Representatives in Principal Cities of ald Foreign Countries 
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Kx. Burgess, director of the bureau. 
Three of these recommendations 
were approved at general conferences 
of the industry concerned during the 
quarter just ended. 

“The various industries,” Mr. Ely 
further stated, “have to date ap- 
proved and adopted recommendations 
covering 113 commodities, while 
others are in the process of accept- 
ance.” 

“Three simplified practice recom- 
mendations, namely, paper shipping 
tags, wheelbarrows, and soft fiber 
(jute) twine were issued as printed 
pamphlets during the past quarter 
and are available through the Gov- 
ernment Printing Office. One hun- 
dred printed recommendations have 
been issued up to the present time. 

“Thirty-nine existing recommenda- 
tions were reviewed by their respec- 
tive standing committees during the 
past 12 months. Thirty-four of these 
were reaffirmed, without change, for 
another year; and five were revised. 

“Surveys of production conducted 
on 25 simplification programs during 
the past fiscai year showed an aver- 
age degree of adherence of 86.7 per 
cent. During the preceding year, the 
percentage for 26 commodities sur- 
veyed averaged 85.4 per cent.” 

x * x 


McAlear Company Issues 
New Catalog 

A new sectional catalog is being 
distributed by the McAlear Manu- 
facturing Company, Chicago. The 
book covers steam specialties, heat- 
ing specialties and water feeders, in- 
cluding tables, charts, and so forth, 
giving complete information on this 
company’s products. 

“-* 


Cutler-Hammer Buys 
Schweitzer and Conrad 

Announcement is made by 
Cutler-Hammer, Incorporated, Mil- 
waukee, that on July 1, the com- 
pany acquired all common stock of 
Schweitzer and Conrad, Chicago, 
manufacturer of high voltage 
equipment. 

Schweitzer and Conrad will con- 
tinue to operate as an independent 
manufacturing and selling unit. No 
changes in organization or personnel 
will be made except that Beverly L. 
Worden, president of Cutler-Ham- 
mer, has also been elected president 
of Schweitzer and Conrad. 

Mr. Conrad (Turn to page 128) 



















Model 80 


A cap gun unit of 2% cu. 
ft. capacity powered by 14 
motor. This unit is par 
ticularly well adapted fo 
automotive and_ furniture 
work where a high stand 
ard of workmanship is de- 
manded. 


“The an Behind 
the GUN” 


N war time that’s what counts. In peace time industry the 

firm behind the gun is what counts. Experience, stability, 
cooperative policy, completeness of line, name—these are the 
things that determine whether you have the most desirable hook- 
up. 
With the complete Sprayit line to choose from, including spray- 
ing equipment with displacement up to 6 cubic feet per minute, 
guns for various purposes as we!l as air compressors with capacity 
up to 150 pounds and air conditioning devices, you are in a posi- 
tion to satisfy every demand of your customers for portable equip- 
ment, 


To jobbers and dealers who are interested in securing a most 
valuable franchise of a nationally advertised line, Elsco will be 
glad to send full particulars of a highly cooperative plan. 


Model 20 


A commercial unit of 5 cu. ft. 
capacity furnished complete with 
2-gallon pressure tank. Easily 
hand portable — weighs only 55 
pounds. This model is very 
popular for interior decorating, 
due to its operating ease and 
cleanliness. 





SEND FOR FREE BOOK 


Elsco is ready to help you develop a splendid 
spray painting equipment department, or to in- 
crease your sales if you already have one. Write 
for details of franchise plan. 


ELECTRIC SPRAYIT CO. 


509 E. Colfax Ave., South Bend, Ind. 
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Westinghouse Elec- 


tric and Manufacturing 
Company 


announces a new 


high starting torque, 4 horse 
power, 1725 r.p.m., split phase 
motor, identified as the type 


“CAH” 


clutch motor, for 


which the starting current is 


constant 


regardless of the 


load, making it especially suit- 


able for 


chines 


driving small ma- 


which are sold for 


operation on 110 volt lighting 
circuits, and must, therefore, 


meet the 
established by 


current requirements 
some utility 


companies. * The design of the 
clutch mechanism makes it 
possible for it to start heavy 


loads. 





NT EW 


a are 


motors 


“Hisey” portable hand grinders that 
made in one horse 
horse power capacity for both direct and alter- This 
nating current, are being introduced by The 
Hisey Wolf Machine Company, Cincinnati. The 
single phase alternating current machines for 
connecting to lamp sockets, are equipped with 
improved commutating type repulsion induction 
Two and three phase grinders are for 
connecting to power circuit lines and can be 
furnished special to order for any voltage from 
80 to 275 volts, also for two phase, and 25, 40 
or 50 cycles. When the original 10-inch diameter 
grinding wheel of the 2 horse power grinder is 
worn to 8 inches it should be transferred to a 
one horse power 
higher speed 


machine 

















NEW product 
£% being put on 
the market by The 
United States Elec- 
trical Tool Com- 
pany, Cincinnati, is 
the patented “V- 
disc’ speed changer. 
Attached to any 
standard “U. S.” 
flexible shaft ma- 
chine, it provides 
eight different 
speeds from 1,000 
to 11,000 r.p.m. It 
is said that this also 
lengthens the life 
of rotary files and 
grinding wheels. 
Changing from one 
speed to another is 
accomplished in less 
than half a second. 





HE 


American 
Foundry 





NEW tube 
i coupling 
designated as the 
“Parker Triple 
Coupling” is an- 
nounced by the 
Parker Appliance 
Company, Cleve- 
land. This new 
coupling is de- 
signed to meet 
those installations 
where close quar- 
ters make it diff- 
cult to enter tube 
in Standard 
Parker couplings 
without bending 
or deforming the 
tube. This new 
tube coupling may 
be disconnected 
without separat- 
ing tube and 
coupling. 








HE Marathon Electric Manu- 

facturing Company, Wausau, 
Wisconsin, announces the addition 
of a portable ball bearing, sleeve- 
type grinder to its line. It is a % 
h.p., 110 volt, 3600 r.p.m., 50 cycle, 
single-phase grinder, equipped with 
two emery wheels, size 6 inches by 
\% inch. Two safety wheel guards 
are supplied at no extra cost. 





Com- 


Equipment 
pany, Mishawaka, 
Indiana, has re- 
cently placed on 
the market a new 


and two 


operating at the 


electric 
heater for 
trial and commer- 
cial heating needs. 


teristics 


heater 


indus- 


unit 
bines the charac- 
the steam 
heater and electric 


improved 
Its construction is simple. 
cast integrally with composite fins of aluminum alloy, 
making up into a single smooth casting. 
type are then assembled in suitable number and size into 
back of which a fan operates to circulate a 
current of air through the heated fins anc out into space 
where heat 1s desired. 


a cabinet, 


space 


com- 


both 
unit 





one 


device. 


Special alloy heating strips are 


Castings of this 
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No. 26 Beaver Ratchet 1-2’ 


A “HEAVY-DUTY” Die Stock! 





Self-Contained 
Adjustable 
Durable 


An extra-heavy Tool 
for extra-hard usage 


If you were to make a check throughout the’oil fields of the world— 
in California, in the Mid-Continent, Wyoming, Venezuela or Russia 
—you would find the No. 26 (1” to 2”) Beaver Die Stock is used 
almost exclusively. 

There are a number of sound reasons for this! 


FIRST—The tool is fully self-contained—there are no loose bushings 
or extra dies to bother with. It is a “one-piece” tool. 


SECOND-—It is heavy, strong and rugged—and will stand a tremen- Set it to size—that’s all. 
dous amount of abuse. ae — = _ : 
Several years ago the Nos. 25 (plain) and 26 (ratchet) were discon 

tinued—in favor of the new Nos. 11 and 11-A, which are light : 
weight, self-contained tools. 

However, so insistent has been the demand, not only from the oil and 

gas companies the world over, but from hundreds of plumbers and 

steamfitters, that we have been forced to again make these tools 


available. Write for Bulletin C-2 
THE BORDEN CO., 511 Dana Ave., Warren, Ohio 





Other Types of 1” to 2” BEAVERS 








If you prefer the 
“self - contained” 
’ feature but your 
work does not 
require heavy- 
duty tools, the 
light-weight self- 
contained 1 to 2 
Beavers (Nos. 11 
and 11-A) will 
appeal to you. 
Ask for Bulletin 





If you prefer the 
four-post “sepa- 
rate-die” type of 
1 to 2 inch die 
stock then Nos. 
8 and 8R_ Bea- 
vers (with nine 
distinct advan- 
tages) will more 
than appeal to 
you. Ask for 
Bulletin C-1, 


The Universal Chuck centers 
the bipe accurately-—no 
‘oose bushings 











BEAVER 
Die Stocks ... Pipe Cutters 
Groovers... Power Units 
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one horse 
motor. 
2%-inch stroke. 


power, 


standard motorcycle spark plugs. 
ment and an eclipse motorcycle clutch is provided. 
Power Boy with a roller chain. 


connected to the 


T= General Elec- 
tric Company an- 
nounces that it now 
has available a line of 
molded compound pul- 
levs for various indus- 
trial and other appli- 
cations. Four sizes are 
included in the line 
with outside diameters 
of 1% inches, 2.4 
inches, 2 inches, and 
3% inches. These pul- 
leys are: particularly 
applicable to such jobs 
as, for example, marine 















single cylinder, air-cooied 
It is the regular 4-cycle type and has a 24-inch bore and a 
It is equipped with a high tension magneto and uses 
A hand starter is standard equip- 


HE Oster Manu- 

facturing Com- 
pany, Cleveland, 
manufacturer of the 
Oster-Williams line 
of pipe and bolt 
threading equipment, 
has just announced 
that its number 412 
“Power Boy” is now 
available with a gas- 
oline engine drive 
that will operate for 
10 hours on one gal- 


lon of gasoline. The 
gasoline motor is a 
Briggs and Stratton 


The motor is 





and railway signal work, materials handling, elevators and aircraft 


control. They 


are made 


vf “Textolite” 


molded 


around ball bearings. 


The bearings are of the single-row, self-contained type with dust 
shields and the molded material is fabric filled compound. The four 


sizes are 
bearings. 


. 





NE 


4 chit 


range of uses, 


oped by 


facturing 
Los Angeles. 


supplied in various combinations of pin diameters and 


W pipe threading ma- 
ie, designed for a wide 
has been devel- 
the Axelson Manu- 
Company, Limited, 
Che pipe that 1s 


to be threaded remains station- 
ary while the standard square 


die is 
thread. 
by two 


revolved, cutting the 
Che work is gripped 
jaw chucks which are 


practically automatic and in- 


stantane 
ard squ 
adapted 
Threads 
teria: fre 


in diameter and the power is supplied from a 


pound wound motor installed directly beneath the pipe holder brackets. 


ous in action. Stand- 
are dies are readily 
to the cutter thread. 
can be cut on ma- 
ym 1% inch to 2 inches 

horse power com 



















See 





































DISPLAY stand holding two 
4i dozen nail sets has recently 
been announced by The L. S. Star- 
rett Company, Athol, Massachusetts. 
Simple and compact, the stand offers 
an effective method of displaying 
Starrett number 800. 





Dumore 
Company, Racine, Wisconsin 
have developed a new portable 
grinder in which precision accuracy 
is combined with the power and 
capacity of a production tool. 
\ motor which develops up to 4 
horse power gives unusual power 
to this new unit, the number 7 
Dumore grinder. The motor oper- 
ates on either alternating or direct 
current. 
Motor and quill on the new grinder 
may be turned end for end. This 
feature permits grinding on either 
end, and allows the operator to 
mount the grinder on the back of 
the machine if he desires. 
\ special, separable tool post per- 
mits radial and vertical adjustment. 
It is removable and can_ be 
mounted in a lathe, planer, shaper, 
milling machine, or other machine 
tools separate from the grinder. 


i, NGINEERS of the 




































SEPTEMBER, 1930 





MILL. SUPPLIES 


DISTRIBUTORS 


Aided by Our Advertising 
and 
Field Service Co-operation 














Anp isn’t that just what you are 
looking for in the lines you distribute 

convincing advertising that reaches 
your customers and prospects regularly, 
and active co-operation from the man 
ufacturer in distributing his products? 
National advertising in consumer pa 
pers, factory trained salesmen to work 
in the field with your own men (thus 





assuring proper application of our 
packings), a 92-page catalog distributed 
freely and circulars for direct mail, all RING 
bearing the distributor's imprint—these 
are part of the help Belmont offers you 


And back of it all is the Belmont policy 
of marketing its products through the - 
distributor, and the high grade, uni- 
form quality of Belmont packings. 


Write for more complete information 


BELMONT PACKING & RUBBER Co. 


PHILADELPHIA, PA. U.S.A. 
SPIRAL 























ONT PACKINGS 


**There is a Belmont Packing for Every Service” 7 @ & € 
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APPLETON 






































a SS + 
“Give usa ploce to standand we 
‘wal move the Larth 


No Obstacle 


Start finish of Atlas stroke on 
car with brake shoe on outside. 


Capitalize on selling points like this by selling the 
Write today for full proposition. 





Try to.use just amy car 
mover on a railroad car 
with the brake shoe and 
beam on the outside of the 
wheel! No sir!—it’s a,job 
for the ATLAS because 
only the Atlas fits into 
such tight places. Only the 
ATLAS is designed to 
work with full power and 
full speed on ANY TYPE 
OF CAR. 





ATLAS. 


CAR MOVER COMPANY | 


Appleton, Wisconsin 


MN 
“4, 
Uy, 


OVER. 


ree ~ va YN RO: ¥ 
\ oF ant LK N 


Rod 











Copper Tubing 


Seamless. Sizes—from ;; 
in, O. D. any gauge. 


to 114 


Brass Tubing 


Seamless. Sizes—from + 


to 115 
in. O. D. any gauge. 


Aluminum Tubing 


Seamless. Sizes—from ;); to 113 
in. O. D. any gauge. 


Coils and Bends 


—all shapes and sizes which use 
tube from ;; to 144 in. outside 
diameter, any gauge. Unbrazed 
lengths up to 100 feet. 


Fabricated: Parts 
and Complete 
Assemblies 


—manufactured to your specifi- 
cations. Send your blue prints 
for prices. 


HODERINE LURECO. 


SEAMLESS oe ra x BRASS & ALUMINUM 


fess 





1451 Central Ave. 


Detroit, Mich. 





ARM avo HAMMER 
“Wrot Iron Anvils. 


CRUCIBLE STEEL FACE | 





Sold Through 


Distributors 


Prompt Shipments 
Made from Stock 


COLUMBUS ANVIL AND | 
FORGING CO. 


Main Office and Plant 
115-129 FRANKFORT STREET 
COLUMBUS :: OHIO 


General Forgings 
of Wrought Iron and Steel 


| 





(Continued from page 123) 
and Mr. Schweitzer have been re- 
tained as consulting engineers and 


will continue their interest in the 
management as members of the 
board of directors. 

Other members of the new 


Schweitzer and Conrad board are 
F. R. Bacon, who is chairman of 
the Cutler-Hammer board, and F. 
L. Pierce and Louis A. Lecher, 
who are also members of the 


Cutler-Hammer board. 
* * * 


Education Committee of 
American to Issue 
Bulletin 
The Education Committee of the 
American Supply and Machinery 
Manufacturers’ Association will issue 
its first bulletin on sales hints to a 
master list of distributors’ salesmen 

in September. 

The Committee, headed by Frank 
Hill, considering developing a 
monthly or bi-monthly bulletin serv- 
ice in an unusually unique way, and 
it is believed that the plan, when 
properly carried out, will give dis- 
tributors’ salesmen helpful informa- 
tion which will assist them in their 
sales work. 

Each month, the major products of 
| five companies will be selected from 
the roster of the American Associ- 
| ation. The manufacturers will be 
asked to supply information concern- 
ing their products in answer to the 
| following questions : 

1. What is your product? 

2. How does it work? 

3. Where is it sold? 

If the plan is successful, it is 
believed that the entire membership 
of the American Association can be 
completed in one year. 

Manufacturers will be asked to 
keep on the lookout for outstanding 
testimonials as to the value of their 
products and the Committee will 
send them to salesmen at regular 
intervals. 

In September, the Committee will 
announce in detail how it proposes to 
carry out its program. 

* * * 


New Prest-O-Lite Plant at 
Casper 
The Prest-O-Lite Company, Incor- 


porated, New York, has placed in 
operation a new plant for the manu- 


is 


| facture and distribution of dissolved 





acetylene at Casper, Wyoming. The 
plant is located on a private siding 
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HOLLOW CENTER 


PACKING 


NOWN the world over for its high quality 
and ability to stop leakage, Ovalhole Pack- 


ing is easily sold to power plants where 














efficiency and economy of operation are con- 


sidered above the first cost of materials used. 


Although it is a patented specialty with distinct 
selling advantages over all other packings, 
OVALHOLE really means a complete line of 
packings for all purposes. It is the ideal packing 


for the mill supply distributor or manufacturers’ 











agent to handle. With a small pocket sample case 
and the new Ovalhole Catalogue, the salesman is 


equipped to sell packing for any service. 

















The new Ovalhole Catalogue of 32 pages is a 


Ww ANTED condensed encyclopedia of packing information. 


Agents It contains a list of service recommendations that 
Several good ter- enables the salesman to recommend a style of 
ritories are now packing for any requirement and guarantee satis- 
open for real live faction. 
representation. 

















Write for Catalogue and Agency Proposition. 





THE HOLLOW CENTER PACKING Co. 
6523 EUCLID AVENUE | 
CLEVELAND, OHIO 
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IROVERSO 


You Can 
“Bank” 
On This 





Y ou can “bank” on the Iro- 
verso to give long and satisfac- 
tory service, due to the materials 
used, its construction and the re- 
versible disc and seat! Distinc- 
tive features like these enable you 
to “bank” profits from quick 
sales and repeats on any Wil- 
liams product. 


Let us hear from you! 


THE 
D. T. WILLIAMS VALVE CO. 
CINCINNATI, OHIO 








DISTRIBUTORS 


Sell Your Trade 


5i..5 


ROLLER 
BEARING 


HANGERS 





Tae AND YOU 
= SELL THEM 


\ : Y] SATISFACTION 


For Lubrication of 
Roller and Ball 
Bearings. Has Given 
Excellent Service for 
Years. Tell Your 
Trade About It. 





Royersford 
Foundry & Machine Co. 
Royersford, Pa. 











| of the Chicago, Burlington and 
Quincy Railroad and the address is 
648 Bryan Stock Trail, Casper. 

* * * 


Foxboro Makes Personnel 
Changes 
McMahon, 


a. ah Tulsa 


| manager of The Foxboro Company, 


| Tulsa. 


}) ager 


| Service 


| industry. 


Foxboro, Massachusetts, 
after make his headquarters at the 


home office at Foxboro. He is to 


branch | 


will here- | 





| 
| 
| 
| 
| 


take charge of field engingering ser- | 


vice 
direct sales effort. 

G. B. Lane, former 
the Detroit office, 
MeMahon as 
Mr. 


manager of 
has succeeded Mr. 
branch manager at 


* *K * 


W. M. White Awarded 
Honorary Degree 
William Monroe White, 
and chief engineer of 
hydraulic department, Allis-Chalm- 
ers Manufacturing Company, was 
awarded the degree of doctor of 
science at the recent commence- 
ment exercises of Tulane Univer- 


sity, New Orleans. Mr. White is a 
craduate of Tulane. 
os * ok 


Jones Urges Support of 
Merchandising Plan 

of the official 
American Supply and 
Manufacturers’ 
tion, the following letter, 
David C. Jones, President, urging 
manufacturers to support the 
paign developed by the Joint 

chandising Committee appeared : 


In a recent isstie 
Bulletin of the 
Machinery Associa- 


signed by 


cam- 
Mer- 


“It was my privilege and pleasure 
te attend the meeting of the Joint 
Merchandising Committee held in 
Cincinnati on July 31, 1930. My im- 
pressions are as follows: 

“The Joint Merchandising Com- 
mittee of the Mill Supply Industry 
has undertaken a work which, if suc- 
cessful, will rebound to the benefit 
of every distributor who adheres to 
the principle of ‘Prompt and Efficient 
to the Consumer; and to 
every manufacturer whose policy is 
‘Service to the Consumer 
the Distributor.’ 


Through 


“Will the plan ultimately succeed ? 
Yes, if it has the proper support, 
both moral and financial, from the 
The three associations, Na- 


and will be responsible for all | 


Lane is well equipped | 
| by experience and training to handle | 
| this work, 


man- | 
the | 








‘THE KELLERFLEX 


The KELLERFLEX 
machine, when used 
with burs or rotary 
files, will give most 
satisfactory results. 
There are various 
speeds to enable a ” 
bur to be used as ef- 
fectively as a 1” bur. 
This machine and 
equipment will prove 
indispensable for re- 
moving solder on sheet 
metal or weld marks 
on structural iron, 
castings, etc. They also 
may be used in the 
foundry for trimming 
and cleaning up bronze 
and aluminum cast- 
ings, as well as finish- 
ing of patterns. 


The illustration shows 
the use of a bur in re- 
moving imperfections 
on a bronze casting. 








Let us send you 
our catalog and 
recommenda- 
tions both for 
machine and 


burs as adapted 


ual needs 





to your indictd- 
= PDA Gee 
KY | jo 

Keller Mechanical Engineering Corp. 


66 Washington St. Brooklyn, N. Y 
Stock at Chicago Office 











Creating 
a Demand 


is not a problem in selling 
Monarch Ball Metal. In 
fact, there is no sales 
problem. Monarch Ball is 
known to all users of 
babbitt. We advertise ex- 
tensively to consumers, 
but sell Monarch Ball only 
through Distributors. The 
demand exists. Will you 
supply itin your territory? 


MONARCH METAL COMPANY 


Established 1895 
119 S. Lincoln St., Chicago 
SEE - 


THE f 
SWEAR I, & 





Mi 


MONARCH 


Ball Metal 
The Steel Process Babbitt 
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The MARION Dolly 
—easily handles 2 tons 


Built to last, the Marion Dolly is as 
agile as a cricket Stays put while one 
man loads or unloads from ends or sides 


Turns on a dime-—easily manipulated in 
dificult aisles Quickly handles boxes, 
barrels, bales, rolls, clumsy and odd shaped 
packages 
Used in hundreds of plants for hundreds 
of purposes—every plant a prospect 
The margin of profit is attractive. 
Write us today for our dealer prop- 
osition and descriptive literature. 


The Marion Malleable Iron Works 
919 Miller Avenue 
Marion, Indiana 














Wire Brushes for every 
Heater or Boiler 


y WORCESTER WN 
FLUE BRUSH 








AND SCRAPER CO 


CKDRTE 
a ySa EE SS et tae 


\*\ 





Wray \, Ar 


Boiler Tube Cleaners— 
Sectional and House Heat- 
ing Flue Brushes. 


Write for samples and 
prices on this economical 
and efficient line. 


WORCESTER 
BRUSH & SCRAPER CO. 


34 Austin Street Worcester, Mass. 








tional, Southern and American, have | 


endorsed the movement by the reap- 
pointment of their respective mem- 


bers on the Joint Merchandising 
Committee, with authority to carry 
on. 


“Carry on what? 

“A campaign to educate industry 
as a whole to the economic impor- 
tance, the advantages, and the neces- 
sity of the di-tributor as a prime and 


_Proper source of supply to the con- 


sumer. 
“A campaign to educate the con- 


| sumer to take advantage of the stocks 


of the local distributor, thereby en- 


| joying better service, smaller inven- 


| tory 


investment and fewer frozen 


| assets. 


* 


“A campaign to educate the dis- | 


tributor to render prompt and effi- 
cient service from stock, by carrying 
sufficient merchandise on hand at all 
times to meet the reasonable require- 
ments of the consumer, thus eliminat- 


ing the ‘drop’ shipment evil, which | 


is annoying and costly to the manu- 
facturer and unsatisfactory to the 


} consumer. 


“\ campaign to educate the manu- 
facturer to the advantages of dis- 


| tributing through the distributor, and 
| to encourage co-operation in every | 


| do about 


| turers? 


| manufacturers, 
| financial contribution, the Joint Mer- | 


' feels 


way possible to further the success 
of the plan. 

“How can the gospel of ‘Service 
to the Consumer Through the Dis- 
tributor’ be spread, and what is nec- 
essary to convert the buying public 
and ourselves to this economic prin- 
ciple? A plan has been devised. It 


is set forth in ‘Your 


Comunittee | 


Recommends,’ copies of which were | 
| distributed to the industry. 
“The Joint Merchandising Com- | 
| inittee is ready to effect an organiza- 
| tion to carry out the suggested plan 


but it feels that it is ‘stymied.’ It 


requires more encouragement and 
support, botit moral and financial. 
What are the distributors going to 


it? Do they, or do they 
not want the plan put into effect? 


What is the attitude of the manufac- | 


I believe that the manufac- 
turers stand ready and willing to co- 
operate in every way possible, if and 
when the distributors give proper 
evidence of their interest, approval 
and support. 

“While many pledges have been 
received, from both distributors and 
representing a fair 
Committee 
neither the 


chandising 
that 


apparently 
enthusiasm 


| 





GENUINE 
HETTRICK 
STITCHED CANVAS 

BELTING 


DISTRIBUTORS—This is a 
good line for you to 
sell! Discounts are 
liberal: service from 
stock on all widths 
and plies is prompt: 
satisfaction and econ- 
omy is assured to 
your customers. 


THE Hettrick line is com- 
plete for all grades 
of stitched canvas 
belting—look at our 
page (156) in Mill 
Supplies Catalog and 
Directory — then 
write us for details. 


HETTRICK MFG. CO. 


Summit and Magnolia Sts. 


TOLEDO, OHIO 














Grinding | 


Wheel Dressers 


with real advantages 
for your Trade 





4 ¥~- Huntington Grinding 
Wheel Dressers and Cutters 
(made under the Vincent Proc- 
ess) give you more real selling 
features and your trade more 
real advantages. 


Write for our Catalog 


The Vincent Steel Process Company 
2434 Bellevue Avenue 
Detroit, Mich. 


CHICAGO OFFICE NEW YORK OFFICE * == 
41 Murray St. 


27 So. Jefierson St. 
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CHASE | 


Roller Bearing || 
Hand 
Wagons 





Style 150 


This low wheel platform truck or 
hand wagon is unusually handy 
for hauling heavy loads. Very pop- 
ular with canners—a good seller 
at this season. 


The 


Chase Foundry & Mfg. Co. 
Columbus, Ohio 


CHASE 


ROLLER BEARING TRUCKS 
INDUSTRIAL CARS 














ECONOMY MACHINE. 
PRODUCTS COMPANY 


5214 Lawrence Avenue 
Chicago, Illinois 





Manufacturers of 





Economy Socket Head 
Cap Screws 


/ 





LL 


Economy Safety 
Set Screws 


——— 


Headless Set Screws 


(In Machine Screw Sizes) 


Special Screw Machine Products 
Made to Order 


SEND US YOUR 
INQUIRIES 














manifested nor the financial support | 


so far pledged, is sufficient to war- 
rant, at this time, the creation of a 
working organization to carry out 
the program. Each member of the 
Committee has given generously of 
his time to whip the plan into shape, 
and it is my opinion that the industry 
owes these men a greater and more 
substantial expression of its appre- 
ciation for their efforts than has so 
far been evidenced. 

“T believe that the distributors and 
the manufacturers were sincere in 
their enthusiastic approval of the 
plan at the time of its presentation 
at Memphis, on April 3; but I cannot 
understand the present lack of in- 
terest and support. Have we had a 
change of heart? Do we still look 
upon the plan as worth-while? Do 
we want it? If the answer is in the 
affirmative, we must express our ap- 
proval by giving it our financial sup- 
port. 


‘“‘Tmmediate is essential, 


action 


otherwise our enthusiasm will lag; | 


our interest will die; and the solution 
of a vexatious problem will be passed 
cn to posterity. In the meantime, 
we shall continue to fume, 
sweat 


worry, 


tory, but not an insurmountable, 
situation.” 
*k * * 
Shea and Clifford Made 


Assistant Managers 

M. I. Shea and George E. Clifford 
have been appointed assistant man- 
agers of the pipe division of the Re- 
public Steel Corporation. 

Mr. Shea has been connected with 
the Republic Steel Corporation for 
13 years in the sales department of 
the pipe division. 

Mr. Clifford until the first 
August was manager of the Pitts- 
burgh division of the A. M. Byers 
Company. 

x OK Ox 


Beg Your Pardon 





and cuss over an unsatisfac- | 





of | 


It was mistakenly reported in the | 


August issue that the Acme Worsted 
Mills had been acquired by the Art 


Metal Construction Company. About | 


two years ago, the Acme Worsted 
Mills sold a strip of land to the Art 
Metal Construction Company, but 
the Acme Mills have not disposed 
of their plant and equipment and 
they are quite busy at the present 
time. 











STANDARD 


**POWER PLUS’’ 


Electric Drills, 
Grinding, Polishing and 
Buffing Machines 





% in. and +; in. Heavy Duty Drills. Also 
made in various sizes up to 1% in. capac- 
ity. General Electric Universal Motors. 





DISC GRINDER 


G. E. 40° Motor and push button control. 
SKF Ball Bearings. Made in 2, 3, 5 and 
7% H. P. capacity. 





HIGH SPEED SNAGGING GRINDER 


For use with Bakelite high speed ring 
wheels of 20”, 24” and 30” diameter, 10” or 


12” hole, running at 9000 SFPM. 


General Electric 7%4, 10 and 15 HP Ball 
Bearing Motors and G. E. Push Button Con- 
trol. 


Shaft 4” Diameter, Nickel Steel. 
Bearings, 4 SKF Heavy Duty. 





HEAVY DUTY GRINDER 
G. E. 40° Motor and Push Button Control. 


Four S.K.F. Ball Bearings. 
Armature Shaft. 
H. P. sizes. 


Nickel Steel 
Made in 5, 7% and 10 


Write for catalog 


THE 


Standard Electrical Too! Co. 
1948 W. Eighth St., CINCINNATI, OHIO 
Estab. 1912 
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co 
Increase 
Your Sales 


20% 


Progressive Mill Supply Dis- 
tributors are always aiming at 
increased sales. The makers 
of Rahmann Leather Belting, 
that belting which has been 
adopted as the standard in 
many plants throughout the 
country, have established an 
extensive service for the aid 
of their distributors. Write 
for complete information re- 
garding this service and for 
booklet describing the Rah- 
mann line of leather belting. 





GEO. RAHMANN & CO. 


31 Spruce St., New York City 
Newark, N. J. Syracuse, N. Y. 


RAHMANN 
LEATHER 
BELTING 


Worthington Improves 
Financial Status 
In addition to maintaining good 


| earning power, the Worthington 
Pump and Machinery Corporation, | 


Harrison, New Jersey, further im- 
proved its financial status during the 
first half of this year. 

As of June 30, current assets were 
$17,525,690 against current liabilities 


of $1,225,722. Cash, call loans, and | 


government security holdings alone 
aggregated $6,920,560 and are 
465% in excess of total liabilities. 
As of the same date, . inventories 
totaled $5,662,733; reserves, $1,674,- 
920; and surplus, $5,701,103. 

For the first six months of 1929, 
the corresponding figures were: Cur- 
rent assets, $16,532,255; current lia- 
bilities, $813,707; cash, call loans 
and government securities, $5,645,- 


932; inventories, $6,646,069; re- 
serves, $1,896,662; and surplus, | 
| $5,028,025. 


Worthington’s net income of 


| $1,052,732 for the first half of 1930, 


after deducting all charges including 
taxes and depreciation, was substan- 
tially larger than the total net re- 
ported for each of the full years 
1922 to 1928, inclusive. It was only 


$46,696 less than that reported for | 


the corresponding period of 1929. 
The first half net of this year was 
equal to $4.31 a share on the 126,921 


shares of $100 par common stock | 


outstanding, compared with $4.57 
a share on 129,921 shares of com- 


| mon issued in the first half of 1929. | 


* * * 


International Nutyp Tool 
Corporation Buys Oswego 
Tool Company 

A newly organized corporation, 
the International Nutyp Tool Cor- 
poration, has bought out The Os- 
wego Tool Company, Oswego, New 


York. 


change in management became effec- 
tive at once. The officers of the new 
company are: H. W. Stone, presi- 
dent and general manager; FE. B. 
Russell, vice-president and treasurer ; 
and E. W. Fulton, vice-president and 
works manager. 

Mr. Stone was formerly president 
of the U. S. Hoffman Machinery 
Corporation, New York; Mr. Rus- 
sell, formerly head of the Security 
Finance Company and sales manager 


This corporation assumed | 
control on August 11 and a complete 








HIGH 
SPEED 
STEEL 


HACKSAW 
BLADES 


Where would the Iron and 
Steel industry be without 
them? Distributors make 
generous profits on Barnes 
Red Arrow Blades, with 


steady repeat business. Get 
details today on Distributor 
Plan. 





W.O.BARNES CO.., 


1297 Terminal Ave. 
DETROIT, MICH. 


ESS SS oO SS SS OO ee oe eS ee 


INC; 








UNLESS 
YOU WANT 
TO START 

SOME- 

THING 


—don't stock the Dayton Safety 
Ladder, because the first sale 
leads to many another. Daytons 
are modern, riskless. Built better 
and priced right to sell quick. 
Nationally advertised. 








Write Dept. MS-9 for full 
particulars about attrac- 
tive distributor territory 
still open, 


The Dayton Safety Ladder Co. 


121-123 W. Third St. Cincinnati, Ohio 


DAYTON 


| Safety Ladder 


(Patented) | 
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GROBET SWISS 
FILES 


GROBET SWISS FILES 
have an established repu- 
tation for quality. No 
matter how exacting 
and precise your cut- 
ting requirements 
are, there is a 
great satisfac- 
tion in know- 
ing there isa 
file that can 
do the job. 




































GROBET 
SWiss 
FLEES are 
backed by half a 
century of manu- 
facturing experi- 
ence and craftsmen 
know there can be no 
mistake in their accep- 
tance of these files. 
4 A complete stock is on 
hand to meet your require- 
ments. 


GROBET FILE CORPORATION 
OF AMERICA 
3 PARK PLACE NEW YORK CITY 








v SHAFT 
COUPLING 


BULL DOG 





Applied with the bare hands—No tools 
of any kind required—Installed or re- 
moved six times as quickly as ordinary 
types— Positive connection between 
shafts afforded—Strongly made of semi- 


steel, and accurately machined — Pat- 
ented design which employs no bolts, 
screws, keys, pins or other projections 
that might cause accidents—“Bull Dog” 
Couplings are used exclusively in many 
of the leading industrial plants of the 
country. 


Standard sizes for shafts from 1-1/16 
to 4-11/16 inches, with special sizes or 
reducing couplings to order. 


Bulletins and _ distributor’s 


proposi- 
tion on request. 


HURON INDUSTRIES, INC. 
ALPENA, MICH. 





for 


Peerless Mills, Incorporated ; 
while 


Mr. Fulton was for 
years general manager of The Os- 
wego Tool Company. 


A new system of merchandising | 
put into operation at once, | 


will be 
and new tools added to the Oswego 
line to round it out and enlarge the 
volume of business. Expansion of 
the plant is under consideration be- 





several | 


‘Safe! 
Strong! 


Economical! 


cause of the possible merger of some | 


new companies with the 


national Nutyp Tool Corporation. 


Jones Foundry Announces 
Distributor Sales Plan 


The W. A. Jones Foundry and 
Machine Company, Chicago manu- 
facturers of power transmission ma- 
chinery, has established a new 
distributor policy for the handling of 
its line of speed reducers. Some 25 
distributors in 


various sections of | 
country have already accepted the | 
plan. 

The Jones plan carries with it a 
co-operative advertising campaign | 
and the assistance of Jones sales 
engineers. Distributors who have 


started on their campaigns have had | 


very satisfactory results. 
* * * 


Peck, Stow and Wilcox 
Create New Positions 


At its annual meeting, Peck, Stow, 
and Wilcox, Southington, Connecti- | 
new positions. | 
Con- | 


cut, created several 
Charles F. Treadway, Bristol, 
lecticut, was named executive 
president; Otto J. Blank, 
cent in charge 
Mark J. Lacy, 
charge of sales. 
The changes were made 
president George S. Case 
residing in Cleveland. 


vice- 
vice-presi- 
of operations; and 

vice-president 


1S 


. = & 


Beckwith with Chicago Screw 
Company 

S. te 
staff of the Chicago Screw Company. 
He is covering the distributor trade 
in the Chicago territory. 
years, Mr. Beckwith was a salesmz in | 
with the H. Channon Company, cov- | 
ering the state of Wisconsin the last | 
five years. Before 
Wisconsin territory 
trade in Chicago. 


Inter- | 


Wrench 





in | 


because | 
now | 


Beckwith is now on the sales | 


taking over the | 
, he called on the | 







|The 
| SWACO 
| Safety 

Hopper Car 


Swaco’s exclusive Safety Fea- 
ture is the ball-bearing, revers- 
ible, ratchet head of the Safety 
Hopper Car Wrench. Made 
of electric steel castings, with 
a tensile strength of 80,000 
pounds. It will outlast several 
ordinary tools. For Service— 
use SWACO! 


Another Unexcelled 
| SWACO Product - - 
'THE SWACO CAR MOVER 


Moves more cars further in less 
time—and it’s SAFE! It’s a SU- 
PERIOR tool, bringing a new ease 
to an arduous task! Write for 
Swaco tools to be sent you on 


approval! 


For 10) 





SAFETY WRENCH & APPLIANCE CO, 
SPRINGFIELD, MASSACHUSETTS 








MILL SUPPLIES 





BUSINESS TIPS 


BELLEVILLE, ILL. 
Co., Freeburg Ave., is building a 
l-story unit, 95 x 135 ft., to cost 
about $40,000 with equipment. 


Daker-Nagle 


BERLIN, N. H. 
Inc., a pulp and paper mill, plans to 
rebuild part of its pulp department 
which was recently destroyed by fire. 


-Brown Co., 


BIRMINGHAM, ALA.—Ameri 
can Cast lron Pipe Co. will soon be- 
gin construction of a l-story add1- 
tion to its mono-cast iron pipe foun- 
dry. The new plant will be used for 
production of high pressure pipe sec- 
tions. 


BUFFALO, N. Y.—The erection 
of a new plant covering about 20, 
OOO sq. ft. floor space, has been 
started by the Madison Wire Co., 
550 Abbott Rd. The present works 
will be removed to the new location. 


BURLINGTON, N. J.—A 3-story 
devoted to all 
phases of research work in connec- 


laborat« ry, to be 


tion with the production of cast pipe, 
is being completed by the United 
States Pipe & Foundry Co. 

* 

BUTLER, PA. -The erection of 
a body plant to cost about $750,000 
is being considered by the .\merican 
\ustin Car Co. 


CAMDEN, NN. J.—Continental 
1 Pershing Square, New 
York, contemplates a new 5 to 7- 
story can-manufacturing plant, cov- 
ering 129 x 339 ft. Cost with equip- 


Can. Co, 


ment is expected to run about 
$1,000,000. 
CARTERET, N. J.—A_ 1-story 


addition, 75 x 300 ft., is being 
erected by the Foster-Wheeler Cor- 
poration. The new plant, which is to 
be used for the production of metal 
and wood patterns, is to cost over 
$50,000 with equipment. 


CHATTANOOGA, TENN. 
Tennessee Natural Gas Corporation, 
502 Houston St., 


construction of a natural gas pipe 


line with booster stations, ete., from 


contemplates the 


New Factories and Additions, 
Under Way or Contemplated, 
Which Carry Sales Possibilities 
for the Distributor of Industrial 
Supplies and Equipment. 








Sunbright oilfields to Chattanooga 
and vicinity. 


CHICAGO, ILL.—A 1-story ma- 
chine shop, costing about $24,000 
with equipment, is being put up by 
the Anderson Tool & Die Co., Al- 
bany and Ohio Sts. 


CHICAGO 
Dearing 


[1L..—The 


Corporation, 6501 


Shafer 
Grand 
\ve., is enlarging its research labor- 
atory and engineering department. 
and new equipment is being installed. 


CLEVELAND, ©O.—American 
Steel & Wire Co., Rockefeller Bldg., 
has awarded general contract to Ste- 
vens Construction Co., for 1-story 
addition, to cost about $200,000 with 
equipment. 


DETROIT, MICH.—Tuller En- 
velope Co., 2766 West Fort St., is 
planning a 2-story addition to cost 
about $55,000 with equipment. 


EAU CLAIRE, WIS.—A 2 
story plant addition, 40 x 200 ft., is 
to be built by the Gillette Rubber 
Co. Contracts have been let. 


FAIRMONT MINN.—A 1-story 
addition is” being built by Fairmont 
Railway Motors, Inc. 

* x 

FORT WORTH, TEXAS—In- 
stallation of elevating, conveying 
and other materials-handling equip- 
ment in its l-story factory is being 
considered by the Walker Pure Food 
Products Co., Cotton 


Exchange 


FRUITVALE, CAL.—Oliver 
United Filters, Inc.. Fourth and 
Madison Sts., Oakland, Cal., is plan- 
ning a group of 1-story units in 
Fruitvale for parts production and 
assembling. The present plant will 
remove to the new location. 


HARTFORD, CON N.—The con- 
struction of a new unit at an approx- 
imate cost of $25,000 is being 
planned by the Hart Manufacturing 
Co. 

* 

HARTFORD, CONN .—Contract 

has been awarded by Terry Steam 
-lurbine Co., Windsor St., for a 
1-story addition to cost over $30,000 
with equipment. 


HOUSTON, TEX —A new 
l-story unit for storage and distribu- 
tion is being planned by the South- 
ern Engine & Pump Co., 615 Wash- 
ington Ave. 

* 

ISHPEMING, MICH.—Bids are 
being taken on general contracts for 
l-story and basement cold storage 
and refrigerating plant, to be built 
by Cohodas Brothers, Inc. The new 
plant will have about 15,000 sq. ft. 
floor space, and will cost about $70,- 
000 with machinery. 


LONG BEACH, CAL.—General 
contract has been awarded for 1-story 
addition, 25 x 120 ft., by the Supe- 
rior Furniture Mfg. Co. With 
equipment, the new plant will cost 


over $65,000. 


MILWAUKEE, WIS.—A_ new 
plant is being planned by the Mil- 
waukee Gear Co., 1222 Third St. 


MOLINE, ILL.—Extensions and 
improvements for the Moline plant 
are being planned by John Deere & 
Co. 

* * * 

NEWARK, N. J.—National Air 
Transport, Inc., 420 Lexington Ave., 
New York, is planning a new hangar 
with repair and reconditioning facil- 


ities at its Newark airport. Work 
is to begin in September. 
NEW ORLENAS, LA.—New 


Orleans Air Transport Co., in co- 
operation with Rankin Flying Serv- 
ice, Inc., Portland, Ore., and other 
interests, is planning a new plant for 
the manufacture of airplanes and 
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‘Buy as you need— 
from your 


DISTRIBUTOR’’ 


‘Business is on the up grade—that 
means more buying. Industries will 
be stocking up on all lines, but don’t 
overbuy on your factory and shop 


maintenance requirements. 


*‘Buy as you need—from your sup- 
ply house—and credit what you save 
to your profit account. Buying right 


is a part of good management. 


“Let your industrial 
distributor carry the 
stocks—you draw 


on them as needed”’ 


f One of a series of advertisements a 

published by MILL SUPPLIES— 
the magazine of industrial dis- 
tribution—in the belief that the 
salesman of the distributor is the 
most important man in_ the 


1 industry. P 
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SIMPLIFY 22 oes cmtize enterprise is to | DISTRIBUTORS 
YOUR a HERE IS A FAST SELLING 
| as 
Qe AND PROFITABLE 
SOLDERING '—Corn Products Refining Co., 17 


ip Ty lew y rd > > * 

Oi dein selaiiieie Battery Place, New y ork, contem 

in using Kester | plates expansion of its grinding and 
Flux-Core Solders. | refining plant. This will include in- | 
No separate appli-|_ latic Sy ereeer in Siem 
cation of flux—it’s right in stallation or elevating, conveying, 
> —— - In a screening, grinding and other equip- 
the solder-flux combination, | : nk: a te aE 
quantilly eqenent te ae ment. Improvements will be made 
cate wiring, the plastic flux | in the steam power station, too. The 
is most active. Does not) project is expected to cost over 
deteriorate. Prevents corro- 2.000.000 wit! ae 
sion and electrical leakage. '$ IN; with machinery. 
There is a Kester Solder for | + + * 
every industrial purpose, in- e - 
cluding bar and wire, and | PHILADELPHIA, PA.—Work | The oe 
r ” i |. > , 2 7 > riati 0. r ed Ball 
j maage | ee ae aie the new gle - Page, Bearing Blower outfit for 
ment will help you select the | -orporation, Last Fortieth St., tially for ell oo. 
most efficient solder for |New York, to be used for the manu- |] industrial use and in big 


oe a Fi. : demand by your custom- 
your purpose. Write for in- | facture of seaplanes and flying boats, |Jers for blowing dust and 
formation; no _ obligation. | 


| will start soon. The plant will be |]&"t, ot, of penton ag 


ee ¢ ° 7 Si, ell switch boards, looms, etc. 
Fram ofl Jobbere | made up of main I-story units with |] Thperai profits and’ fast 


' a total of about 50,000 sq. ft. floor || turn over. 
KESTER SOLDER COMPANY | space. Cost with machinery will be Meee * 
4215 Wrightwood Ave. (over $200,000. 
Chicago * * 
Incorporated 1899 
























Ball Bearing 
Portable Electric 
Blower 















* Electric 

PITTSBURGH, PA.—Plans for Blower 
a l-story addition, 50 x 100 ft., are | Company 
being made by the National Valve |] 369 attantic Ave., 
| & Mfg. Co., 3101 Liberty Ave. The |} Beetgpg Mars 
|new plant is expected to cost about 
- enamel oe —— | $40,000 with equipment. 


The 














| POMONA, CAL.—Construction | BRASS “ BRONZE 


jon two buildings to be occupied 





Factory opposite the company’s present fac- BOLTS—NUTS— WASHERS 
¢ tory, has been started by the Po- 
Fountain ‘mona Pump Co. The first building, | Brass Cap Screws 
twill be 140 x 175 ft., all-steel con- —Hex. Hd. 
e nee ul 'struction with saw-tooth roof. The || —from “A to ya" diam. 
— second building will be of similar | Lengths % to 3”. 
An Automatic Self-cleaning (construction and will adjoin the first. | s. F. Hex. Brass Nuts 
Filter |One of the buildings will be a ma- | f 
few : —from s—24 to 14—6. 
chine shop and also used for the|] * 
To protect the health of your storage of finished parts. The serv-|] SBpags Washers 
workers. ice department will occupy the other atte, tin, 3 & Ge. © ete 
| building. |] screw size and from % to 1” bolt 
A design for every purpose  * 2 size. 
with | PORTLAND, ORE.—Bids on a 
Straight or Side Stream Tips ‘general contract for a l-story stor-|]| Brass Wing Nuts 
|age and distributing plant, 100 x 100!] —from 6—32 to %4—13. 
Your ted of the “Story of a Hair | ft., have been asked by the McPher- 
nog pteay A ge Pager = | son Furnace & Supply Co., 441 Just a few items from our com- 
North 19th St. plete line of BRASS & BRONZE 
through your supply house. ee —Bolts, Nuts and Washers. All 
: PROVIDENCE, KY —Prou- |) OO 
dence Coal Co. contemplates rebuild- 
U ing the tipple at’ its local mining Write for catalog 
| properties which were destroyed by 


fire recently. 
Sanitary Drinking Fountain-Co. ae ae ete H. M. HARPER CO. 


; be ; 2622 Fletcher St. 
Haydenville, Mass. | RICHMOND, VA.—James W. Chicago Illinois 


| Kendler & Sons, Inc., recently or- | 
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ganized, is planning operation of a 
local factory for production of sheet 
metal products. 


aS 7K * 


SALINAS, CAL.—Property has 
been acquired near the city by Inter- 
Continental Rubber Co., for the 
erection of a new plant including a 
power station and machine shop. 


SCHENECTADY, N. Y.—Gen- 
eral Electric Company is planning an 
addition to its branch works at Fort 
Wayne, Indiana. The cost is ex- 
pected to run over $200,000 with 
equipment. 


* *£ * 

SHAWNEE, OKLA.—R-F Elec- 
trical Mfg. Co., plans a 1-story addi- 
tion for its machine department. 


New tools and equipment will be in- 
stalled. 


* * * 


SHREVEPORT, LA.—Plans for 
a one story addition to its machine 
shop are made by the J. B. Beaird 
Corporation. The cost with equip- 
ment will run about $23,000.00. 

. 2 2 

SOUTH BEND, IND.—General 
contract has been awarded by the 
Roach-Appleton Mfg. Co., for a 
l-story plant 200 x 250 ft. with equip- 
ment, the cost of which is expected 


to be about $115,000. 
* * x 
SYRACUSE, N. Y.—Property on 
Hiawatha Boulevard has been ac- 
quired by the Syracuse Lighting 
Company and plans for the erection 
of a new artificial gas plant are being 
made. 


x * x 

SPRINGFIELD, MASS. — The 
erection of a manufacturing plant is 
being considered by Granville Broth- 
ers Aircraft Corporation. 


* * * 


TOLEDO, OHIO.—Operation of 
the local factory for the manufacture 
of mechanical specialties is being 
planned by the Toledo Saw & Grind- 
ing Company. 

* * * 

TOPEKA, KANSAS.—Bids have 
beer. asked on a general contract for 
a two-story addition to the industrial 
school for the blind at Kansas City, 
Kan. 


TORRINGTON, CONN.—A gen- 
eral contract has been awarded by 
the Torrington Castings Co. for re- 
building the plant recently damaged 
by fire. With equipment the cost of 
the works will run over $25,000.00. 

* * * 

TRENTON, N. J.—State Depart- 
ment of Institutions and Agencies 
will soon begin construction of a 
power plant 67 x 90 feet at the State 
village for epileptics, Skillman. With 
equipment, it will cost more than 
$85,000. 

: wo + 

WARREN, RHODE ISLAND— 
Plans for a shop and storage plant 
are being made by Fyams, Fraser & 
Blackway Co. 

ea 

WEST MONROE, LA. — Union 
Cotton Oil Co. is putting up a one- 
story unit for storage, distribution 
and other service. It will be 90 by 
200 ft. and cost over $60,000 with 
equipment. 

* * * 

WEST POINT, PA—H & H 
Commercial Body Corporation re- 
cently formed by W. R. Hangey and 
Associates will operate a local plant 
for the manufacture of automobile 
bodies. The new corporation is capi- 
talized at $50,000. 

* * x 

WILMINGTON, N. H.—Eastern 
Cotton Oil Co., Board of Trade 
Bldg., Norfolk, Va., has purchased 
20 acres near Cape Fear on which 
a new cottonseed oil manufacturing 
plant is to be built. 

* ok * 

WINONA, MINNESOTA—Wi- 
nona Machine & Foundry Company 
plans to rebuild part of its plant re- 
cently damaged by fire. Rebuilding 
of the works of the Winona Boiler 
Co. on an adjoining site which were 
also destroyed is being considered, 
too. 

xk * x* 

WINSTON-SALEM, N. C.—The 
board of education is considering the 
installation of manual training equip- 
ment in a new 3-story high school 
to cost about $500,000. 

* * * 

YPSILANTI, MICHIGAN—The 
former local plant of Lewis-Geer 
Mfg. Co., has been leased by the 
Franklin Glider Corporation for pro- 
duction of aircraft equipment, includ- 
ing gliders. 


YEARS of PRESTIGE 


back of 





INJECTORS 


VER 700,000 satisfied users 
have found that the U. S. 
AUTOMATIC INJECTOR 
takes the place of a boiler feed 
pump with safety, economy, and 
highly satisfactory performance. 


And for distributors there is a 
profitable replacement parts bus- 
iness. Write us today for the 
money making details. 


AMERICAN 


INJECTOR 


COMPANY 
Detroit * Michigan 








TESTED 


Davis Automatic Valve Specialties 
have been proved accurate and 
thoroughly dependable in every 
form of pressure regulation by 
years of satisfactory perform- 
ance.The simplicity and effective- 
ness of design is responsible for 
this performance and creates 
wide acceptance. 

Most distributors find the com- 
plete Davis line a profitable one 
to handle. 

DAVIS REGULATOR COMPANY 


2544 South Washtenaw Avenue 
CHICAGO - ILLINOIS 
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ANVILS 
Columbus Anvil & Forging Co. 
Yost Mfg. Co. 


APRONS, LEATHER 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 


nog 
Brown & Sharpe Co. 
Morse Twist Dei a Machine Co. 


AWLS 
Goodell-Pratt Co. 


BABBITT METALS 
Buffalo Fdy. & Machine Co. 
Dodge Manufacturing Corporation 
Frictionless Metal Company 
Monarch Metal Co. 


BARRELS, TUMBLING 
Royersford Foundry & Machine Co. 


BARROWS 
The Fairbanks Company 


BEARINGS, BALL AND ROLLER 
S K F Industries, Incorporated 


BEARINGS, BRONZE 
Buckeye Brass & Mfg. Co. 
The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
Monarch Metal Company 
M. L. Oberdorfer Brass Co. 


BEARINGS, SHAFT, BABBITTED 

Bond Foundry & Machine Co. 

Codge Manufacturing Corporation 

Royersford Foundry & Machine Co. 
Wood's Sons Co. 


BEARINGS, SHAFT, BALL 
Chicago Pulley & Shafting Co. 
S K F Industries, Incorporated 
T. B. Wood’s Sons Co. 


BEARINGS, SHAFT, OILLESS 
Arguto Oilless Bearing Co 


BEARINGS, SHAFT, ROLLER 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
Royersford Foundry & Machine Co. 
S K F Industries, Incorporated 


BELT DRESSING 
E. C. Atkins & Co. 
Chicago Rawhide Mfg. Co. 
Joseph Dixon Crucible Co. 
Graton & Knight Co. 
Geo. Rahmann & Co. 
Richmond Belt Dressing Mfg. Co., 


ne. 
Chas. A. Schieren Co. 


BELT FASTENERS 
The Bristol Company 
Clipper Belt Lacer Company 
Flexible Steel Lacing Co. 
Safety Belt Lacer Co. 


BELT LACINGS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Geo. Rahmann & Co. 
Chas. A. Schieren Co. 


BELT LACINGS, METALLIC 
The Bristol Company 
Clipper Belt Lacer Company 
Flexible Steel Lacing Co. 
Safety Belt Lacer Co. 


BELT SHIFTERS 
T. B. Wood’s Sons Co. 


BELT TIGHTENERS 
Dodge Manufacturing Corporation 
T. B> Wood’s Sons Co. 


BELTING CANVAS 
Hettrick Mfg. Co. 

BELTING, CONVEYOR 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Ciamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 

Hettrick Mfg. Co. 

The Mechanical Rubber Co. 
Pioneer Rubber Mills 

The Republic Rubber Co. 
Thermoid Rubber Co. 
Whitehead Bros. Rubber Co. 


BELTING, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Geo. Rahmann & Co. 
Chas. A. Schieren Co. 


BELTING, LINK 
Chas. A. Schieren Co. 


BELTING, ROUND 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Geo. Rahmann & Co. 
Chas. A. Schieren Co. 


BELTING, RUBBER 
Boston Woven Hose & Rubber Co. 
Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 
The Mechanical Rubber Co. 
Pioneer Rubber Mills 
The Republic Rubber Co. 
Thermoid Rubber Co. 
Whitehead Bros. Rubber Co. 


BELTING, TRACTOR 
Goodyear Tire & Rubber Co., Inc 
Graton & Knight Co. 

Hettrick Mfg. Co. 
Chas. A. Schieren Co. 


BELTING, THRESHER 
The Cincinnati Rubber Mfg. Co. 
Hettrick Mfg. Co. 
The Mechanical Rubber Co. 
Pioneer Rubber Mills 
Thermoid Rubber Co. 


BELTING, TWISTED 
Graton & Knight Co. 
Chas. A. Schieren Co. 


BELTING, “Vv” 
Allis-Chalmers Mfg. Co. 
Chicago Rawhide Mfg. Co. 
The Dayton Rubber Mfg. Co. 
L. H. Gilmer Co. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 
Chas. A. Schieren Co. 


BELTING, WATERPROOF 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Geo. Rahmann & Co. 
Chas. A. Schieren Co. 


BELTS, COG 
The Dayton Rubber Mfg. Co. 


BELTS, FAN 
The Dayton Rubber Mfg. Co. 


BELTS, WELL DRILLING 
Goodyear Tire & Rubber Co., Inc. 
Thermoid Rubber Co. 


BENCHES (WORK), JEWELERS’ 


Leiman Bros. 


BENCHES, STEEL 
Angle Steel Stool Co. 
Standard Pressed Steel Co. 


BINS, STEEL 
Angle Steel Stool Co. 


BITS, SCREWDRIVER 
American Swiss File & Tool Co. 
Goodell-Pratt Company 


BITS, TOOL HOLDER 
Armstrong Bros. Tool Co. 
Simonds Saw & Steel Co. 

The Vincent Steel Process Co. 
J. H. Williams & Co. 


BLOCKS, CHAIN 
Chisholm-Moore Hoist Corp. 
Wright Mfg. Co. 

The Yale & Towne Mfg. Co. 


BLOCKS, PILLOW 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Cerporation 
W. A. Jones Fdy. & Machine Co. 


Royersford Foundry & Machine Co. 


S K F Industries, Inc. 
T. B. Wood’s Sons Co. 
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BLOCKS, TACKLE 
Williamsport Wire Rope Co. 


BLOWERS, FORGE 
Champion Blower & Forge Co. 
Electric Blower Company 


BLOWERS, GAS AND OIL 
COMBUSTION 
Electric Blower Company 
Leiman Bros. 


BLOWERS, PORTABLE, 
ELECTRIC 
Clements Mfg. Co. 
Electric Blower Company 


BLOWERS, SANDBLAST 
Leiman Bros. 


BOILER TUBES 
National Tube Company 


BOILERS, Ay my AND 
WATER TUBE 
Henry Vogt Machine Co. 


BOLTS, CARRIAGE 

Clark Bros. Bolt Co. 

H. M. Harper Co. (Brass) 

The Lamson & Sessions Co. 

Russell, Burdsall & Ward Bolt & 
Nut Co. 


BOLTS, COACH OR LAG 
Clark Bros. Bolt Co. 


BOLTS, EYE, HOOK, RING AND 
LAG 


Armstrong Bros. Tool Co. 
Clark Bros. Bolt Co. 
H. M. Harper Co. (Brass) 
J. H. Williams & Co. 


BOLTS, MACHINE 

Clark Bros. Bolt Co. 

H. M. Harper Co. (Brass) 

The Lamson & Sessions Co. 

Russell, Burdsall & Ward Bolt & 
Nut Co. 


BOLTS, SINK, STOVE AND 
PLOW 


Clark Bros. Bolt Co. 

The Lamson & Sessions Co. 

Russell, Burdsall & Ward Bolt 
& Nut Co. 


BOLTS, STUD 
Clark Bros. Bolt Co. 
The Lamson & Sessions Co. 


BOXES, TOOL AND TOTE 
Angle Steel Stool Co. 


BRACES, TRENCH 
Templeton, Kenly & Co. 


BRACKETS, SCAFFOLD— 
LADDER 
Patent Scaffolding Co. 


BRACKETS, WALL 
Bond Foundry & Machine Co. 
Dodge Mfg. Corporation 
T. B. Wood’s Sons Co. 


BRASS GOODS, PLUMBING 
Grabler Mfg. Co. 


BRASS GOODS, STEAM 
American Injector Co. 
Detroit Lubricator Co. 
Penberthy Injector Co. 

The D. T. Williams Valve Co. 


BRAZERS 
The Turner Brass Works 


BRONZE BARS, CORED AND 
SOLID 


Buckeye Brass & Mfg. Co. 

The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 

M. L. Oberdorfer Brass Co. 


BROOMS, FACTORY, WARE- 
HOUSE AND RAILROAD 
Deshler Broom Factory 
a Brush & Broom Mfg. 


The Joseph Lay Co. 
The Milwaukee Brush Co. 
The Osborn Manufacturing Co. 


BRUSHES, — FLOOR, 
a aan Brush "& Broom Mfg. 


The Joseph Lay Co. 

The Milwaukee Brush Co. 

The Osborn Manufacturing Co. 

Worcester Brush & Scraper Co. 
BRUSHES, MOTOR 

Joseph Dixon Crucible Co. 


BRUSHES, PAINT AND 
VARNISH 


The Milwaukee Brush Co. 
The Osborn Manufacturing Co. 
BRUSHES, WIRE, FLUE, ETC. 
The Milwaukee Brush Co. 
The Osborn Manufacturing Co. 
Worcester Brush & Scraper Co. 
BRUSHES, WIRE WHEEL 
The Milwaukee Brush Co. 
The Osborn Manufacturing Co. 
BUCKETS, ELEVATOR 
Illinois Malleable Iron Co. 
BUFFERS, ELECTRIC 
The Black & Decker Mfg. Co. 
Jas. Clark, Jr., Electric Co. 
Keller Mech. Engineering Corp. 
Marathon Electric Mfg. Co. 
N. A. Strand & Co. 
BUFFING WHEELS 
Cc. B. Hunt & Son 
BURS 
Keller Mechanical Engineer g Corp. 
BUSHINGS, BRONZE 
Buckeye Brass & Mfg. Co. 
Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
M. L. Oberdorfer Brass Co. 
CABINETS, STEEL, TOOL, 
PARTS, BLUEPRINT, 
Angle Steel Stool Co. 
CALIPERS 
Goodell-Pratt Company 
The L. S. Starrett Co. 
CANS, OILY WASTE 
Angle Steel Stool Co. 
Geo. W. Diener Mfg. Co. 
CANS, SAFETY, GASOLINE 
Geo. W. Diener Mfg. Co. 
CAR-MOVERS 
Advance Car Mover Co. 
Appleton Car Mover Co. 
Safety Wrench & Appliance Co. 
CARTS, PUSH 
The Fairbanks Company 
CASING, WELL 
National Tube Co. 
CASTERS, TRUCK 
The Bassick Company 
Bond Foundry & Machine Co. 
Service Caster & Truck Co. 
CASTINGS, BRONZE AND 
ALUMINUM 
Buckeye Brass & Mfg. Co. 
Arthur Harris & Co. 
T. B. Wood’s Sons Co. 


CASTINGS, GRAY, MALLEABLE 
Brown & Sharpe Mfg. Co. 

Illinois Malleable Iron Co. 

Marion Malleable — Works 

T. B. Wood’s Sons Co. 


CASTINGS, SEMI-STEEL 
Bond Foundry & Machine Co. 
T. B. Wood's Sons Co. 
CATALOGUES 
R. R. Donnelley & Sons Co. 
CEMENT, CHROME 
E. J. Lavino & Company 
CEMENT, HIGH TEMPERATURE 
E. J. Lavino & Company 
CEMENT, agg ge BELT 
Chicago Rawhide Mfg. 
Graton & Knight _ 
Geo. Rahmann & Co. 
Chas A. Schieren Co. 
CEMENT, PIPE JOINT 
Joseph Dixon Crucible Co. 
CHAIN 
The Columbus McKinnon Chain Co. 
S. G. Taylor Chain Company 


CHAIRS, STEEL 
Angle Steel Stool Co. 





